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When you call back on a mer- 
chant covered by a Liability 
Policy that you sold him, and 
under which a claim has been 
made... are you welcome? Was 
the claim handled in a prompt 
and friendly fashion? Did your 
client retain the good will of 


the claimant’ 


All legitimate claims covered by 
Manufacturers Liability Policies 
are settled promptly and care- 
fully. Sell Manufacturers, and 
there will be no need to “throw 
in your hat.” You vow you'll be 


welcome. 


NO MANUFACTURERS 


Casualty Insurance Co. 


1617 Pennsylvania Boulevard 


PHILADELPHIA, PA. 
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* Based on Standard & Poor's daily stock price indexes of 50 industrial, 
20 railroad and 20 public utility stocks combined. 


CASUALTY 
1948 1949 


420.2 
414.7 
427.1 
413.9 
405.9 
387.6 
413.1 
432.7 


NSURANCE share prices continued to recover the 
Sat lost in May and June to close at the end of 
\ugust on a firm tone and at a high for 1949, with our 
stock fire index up 3% to 245.8 and our casualty index 
up 5% to 432.7. These prices reflected the recovery in 
the general market and the continued excellent earnings 
in the fire and casualty fields 


Fire Stocks 


Fire stocks reached their highest level since we began 
our index in 1933. Fire Association rose six points, to 
show a gain of 10, followed by the Federal, up 9% 
and the Hanover, up &8@ for the month. Only the Aetna 
Fire and Fidelityv-Phenix showed declines during the 
month of Augusi, while Fireman's Fund was the only 
fire stock to show no change. 


Casualty Stocks 


Phe advance in casualty shares was led by the Pre 
ferred \ccident rising from 27, to 4, thus regaining the 
ground lost in July. Other stocks to show substantial 
increases were Continental Casualty, up almost 10 
and Maryland Casualty, up 77. Hartford Steam Boiler, 
which was one of the leaders on the up side in July, 
was the only casualty stock in our index to decline in 
August, dropping from 37! to 36! 


‘SPECIALIZING IN WORKMEN'S 
COMPENSATION AND ALL LINES 
OF LIABILITY COVERAGE 


Bit TUM MINOUS Casua Aly 
CORPORATION 
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? BEST’S STOCK INDEX 
| / ow | | 
= Jan. 31 399.7 390.1 209.8 201.4 237.3 
Feb. 28 399.4 371.0 210.8 1954 237.6 
i Mar. 3! 390.1 388.6 204.9 206.7 241.1 
Apr 30..... 3743 3963 195.1 213.4 234.5 
May 31... 372.5 410.5 188.9 227.3 232.1 
June 30 383.2 400.4 199.9 215.1 227.4 
July 31 382.0 388.4 197.9 203.8 239.2 
oe Aug. 3! 381.0 388.4 193.7 206.2 245.8 
Sept. 30 372.3 375.6 190.0 212.5 
Oct. 31 372.9 410.1 196.2 232.2 
% Nov. 30..... 377.9 384.6 1964 223.3 
Dec. 31 383.4 403.2 199.5 236.3 
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ADT BURGLAR ALARM SERVICE 


for Complete Automatic Protection 


Industral Process Heating System Automatic Smoke Detection Holdup Alarm Service Watchman’s Reporting Manual Fire Alarm Service 
Supervisory Service Supervisory Service and Alarm Service Service 


Thousands of businessmen throughout the country depend upon 
ADT Burglar Alarm Service to safeguard their premises against 
burglary and other unauthorized entries. 


ADT Burglar Alarm Service often is combined with ADT auto- 
matic fire protection services to provide complete automatic pro- 
tection. This arrangement provides better protection at less 
expense, through modification of less effective but more costly pro- 
tection measures. 


Available through ADT Central Stations in principal cities; else- 
where as local systems, or directly connected to police and fire 
departments. ADT will gladly review your protection arrange- 
ments without cost or obligation. Write for descriptive literature. 


ADT Services include CONTINUOUS SUPERVISION - REGULAR INSPEC- 
TIONS AND TESTS - COMPLETE MAINTENANCE + Without these funda- 
mental service features, there can be little assurance that any protective 
signaling system will function properly when an emergency arises. 


#3 ina series presenting the principal ADT 
Services for the protection of life and property. 


Controlled Companies of AMERICAN DISTRICT TELEGRAPH CO. 155 Sixt/) Avenue, New York 


CENTRAL STATION OFFICES ALL PPI NITED STATES 
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*** (October 9 marks the 78th Anniversary of that fate 
ful day in IS71] when Mother O'Leary's cow kicked 
over the lantern and started the $168 million Chicago 
conflagration, The tire waste in the United States is 
the Iighest in the world. Moreover, fire is taking a 
toll this vear approaching $700 million. Fire Prevention 
Week (October 9-15) should not be just a seven day 
period for projecting quickly forgotten programs but 
rather the initial week of a year-round activity. 


eee Each vear we review the operating records of a 
representative group of fire and casualty companies at 
the mid-term to ascertain the general trend of the busi- 
ness 140 
semi-annual statements which represent a good cross 
section of the fire and casualty business. They are re- 
viewed in Semi-.Innual Experience on page 10 and 11 
This vear they make remarkably good reading 


So far this vear we have reviewed nearly 


#*% \Who will be the men and women of distinction of 
tomorrow 2 Almost exactly three-quarters of the dis 
tinguished persons listed in “Who's Who” are college 
graduates and 8&7‘; attended college for one or more 

\ college education is also excellent unemploy 
insurance. Although the article /:ducational In 
surance deals with life insurance we consider it) so 
important to our own readers that we feature it on 


vears. 
ment 


page 15. 

Automobile medical payments insurance is not a 
new coverage but it 1s one that every agent should call 
to the attention of his clients. It is a valuable additional 
protection which will meet medical bills resulting from 
an auto accident in which the insured, his family or 
guests are injured. The policy's outstanding feature ts 
that it indemnifies Regardless of Fault as described on 
page 18 


with any other line, loss prevention in truck 
cargo insurance benefits all parties to the contract 
Beware of Hijackers on page 21 shows how such rela- 
tively simple things as trucker check-ups, burglar alarms 
and sound underwriting can materially reduce losses 


**e% The agency developed into an institution signifies 
permanence, a man’s long-range plan for his family’s 
welfare and his reputation for integrity with his clientele. 


It represents freedom, expansion and a proud sense of 


For September, 1949 


SEPTEMBER, 1949 


fulfillment. No single individual is immortal but the 
agency a man creates can be made to live after him 
The supervisor of the agency field service division of 
The Travelers tells how in The Agency as an Institution 
on page 25. 


#** There is no black magic involved in selling boiler 
and machinery insurance and the producer who is alert 
to the potentialities of this line enjoys a real advantage 
over those who neglect it. Because it is a policy which 
most likely has not been actively solicited among his 
may find it to be an 
hard to sell account 


prospects, an agent or broker 
excellent entree mto an otherwise 


See pages 28 and 29 


eee \Vith the changes in conditions 


there have been corresponding changes in ocean marine 


great 
insurance. For a quick rundown on the present situation 
in this market see Ocean Marine Today on page 33 


\bout 10° of the states specifically disapprove ot 
Another 
have declared in favor of the coverage and the 
remainder do not prohibit it 
for and against the coverage, adjustments under the 
policy, coverage atforded by the policy and some of 


the writing of Replacement Cost Insurance 


Some of the arguments 


its outstanding features are all discussed on page 37 


*** Would you permit an automobile owner to insure 
the front wheels of his car against liability and property 
damage hazards but exclude from coverage the balance 
of his car? It is just as necessary for a merchant to 
insure himself against losses caused by dishonesty as 
it is for him to insure his merchandise against loss by 
fire. There is a wide market for bonds of various types 
and on page 41 is answered the $64 question, Where To 
Sell a Bond 


*** Safety and fire prevention are intrinsically serious 
subjects and do not lend themselves easily to light treat 
ment. So it is an unusual pleasure for us to present some 
We 


son COS 


of the basic facts of fire control ina humorous vein 
think vou will enjoy, as we did, Reverend Jack 
Sermon. It is on page 45 


*** We have all heard the colloquial expression that 


a doctor buries his mistakes while a lawver'’s mistakes 
live on to plague him. Like all such expressions it is not 
entirely truthful and doctors do face the threat of litig: 

tion if a cure is not forthcoming to the satisfaction of the 
patient. Trials of this nature have been increasing in 
number and many professional men now avail them 
selves of malpractice insurance. The extent of a phy 

sician’s liability is discussed in “Caveat Doctor” on page 
49, 

*** The average claims adjuster, when making his 
investigation, is often not sufficiently watchful for the 
possibilities of successful subrogation. It may seem that 
the author of Get the Money on page 59 is harsh and 
perhaps even brutal in the methods he advocates but he 
is consistent to his premise that the money is due the 
insurer and its collection should be carried out to the 
best of one’s ability. 
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StRance com®™ 


From its early beginning in the city of Spring- 
field, Massachusetts, the Springfield has grown 
to a point where now, with its subsidiary com- 
panies, it writes business not only in every state 
in the United States and the District of Colum- 


bia. but also in Canada, Alaska, Hawaii and. 
through its affiliation with the American Foreign 
Association, in countries 


throughout the world. 


Insurance many 


THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY SPRINGFIFLO MAS 
SENTINEL FIRE INSURANCE COMPANY + SPRINGFIELD MAS 
MICHIGAN FIRE AND MARINE INSURANCE ‘COMPANY . DETROIT MICH, 
NEW ENGLAND FIRE INSUR).NCE COMPANY SPRINGFIELD. MASS, 


OF FIRE INSURANCE COMPANIES 


New 


Company 


BALTIMORE NEW YORK 


A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 


tions conducted, 
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COMPANY DEVELOPMENTS 


SUMMARY oi the 


insurance company developments 

throughout the United States and Canada im recent months 
appears hereafter. This summary includes notices of examina 
and also new, licensed and retired companies 


ARIZONA \dmitted 


California Union Ins, Co. .......... San Francisco, Cal 
CALIFORNIA Licensed 
Califorma Union Ins. Co. ...... San Francisco, Cal 
\dmitted 
The Central Trust of China Shanghai, China 
FLORIDA Admitted 
lowa Hardware Mutual Ins. Co Mason Ciy, lowa 
INDIANA Incorporated 
Citizens National Casualty Ins. Co Indianapolis, Ind. 
Licensed 
Disability Income Ins. Co Indianapolis, Ind 
IOWA \dmitted 
Wisconsin Church Mutual Fire Ins. Co Merrill, Wis 


Remsured 


Lutheran Mutual Fire Ins. Assn Burlington Towa 


KENTUCKY 
Massachusetts Indemnity Ins. Co Boston, Mass 
Withdrew 
Imperial Assurance Co New York, N. ¥ 
MARYLAND Admitted 
Exchange Insurance Association Chicag Hl 
Merged 
The Seaboard Insurance Company Laltimiore, Me 
MASSACHUSETTS 
Providence Washington Indemnity Co. lence, R. 1 
Examined 
Liberty Mutual Ins. Co Boston, Ma 


Massachusetts Prot Association, Ine Worcester 


live 


MICH 


Industrial Ins. Co faritan Township, N. J 
MINNESOTA Admitted 

Atlantic Mutual Ins. ¢ New York, NX.‘ 

Centenmal Ins. Co. New York, N.Y 
MONTANA Admitted 

Canadian Ips. Co Winniper. Mar 

Canadian Indemmity Wim ve. Ma 
NEBRASKA Admitted 

Farm Owners Mutual Ins. Ceo St. Panl Mu 

Mutual Boiler Ins. Co Boston, Mass 

Mutual Fire & Tornado Ins. Co Cedar Kapids. lowa 


NEVADA \dmitt 
Balboa Insurance Companys 

Calitornia-Union Ins. ¢ 
(lobe & wiblie 


Rey 


NEW JERSEY 
Centra 


Fire Corp Katisas City, Me 


Surety 


NEW MENICO) 


\ssociated Veterans \ireratt & Automerts 


Commercial Benet Ins. Co 

Mechamies and Traders Ins. ¢ Hartford, ¢ 

Standard ( Pulsa, 

lransport Insurance Exchanges 
NEW YORW Licens 


Manhattan ¢ 


asualty Ceo. 


itted 


\dn 


United Services Automobile Assn San Ant , Texa 
Examined 
Cavuga County Farmer Ins. Co Nubur x. 
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ayuga County Patrons’ bire Relet 


Cherry Valley, Roseboom 
Co-op. Ins. 
Ins. 

Co-operative Wondstorm Ins. Co 
Export Ins. Co 


Phe 


Commerce 


barmers val Assn ot 
Ins. 
Down 

Lancashire Tne. ¢ 

\iaadison Onondaga 


Mutual Ins A ot Nassau 


stl 


Standard Ins. Co. ot 

Summit Fidelity. at 

PENNSYLVANIA 
\Hen Mutual Ins. Co 
Mutual Fire Ins. Co. oft 


Pennsyivama Manufacturers 


munity 


Manutacturers’ 


Appalachian Ins. ¢ 
Union Mutual 


ISI imined 


Ins. Co. 


SOUTH ¢ 
Michigan 


AKOLINA \dimitted 
Mutual Liability 


TENNESSE 

American Agricultural 
Cambridge Mutual Ins 
X Marine Ins 
Ins 
Marine 


\ 


Government) Emplovees 
Kansas City kire & 
Service Casualty ¢ 


FEXAS 
Lumbermen’s Tlovds 
UTAH 
American Emplovers’ 
\merican Title & 
California Unien 
Globe & Republi 


Ins 
Ins 
Ins 


VIRGINIA \dmiutted 
Excess Mutual Reinsurance Co 
Mutual Fire Ins. Co. of D. of ¢ 


WASHINGTON \dmitted 
Western Casualty & Surety Co 
Western Fire Ins. 

Keinsured 
Sunset Casualty Co. of America 

WISCONSIN 
Atlantic Mutual Ins Co. 
Canadian Fire Ins. Co 
Centennial Ins, Co 


\dmitted 


WYOMING 


Farmers Insurances 


Admitted 
Exchanye 
Standard Casualty 


Truck Insurance 


Company 


ALBERTA 


Hanover 


\dimitted 
lire Ins 
DOMINION OF CANADA 

Licensed 
Commonwealth | 


Lic 
Provincial Mutual Ins. Soctety 
DY Assurances 

Admitted 

Ins. [Ltd 


nsed 
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NLY by the use of SU rlatives is it possible to 
describe adequately the underwriting experience 
enjoved by fire insurance carriers during the 

first six months of 1949. The absence of other than 
normally anticipated catastrophic losses, an unusually 
mild winter, favorable automobile experience, a further 
substantial rise in earned premiums, the arrest of an up- 
swing in repair and replacement costs plus cumulative 
benefits from other factors produced favorable under 
writing balances for many companies the like of which 
has never been equaled. 


Trend of Underwriting Experience 


Probably the quickest way to visualize the trend ot 
operating experience in the tire field is to glance at the 
following tabulation of loss and expense ratios : 


o 


Loss Ratio Expense Ratio Combined Ratio 
First Halt 1947 64.3 ORY 103.2 
Year 1947 ..... 597 38.3 98.0 
First Half 1948 56.3 37.6 93.9 
Year 1948 A 50.8 RSS 
First Halt 1949 45. 3x2 83.2 


Virtually all of the improvement has been in the loss 
ratio with only minor fluctuations in the expense ratio 
The combined loss and expense ratio for the first. six 
months of 1949 was only 83.277, ten full points below 
the ratio for the tirst half of 1948 which in turn was ten 
points below the ratio for the corre sponding }* riod of 
1947 (the latter, however, included the Texas ¢ ity lis 
aster). The statutory underwriting profit was a record 
12°% with the dollar profit in the first six months of 
1949 exceeding the profit for all of 1948. As a result, 
federal taxes incurred in the first half of 1949 approxi 
mately equaled the total tax liability for 1948 


Rate of Premium Growth 


Phe gain in net premium writings for the first half of 
1949 was 8°. as against 16° for the first six months 
of 1948 and a phenomenal 30°¢ for the first half of 1947. 
This slackening in rate of growth has long been an 
ticipated. In view of general business conditions during 
the first six months of the vear, it is significant that 
volume continued to climb as rapidly as it did 

An important factor in this continuation of premium 
growth lies in the motor vehicle lines. They advanced 
$100 million in 1948 and $150 million the year before 


and currently are running at an estimated $600 million 
annually, about one-fourth of all business underwritten 
by the stock fire and marine companies. There are now 
more than 41 million motor vehicles registered in the 
United States, of which some 10 million have been 1i 
censed since the war. High values on the new motor 
vehicles together with higher rates have boosted pre 
mium volume far above the pre-war top of $275 million. 

The motor vehicle lines are also an important factor 
in the over-all underwriting experience. In 1945, with 
very few new cars and lower rates, the loss ratio on $170 
million motor vehicle business hit 76.20¢. Each year 
thereafter volume climbed and the loss ratio declined 
reaching $525 million and 46.5%, respectively, in 1948 
lhe favorable trend continued into 1949 


Straight Fire Insurance 


Straight fire business passed the billion dollar mark 
in 1948 and was also increasingiy profitable. Country 
wide fire losses reached the highest dollar total ever re 
corded in the United States in 1948 but beginning in 
January of 1949 and in each successive month for the 
first half of the year fire losses were lower than those 
reported for the same months of the preceding year 
While estimated fire losses were 1007 below those of the 
first half of 1948, earned premiums continued to advance 
in 1949 (the over-all increase being between 12° and 
13°7). This double benefit of lower dollar losses and 
higher dollar premiums earned placed the line well in the 
black. 


65 STOCK FIRE COMPANIES 


6/30/48 12/31/48 6/30/49 


Total Admitted Assets $1,574,797 $1,612,176 $1,680,497 


Policyholders’ Surplus 724,171 720,774 742,076 
Loss Reserves 169,011 161,778 159,343 
Unearned Premiums 612,000 644,644 689,599 
Net Premiums Written 376,022 744,132 407,594 
Net Premiums Earned 321,642 657,142 362,604 
* Loss Ratio 56.3 50.8 45.0 
t Expense Ratio 37.6 37.7 38.2 
Combined Loss & Expense Ratio 93.9 88.5 83.2 
Statutory Underwriting Results -1,518 41,743 43,555 
Change Prem. Reserve Equity 20,651 32,499 16,269 
Net Investment Income 20,374 45,403 23,238 
Other Inv. Gains or Losses 45,702 —5,872 8,276 
Federal Taxes Incurred 3,958 20,715 20,117 
Dividends Declared 11,632 27,093 12,850 

Last 000 omitted. * Incurred to premiums earned. Incurred 


to premiums written. 
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N THE tirst half of 1949 the casualty companies gave 
a remarkably good account of themselves. While the 
underwriting results do not approach the phenom- 
enal records of the fire field, they are eminently satis- 
factory and the first six months ranks among the most 
profitable periods in casualty insurance history. 
Operating ratios in the immediate past present the 
following pattern of losses and expenses: 


Loss Ratio Expense Ratio Combined Ratio 


First Half 1947 57.4 948 


Year 1947 wk 
First Half 1948.... 
Year 1948 ..... 
First Half 1949 


Over-all Improvement Shown 


Loss ratios were remarkably uniform in 1947 and 
1948 in the aggregate but combined with their respec- 
tive expense ratios the over-all adjusted operating re- 
sults in 1948 were nearly two points better than for 
the corresponding periods in 1947. The loss ratio for 
the first half of 1949 was a full three points below the 
ratio for the corresponding period in 1948, but the ex- 
pense ratio was fractionally higher so that the improve- 
ment in the combined loss and expense ratio was two 
and one-half points. As unearned premiums advanced 
about 11°, the statutory underwriting profit was held 
to 5.3%. However, in dollars it equaled three-quarters 
of the statutory profit reported for all of 1948. Hand 
in hand with higher profits go higher taxes and the 


70 STOCK CASUALTY COMPANIES 


6/30/48 12/31/48 6/30/49 
$1,669,047 $1,749,895 $1,839,292 
506,722 512,949 532,673 
577,282 635,542 650,918 
481,410 488,984 542,339 
545.860 1,074,637 587,779 


Total Admitted Assets 
Policyholders’ Surplus 
Loss Reserves 
Unearned Premiums 
Net Premiums Written 


in the first half of 1949 were 
double the tax lability for the corresponding period in 
1948. 


federal taxes incurred 


Rate of Premium Growth 


The rate of premium growth has been approximately 
the same as in the fire field. The gain in net premium 
writings for the first half of 1949 was 8° as against 
15° for the first six months of 1948 and a record 30% 
for the first half of 1947. 


\utomobile lines were responsible for the greatest 
growth and for most of the improvement in loss ratio. 
The larger number of motor vehicles, additional auto 
financial responsibility laws and rate advances spurred 
volume to new heights. Many of the rate increases have 
heen in effect long enough to be reflected in earned 
premiums with the result that auto liability continued to 
improve and property damage insurance finally broke 
into the black for most carriers. 


With payrolls holding near record levels and some 
increased benefits, workmen's compensation volume was 
well maintained. Experience on the line remains favor- 
able for most carriers although some are reporting a 
deterioration in results. Accident and health premiums 
continued to advance but at a somewhat slower pace- 
underwriting experience was good. Fidelity and surety 
experience was excellent. 


Assets and Surplus Higher 


In the first half of 1949 assets advanced over 5% and 


surplus was up nearly 4°7. Loss reserves were higher. 


Net investment income has gained steadily with the 
growth in assets. Dividends to stockholders, which had 
been held at low levels due to the inflationary rise in 


volume and the reserve requirements on new business, 


479,700 1,000,890 534,420 
56.0 57.1 53.0 
36.6 36.6 37.1 
92.6 93.7 90.1 

7,840 36,756 28,385 
24,998 27,830 20,150 
16,585 36,001 19,123 
17,181 -5,777 4,591 

7,477 17,670 15,132 
10,602 29.497 13,277 


Net Premiums Earned 

* Loss Ratio 

t Expense Ratio 

Combined Loss & Expense Ratio 
Statutory Underwriting Results 
Change Prem. Reserve Equity 
Net Investment Income 

Other Inv. Gains or Losses 
Federal Taxes Incurred 
Dividends Declared 


showed a moderate increase and will undoubtedly he 
further increased as in the aggregate they are now 
running little more than half net investment income in 
the fire field and only slightly higher in the casualty field 


Although individual carriers vary widely from the 
industry averages, the current relationship of total net 
premiums written to policyholders’ surplus stands at 


Last 000 omitted roughly two to one in the stock casualty field and one 


*Incurred to premiums earned. + Incurred 


to premiums written. 
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to one in the stock fire field 
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3.0 306 92.6 
57.1 36.6 037 
530 37.1 90.1 


UNITED STATES 
CASUALTY COMPANY 


Home Office 


60 John Street New York City 


Just as Miss Liberty symbolizes a 
warmth of hospitality and friend- 
liness to visitors arriving inside 
U.S.A., so does the Hotel Fort 
Shelby represent those cherished 
qualities to visitors in Detroit. 


Conveniently located, The Fort 
Shelby is famed for the recognized 
value it offers in its 900 rooms 
with bath, chairside radio, servidor, 
and circulating ice water; as well 
as its two excellent restaurants 
and attractive cocktail lounge. 


GARAGE AND PARKING FACILITIES 


HOTEL 
SHELBY 


DETROIT 


Frawley General Manager 


MONTHLY FIRE LOSSES 


HIE nation’s tire July dropped to a 
new low for the year. Estimated damage of $49, 
592,000, compiled by the National Board of Fire Under- 
June total. The 
from the 
This marked the seventh 


losses during 


Writers, Was 
figure represented a 2.7 per 
1048 


$.2 per cent less than the 
cent decrease 
estimated losses in July, 
month during which tire 
than those reported for the same months a vear age 
Phe total to the end of July amounted to S398,399,000, 
which is $39,036,000 of 8.9 per cent less than losses for 


SUCCESSIVE losses were lower 


the same period vear. 
\ COMPAratrye table of fire losses over the past thirty 
six months follows: 


1946 1947 1948 
\ugust S 4.019000 31,359,000 49,543,000 
September 10,256,000 47,990,000 49,945,009 
October 40,108,000 54,946,000 51,845,000 
November 44,706,000 51,346,000 52,949,000 
December 58,094,000 68,361,000 69.397.000 


1947 1948 1949 
lanuary 57,180,000 63,010,000 57,926,000 
February 64,247,000 71,521,000 62,424.00") 
March 72,435,000 74,236,000 67 218.004) 
\pril 68.029 000 63.751.000 55,200,000 
Mav . 56,545.00) 59.256, 000 54.162.000 
Tune 50,840,000 54,706.00 51,787,000 
July .... 49,357,000 50,055 (004) 49,592 000 


$711.437.000 


CONVENTIONS AHEAD 


SEPTEMBER 


{5-16 New Jersey Association of Insurance Agents, annual meet- 
ing, Haddon Hall, Atlantic City. 

19-22 National Association of Insurance Agents, annual meeting, 
Stevens Hotel, Chicago, Illinois. 

25-28 International Association of Casualty & Surety Underwriters 
and the National Association of Casualty & Surety Agents, 
annual joint meeting, Hotel Greenbrier, White Sulphur 
Springs, West Virginia. 

28-30 Society of Chartered Property Casualty Underwriters, an- 
nual meeting, Baker Hotel, Dallas, Texas. 

20- 1 Nevada Association of Insurance Agents, annual meeting 
Maples Hotel, Reno. 

OCTOBER 

4-5 Massachusetts Association of Insurance Agents, annual meet- 
ing, Copley-Plaza Hotel, Boston. 

10-12 Bureau of Accident & Health Underwriters, annual meeting, 
Hotel Moraine-on-the-Lake, Highland Park, Illinois. 

10-12 National Association of Mutual Insurance Agents, annual 
meeting. Hotel Congress, Chicago, Illinois. 

13-14 South Carolina Association of Insurance Agents, annual 


meeting, Francis Marion Hotel, Charleston. 
17 Rhode Island Association of Insurance Agents, annual meet- 
ing, Sheraton-Biltmore Hotel, Providence. 


19-21 Kansas Association of Insurance Agents, annual convention, 
Jayhawk Hotel, Topeka. 

24-25 Arizona Association of Insurance Agents, annual meeting, 
Pioneer Hotel, Tucson. 

24-25 Nebraska Association of Insurance Agents, annual meeting. 

74-28 Nationa! Safety Congress & Exposition, Chicago, Illinois. 

25-26 Wisconsin Association of Insurance Agents, annual meeting, 


Hotel Schroeder, Milwaukee. 
27 American Institute of Marine Underwriters, annual meeting 
New York, New York. 


27-28 Tennessee Association of Insurance Agents, annual meeting 
Chattanooga. 
31- | Connecticut Association of Insurance Agents, annual meet- 


ing, Hotel Taft, New Haven 
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FIRE UNDERWRITING 


HEE returns of companies underwriting straight 

fire coverages have been compiled by the New 

York Insurance Department for each of the last 
five vears. Based upon the countrywide figures of all 
companies licensed to operate in the E:mpire State, the 
tabulation covers virtually all carriers in all groups but 
the mutual, reciprocal and advance premium coopera 
tives. 

The most interesting feature about the department's 
statistical study is a breakdown of acquisition cost and 
operating expenses. Because of fluctuations in premium 
volume from year to year, expense ratios have been ad- 
justed to relate certain types of expense to premiums 
Written to present more accurate results. Thus the total 


Net Net 


Premiums Premiums 


Written barned 


Exp 


Ine'd 


expense ratio shown in the tabulation is based on written 
premiums insofar as commissions, field supervision and 
taxes (other than federal income taxes) are concerned, 
but on earned premiums for the other items. However, 
claim adjustment expenses, which are generally com 
bined with losses, are included in the expense ratio 
Federal income taxes are entirely omitted from the study 

Premium volume for four of the six classes of carriers 
forged ahead in each of the five years with record gains 
in L946. 

\ll but one group reported better results in 1948 and 
both the stock carriers and the reimsurance companies 
broke out of the red for the first time in the five-year 
period, 


‘7 
° Com 
Claims mis bield 
Super 


Insp 
\dimin 


\ 
Vet 


(sain 


Stock Companies 


$372,261 622 
614,214,747 
801,903,265 
908,243,752 


970,185,034 46.0 


tote 


Mutual Companies 


37.0 


43.4 
43.1 

43.0 
1.9 


67,580,351 
73,102,000 
79,7 20,245 
92 524,810 


104.480.0099 


37.1 


115,045,450 


19.6 
192 
190 
206 

> 


ty 


Sty 


Factory Mutuals 


14.8 
13.6 


14.2 


$0,078,271 38,108,204 


56,250,944 
050,948 


66090946 


82,008,958 


6,103,492 


672 


2.702 046 
3 148.500 
3,452,435 
428.054 


3,169 389 


3.072.031 


37,322,472 35,941,109 
40,731,154 97,508,223 
33,702,155 43,170,700) 
34.713.424 


61,667,398 


70,679,301 


63,041,876 


* Incurred to carned 


premiums 


cluding federal income taxes, to combination of written and earned premiums 


For September, 1949 


** Reflected underwriting gain before federal income taxes. 


+ Expenses incurred, ex 
+7 Incurred to earned premiums. 
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Taxes 
= 
1044 $527,935,308 51.5 47 2 26 M2 101 26 35 
1945 563,380,771 53.1 48.2 1.3 26.2 24 3.5 
1046. 644,288,459 53.3 48.1 1.4 29 26.2 10.0 24 33 
1947... 770,738,539 53.0 466 2 28 25.4 2.5 3.1 
1048... 5.7 2.8 247 9.5 25 3.3 
exe 1944 71,911,725 18 14.8 128 21 28 
1045 78,774,574 Ls 124 2.1 26 
21 149 124 2.3 2.6 
: 1947 105,500,779 — 2.1 14.5 11.9 2.5 28 
= 20 13.6 11.5 26 27 
1044... 120 73.2 ; 8 36 44 11 
1945 4$2.917.570 115 749 ] - y 3.6 
146 33,107,277 $4,157,803 14.9 (05 4 10 7.1 5.2 1.2 
; 1047 = 13.9 719 4 9 64 4.4 
1048 22.1 12.7 05.2 9 5.4 5.0 10 
Reciprocals 
1044 262,953 40.9 32.1 7 11 28.0 5 24 
1945 045.054 4.757.978 37.2 32.2 306 l 27.3 x 
10.646 5.101.700 37.1 397 23.2 10 1 34.4 8 25 
1047 314,795 31.5 6 7 31.2 2.5 
1048 108,324 550 20.8 41.1 32.1 9 8 BY 2.8 
"a Advance Premium Co-operatives 
: 2718581 2,523,228 447 24 18.7 19 177 20 
2,017,257 51.9 44.2 39 2.5 179 24 7.1 31 1? 
1046 2.836.951 31.7 48 7.5 27 134 20 160 3 14 
1947 414 10.2 30 19 15.8 3.3 14 
: Reinsurance Companies 
1044 43.8 1.8 374 31 3 1] 
1945 429 7.8 20) 37.3 27 
1046 62.6 43.7 63 21 38) 26 7 
We 1047 61s 42.9 4.4 20 37.8 l 2.2 
1048 $2.5 $3.9 36 20 300) 22 0 
= 


An advertisement similar to this appears in SATURDAY EVENING POST, September 10 
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Returning the snake skin filled with buckshot was 
Governor Bradford's way of letting Canonicus 
know that the Pilgrims were prepared for trouble. 


Wise men today prepare for trouble by building 
a comprehensive insurance plan as a bulwark for 
their private and commercial interests. If this is 


GREAT AMERICAN GROUP 


“The Challenge Answered”—Covernor Bradford hurls back the 
war threat of Canonicus, chief of the Narragansett tribe, by tilling 
with powder and shot a anake skin that had been sent to him tied 
around a bundle of arrows. From the painting by Henry 4. Botkin. 
Reproduced by courtesy of Old Colony Trust Company, Boston, 


done with the advice and aid of Great American, 
you can rest in the knowledge that your interests 
are well secured. 


Great American protection is available through 
one of its 16,000 experienced agents or your own 
broker. 


of Insurance Companies 


Great American American Alliance 


American National Great American Indemnity 


Detroit Fire & Marine Massachusetts Fire & Marine Rochester American 


Oreat American Group 
New Dork” 
a 
WORLD-wW DE FAT PRACTICALLY ALL FORMS OF INSURANCE EXCEPT LIFE. 
| 


INSURA 


by H. CRANDALL MASON, C.L.U. 
John Hancock Mutual Life 


\\ HO will be the men and women of distinction 

¥ tomorrow? The 1946-47 edition of “Who's Who 
In America” contains brief biographies, including full 
details of educational backgrounds, of 38,050 persons 
who have achieved prominence in America. The follow- 
ing chart taken from /iamond Life Bulletin shows that 
more than 74° of the distinguished persons listed in 
“Who's Who” are college graduates and that more than 
87% attended college for one or more years. 


Number 
of Persons 
2.408 
2,470 
4.836 


Percentage 
O49 
649 
12.71 
74.31 


100,00 


School 
Grade Schools 
High and other secondary 
College, didn't graduate 
College Graduates .... 


38,050 


Total . 


Master's De grees, 6,204 ; Dox tor’s 
Surgery and Dentistry, 10,192 


Bachelor's Degrees, 11,886; 

Degrees, including Medicine, 

Providing a college education for one’s sons and 
daughters is providing them also with unemployment 
insurance. The most severe depression in| American 
history, which started in 1929, provided an opportunity 
to study the value of a college education as unemploy- 
ment insurance. The American Federation of Teachers 
reported that of 3,980 “breadline” families, 86° of the 
fathers had a grade school education or less; 12.4% 
had one or more years of high school; and only 1% 
had one or more years in college. 


Value of Education 


Back in 1928, Dean Lord of Boston University made 
a study of the cash value of an education. The figures 
accumulated showed that the average untrained worker, 
during his work expectancy from age 14 to 60, earned a 
total of $64,000. The worker with a high school edu- 
cation, between 18 and 60, earned a total of $88,000. 
College-trained men whose work expectancy was from 
22 to 60 had earnings of between $100,000 and $200,000. 
Another more recent survey showed that 500% of the 
jobs or positions in America paying $4,000 or more per 
year are held by the 7“ who are college graduates. The 
other 50% is distributed among the remaining 93° of 
the working public. 

Those statistics were based on yesterday's experience. 
What of today—what of the future? In 1900, the ap- 
proximate college enrollment was 250,000; in 1920, the 
total enrollment had jumped to 525,000; today it is 
nearly two million. In other words, since 1920, college 
enrollments have increased almost 400%, whereas dur- 
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ing the same period, the population of the United States 
has increased about 40%. 
will face a world tomorrow vastly different from. the 
world in which most of their fathers began their careers 

Some time ago, the Cleveland Press printed an edi 
torial entitled “It Pays To Go To College.” A brief 
extract from this editorial is set forth below: 


Obviously, today’s children 


“There are cases where men with exceptional ability 
have won tremendous success without a college educa 
tion. Also, many college men have failed. But thi 
average is greatly in favor of the college man. He has 
the better chance to succeed. 

“One of the largest electrical manufacturing concerns 
in America reports that 9 per cent of its college 
trained employees made good while only 10 per cent 
of those from grammar or high schools succeeded.’ 


The need for a college education for the bright boy and 
girl is obvious. Unfortunately, however, the cost of a 
college education has greatly increased in recent years 
Mr. Clarence EF. Lovejoy, in the book mplete Guide 
to American Colleges and Universities,” 1948 edition, 
states :—“No college is completely free, not even muni 
cipal colleges and certainly not state universities. Even 
when tuition fees are non-existent in some publicly 
supported institutions, there are fees and charges of 
various kinds for the use of laboratories, libraries, gym 
nasiums and other college facilities.” 


Costs Increasing 


“Taking colleges from coast to coast, the student who 
pays tuition and other fees, lives in a dormitory and 
boards in a college dining hall probably will find the total 
expense including personal items, clothing, travel, ete., 
from $1,200 to $1,400 in the privately-controlled insti- 
tutions, more than $900 in the large-city, publicly 
controlled institution, and more than $750 in the small 
town public institution 

“John Dale Russell, Director of the Division of 
Higher Education of the United States Office of Edu 
cation, found in 1947 the average tuition fee for colleges 
of arts and sciences and privately-controlled institutions 
had increased 29.3°% in the previous seven years, 32.8% 
for engineering colleges, and 56.1 for schools of den- 
tistry. In publicly-controlled colleges and universities, 
the average tuition fee for residents of the state had 
increased 31.4% in schools of business administration, 
45.5° in graduate schools and 56.30% in law schools.” 
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OTEL(S)TRAND 


ATLANTIC CITY'S 
HOTEL of DISTINCTION 


| Devoted to the wishes of a discriminating clien- 
tele and catering to their every want and embrac- 
ing all the advantages of a delightful boardwalk 
hotel. 

Spacious Colorful Lounges—Sun Tan Decks atop 
| —Open and inclosed Solaria—Salt Water Baths in 
| rooms—Garage on premises. Courteous atmos- 
phere throughout. 


When in Atlantic City visit the 
FAMOUS FIESTA LOUNGE 
RENOWNED FOR FINE FOOD 

OPEN ALL YEAR 
Under Ownership Management 
Exclusive Penna. Ave. and Boardwalk 


EDUCATIONAL INSURANCE—Continued 


The tollowing table of approximate estimated figures 
may be helpful. 


ESTIMATED RANGE OF COLLEGE EXPENSES 
PER YEAR AND FOR FOUR YEARS 


Probably Very Fairly 

Inadequote Low low Moderate High High 
Tuition $ 300 $ 400 $ 450 $ 500 $ 500 $ 600 
Dormitory 150 200 250 300 400 500 
Board 250 300 350 400 500 600 
Other Expenses 50 100 200 300 350 800 
Per Year $ 750 $1,000 $1,250 $1,500 $1,750 $2,500 
For Four Years 3,000 4,000 5,000 6,000 7,000 10,000 


It is clear that the cost of a college education is sub- 
stantial and that this cost is greater today than ever 
before. Dean Everett W. Lord's well-known study 
showed that only 53.5°7 of the students who enter col- 
His 


who 


lege are able to stav for four vears and graduate 
study showed that “the proportion of students” 
had to withdraw from college because of financial diffi 


culties “varies trom to The average 1s 
29% of the freshmen and 257 of the upper class 
students. At women’s colleges, the average of twelve 


colleges giving tigures of this loss 1s 22% 


reports 00% 


ollege 


of freshmen and SO of sophomore with 


drawals caused by financial dithculties 

A survey of 25,000 tamuilies im 
54% of the parents expected to pay all college expenses 
of their children, and 46°; 


43 states shows that 
expected their children to 
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earn part or all of their expenses. Nev ertheless, if these 
25,000 families do not institute plans to accumulate : 

(1) part of the funds af the father lives, or 

(2) all of the funds if the tather ches, 


many of their children will not go to college and those 
who do go will have to “work their way through.” 


Life Insurance Best 


Many thousands of parents who did not plan for col 
lege expenses in advance have paid them out of current 
earnings while their children were in college. Such a 
plan is diffieult to carry out unless the parents are 
wealthy. The average parent will recognize that such a 
plan is fraught with the hazard that he may not live, that 
his earnings if he does live may be inadequate because of 
physical disability, depression conditions, unemployment 
or expensive illnesses within the family. 

A lite insurance plan for financing education, on the 
other hand, allocates a few dollars per month out of 
earned income over the entire period of time elapsing 
between the present time and the date the child goes 
to college. The life insurance plan guarantees that the 
fund will “be there” even if the father dies before the 
child is ready for college or even if he is totally disabled 
(assuming that the policy has a Waiver of Premium 
Disability clause} and that if the father lives, the desired 
educational fund will have been completely accumulated 
if an Endowment plan is used or partially completed if 
some other permanent form of insurance is chosen 

Any policy plan may be used to provide educational 
insurance, since educational insurance is a segment ot 
the larger field of: 


(1) Juvenile Insurance, or 
(2) Family Protection, 


depending upon whether the life of the child or of the 
parent is insured. 

In some cases, the placing of Birthday Endowments 
on the life of the child to mature at ages 18, 19, 20 and 
21 will be a desirable method of, accumulating educa 
tional funds, provided the Endowment insurance con 
tains a provision whereby premiums due subsequent to 
the disability or death of the parent applying for the 
insurance and paving for it would be waived. Such a 
“Payor Clause” is not available to the parent who can 
not qualify for Waiver of Premium Disability Provision 
on his own personal life insurance nor would the Death 
Benefit Provision be available if he were uninsurable 
Where the juvenile insurance policy does contain the 
Pavor Benetit on the life of the parent, it is attractive 
because it assures the availability of the educational funds 
whether the parent lives, dies or is disabled and pays a 
death benefit if the child dies before maturity of the 
contract. It will be realized that control of the juvenil 
policies should be in the purchaser until the insured ts 
age 21 and that it is extremely important for applications 
for juvenile insurance to designate the name of a co 
purchaser 
tomary 


If the father is the purchaser, it is cus 
and very desirable to have the mother desig 


nated as co-purchaser or vice versa 
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Can Help You Meet the Law’s WHY? Because he is trained in handling judicial bonds 


bonds required in court actions and matters of 


Requirements by Providing estates, 


HOW? By providing corporate bonds promptly that 


are acceptable to any court in any state. 


e Administrator’s Bonds 
ASK THIS MAN—your local U.S.F.& G. Agent—to 

) 
e Guardian's Bonds serve your needs whenever you are required by law 
to furnish bonds. Corporate bonds are as accessible 


e Bonds in Court Actions 
as your telephone. 


e All other Fiduciary Bonds FOR US.F.& 6G. SERVICE: Call Western Union by number 
and ask for Operator 25, who has name and address of 
vour nearest G. agent. 


United States Fidelity & Guaranty Company. Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 
Fidelity Insurance Company of Canada. Toronto 


YOUR INSURANCE AGENT OR BROKER 
48 YOt WOULD YOUR POCTOR OR LAWYER 


| 
| 
you 
you ABE MAN! 
fa 
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r Sept 
ptember, 1949 = 


HE guaranteed payment of 
all medical expenses sus 
tained as the result of acet- 

dental injury Kegardless of Fault 
is the outstanding feature of auto 
mobile medical payments insurance 
Whereas basic bodily injury and 
property damage coverages protect 
the insured ov/y for his responsibil- 
ities in the eves of the law (his legal 
liability ), this inexpensive extension 
of coverage wastes no time in deter 
mining whether he is legally account- 
able for such accidental injuries but 
immediately steps in to take care 
of his moral obligations to friends 
and guests riding with him. What 
is perhaps just as important a feature 
is that this insurance extends to 
cover also the insured’s own medical 
expenses and those of his immediate 
family 


Sales Appeal 


Here hes the buyer appeal. What 
a satisfaction it is to know that your 
own medical expenses—or your 
wife’s—or your children’s—will be 
taken care of '! What a consolation to 
know that the best medical and 
surgical attention can be procured! 
Such expenses could well go beyond 
the range of some of your insured’s 
budgets. Loss of income is bad 
enough, but when augmented with 
a load of additional bills the burden 
could well disrupt their financial 
standing the community for 
months to come. 

The agent, too, comes in for his 
share of embarrassment if before 
the loss he failed to emphasize this 
valuable additional protection for 
his insured’s pocketbook. The cover- 
age available certainly worth 
closer scrutiny 

Automobile medical payments 
coverage is not new. It was first 
otfered to the public ten vears ago 
and at that time it wus new and 
untried. Lacking previous experi 
ence it was kept within certain well 
determined bounds—limited to a 
specified car—limited to private 
passenger cars—and inclusion of the 
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C. P. CUBBERLY, 
Supervising Underwriter, 
Automobile Department, Hartford 
Accident and Indemnity Company 


named insured called for additional 
premium. Time and experience have 
served to broaden its scope. 

Today this insurance is tailored 
to follow the basic bodily injury 
protection afforded under the policy. 
Thus, it is not limited to the car 
specified in the policy but extends 
with the policy to the use of certain 
other automobiles not owned by the 
insured. It is no longer limited to 
private passenger cars but is now 
available for commercial cars, school 
busses and other classifications. 
Only one form is available today 
that including the named insured. 

We should always bear in mind 
that medical payments insurance is 
purely an additional protection 
hut—it is a valuable additional pro- 
tection. It isn’t always the other 
fellow who is injured. When your 
insured’s wife caused that had 
smash-up downtown last week you 
may have been thankful that you had 
sold him on the merits of higher 
bodily injury limits but did you as 
capably sell him on the merits of 
medical payments protection? Did 
you foresee those severe head and 
chest injuries his wife suffered? A 
few dollars more and those medical 
and surgical expenses, which ran 
well over a thousand dollars, and the 
nurse and hospital bills would have 
been paid. 


Protection of Guests 


\ccidents commonly involve in 
juries to guests riding with vour 
insureds. A great deal of embar 
rassment and ill-feeling is dispelled 
when medical payments insurance 
picks up the resulting bills. How 
many guests are desirous of bring- 
ing action for gross negligence 
against their friends (your in 
sureds) ? How many insureds read- 
ily admit such accidents to be their 
responsibility? How manv worth 
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while friendships hang in the bal- 
ance? With medical payments 
protection assurances can be im 
mediately given that necessary 
expenses will be taken care of— 
Regardless of Fault. 


Extends to Other Cars 


Medical payments coverage ex 
tends with the policy to cover the use 
of certain other automobiles not 
owned by the insured. Where your 
insured is an individual his standard 
automobile protection on his private 
passenger car automatically covers 
him for the use of other automobiles 
(with certain limitations) without 
any additional premium charge. 
Similarly, any medical payments 
protection purchased will extend 
with the basic bodily injury coverage 
to apply during the operation of these 
same automobiles within the same 
limitations. If the use of all other 
automobiles 1s covered under the 
basic policy your insured can extend 
his medical payments protection to 


“the same extent for a nominal addi- 


tional premium. 

At this point it can be readily 
seen that anyone riding in_ the 
specifically insured automobile 
covered by medical payments re- 
gardless of who drives, and any- 
one riding with the insured when 
he or his spouse is driving a non- 
owned automobile is likewise pro- 
tected providing the basic bodily 
injury coverage in the policy extends 
to cover such operators and such 
automobiles. It is important to note 
that coverage is also present in so 
far as non-owned automobiles are 
concerned even though the insured 
or his spouse may not be driving 
where the injuries arise out of their 
occupancy of such vehicle. For in 
stance, if they should slam a door 
on another occupant’s hand_ their 
automobile medical payments in- 
surance is there to cover subsequent 
expenses. 

\utomobile dealers repair 
shops covered on a payroll basis can 
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Regardless of Fault—from page 18 


also secure medical payments insur- 
ance. The good-will value of such 
protection, as in the case of other 
business firms, cannot be over- 
emphasized. Prospective customers 
riding in or operating demonstrator 
cars or riding in their own cars while 
being driven by garage employees 
(road-testing, ete.) would have their 
medical expenses taken care of in 
the event of an accident. Quite often 
garage employees will drive a cus- 
tomer to his place of business and 
bring the customer's car back to the 
shop for a check-up or minor repairs. 


Protection for customers is just as 


important to a garage’s reputation 
as fair dealing and good workman- 
ship. 

Automobile medical payments 


insurance has definitely grown in 
sales appeal. However, many in- 
sureds have not extended their 
policies to include this protection. 
Here you will find a genuine means 
of entry to increase your automobile 
volume. Cultivate this opportunity 
to open the way into new business! 
You have in medical payments in- 
surance an effective appeal to motor- 
ists’ self-interest. Use it—it’s a 
good bet! Stress the fact that this 
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Hunouncing 
Multiple Line Facilities 


Atlantic Mutual Insurance Company and its 
wholly owned affiliate, Centennial Insurance 
Company, announce their entry into the casu- 
alty insurance field. This has been made possible 
by New York’s multiple power legislation which 
became effective on July 1, 1919. 


” The Companies are now writing 
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insurance is not to protect your in- 
sured’s legal liability but is intended 
to satisfy his moral obligations. 
Stress this protection as applying 
immediately—regardless of negli- 
gence—regardless of fault! 
—Reprinted from The Hartford Agent 


ESCOTT RATING PLAN 


HE Escott plan for rating 

multiple location fire risks, 
which is based on debits and credits 
similar to but less flexible than the 
McCarl plan, has been the subject 
of several recent polls of opinion. In 
1 poll of the more than 250 mem- 
bers or subscribers of the New York 
Fire Insurance Rating Organization, 
the plan was favored in the ratio of 
about three to ‘one. It is expected 
that the plan will be filed with the 
New York Department for those 
companies which favor it. 

In an earlier poll of the member- 
ship of the Multiple Location Service 
Office, 67 companies approved the 
plan, 48 opposed it and 22 abstained 
from voting. The plan won majority 
approval of the Kates and Rating 
Committee of the National Associ- 
ation of Insurance Commissioners at 
that organization’s meeting last June 
and the majority report was adopted 
by the Association itself on a vote 
of 26 to 6. 

The Fire Insurance Rating Or- 
ganization of New Jersey presented 
the plan to the New Jersey Depart- 
ment of Banking and Insurance for 
filing and approval last month. How- 
ever, acting Commissioner Chris- 
topher A. Gough refused to accept 
it because it was not accompanied 
by a statement of the reason or rea- 
sons for the alteration, supplement 
or amendment to existing filings as 
is specifically required by New 
Jersey statute. Commissioner Gough 
further advised that, if and when it 
was again presented, the statement 
of reasons must include proof, with 
supporting statistical data, to show 
that the rates as altered thereby 
would be reasonable, adequate and 
not unfairly discriminatory, as is also 
provided for by statute. 

A number of other states, 
seeking a solution to the multiple 
location rating problem, are under- 
stood to be considering the [scott 


plan. 


also 
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HIS story on agency routine 

is not drawn solely from my 

own agency. My viewpoints 
and conclusions will be recognized 
and appreciated by many brpkers 
and agents who read them as very 
close to their own problems. Let's 
take a look inside the office of a 
couple of friends of mine. 

Charlie, an agent, had a small line 
of truck cargo business on his books 
—a few truckers’ policies and a few 
more shippers’ policies. They did 
not represent a great bulk of his 
business—but he didn't scorn the 
commissions they represented. It 
was good folding money and the 
effort involved hadn't been too great. 
In fact. one of those truckers’ policies 
was a bit too easy for him as experi- 
ence proved. It had come to him on 
a platter. Of course, he had to 
deliver a policy, but that was about 
the extent of his leg-work. For a 
little time, that is. 


Hijackers Hit 


Then his troubles began. One, 
two, three—just like that—the hi- 
jackers hit Trucker Joe’s loads. 
One was right in town. One was at 
a terminal in New York. And the 
third was in a small town in Western 
Pennsylvania, en route East. 

The first loss involved a real mess- 
subrogation tangle, screams from 
both trucker and shipper (who 
happened to also be a client of 
Charlie's) as to the inadequate limits 
available, growls and = man-hours 
Ss] vent by evervone concerned in un- 
tangling an unsatisfactory situation. 
Loss No. 2 had Charlie and_ his 
trucker friend both on the ropes, 
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with a repetition of the same tangle. 
And loss No. 3 counted out the 
trucker as a client, as well as the 
same shipper hit twice in a row. 


Policies Lost 


What happened? Well, Charlie 
lost not only the trucker’s cargo 
policy, but all the rest of the 
trucker’s insurance ; he lost the great 
bulk of his premiums which had 
come from the shipper who had been 
hit twice in a row; and he heard 
repercussions for a long time from 
the ill-will generated by that triple- 
threat loss debacle. 

You would have thought that 
Charlie was in partnership with the 
hijackers. They blamed him for 
everything—for the inadequate policy 
limits, for the failure to have alarms 
on the trucks, for the very theft 
losses themselves. 

Don't think that Charlie's case is 
an isolated one. The history of Jim, 
a broker, is another one in point. 
Jim had a fair volume of truck 
cargo coverage on his books—again, 
both truckers and shippers. It gave 
him a respectable percentage of his 
year’s premiums in his agency. And 
like so many others, Jim looked on 
this as gravy. Part of it he had had 
to pressure on his companies, as 
accommodation lines. But a large 
part of it was casual business, that 
came as a natural by-product of being 
in business offices where truck ship- 
ments had become an important 
factor in recent years. 


Well, Jim got hit in much the 
same way as Charlie—only in Jim's 
case, it was a hole-in-one, a single 
shot bull’s-eye. Just one loss—and 
a honey of a one, involving more 
than $50,000 of hot-line target goods, 
and Jim was staying after hours 
looking at the red ink sprawling 
through his agency books. He lost 
the trucker risk and all that went 
with it. That was just a natural 
consequence, as his company de- 
manded that the trucker put on a 
burglar alarm, if he was to have his 
insurance maintained. The trucker 
refused and went elsewhere. The 
trucker eventually had to get that 
alarm, as he couldn't find anyone 
who would take him on, with his 
$50.000 liquor loads, without pro- 
tection. But he was so thoroughly 
sore at Jim for not having prevented 
this situation in some way that he 
moved to another agency anyway. 

Then, as in Charlie’s case, Jim 
shipper-client troubles along 
with the loss. The shipper gave vent 
to all his large store of anger by 
blaming Jim for everything until 
Jim was actually glad to have him 
go off to another agency and close 
the books on the case, even though 
it involved a loss of a sizeable block 
of renewals. 


Losses Are Preventable 


One thing Jim did learn clearly 
from this experience—that truck 
cargo losses are today a factor in the 
bed-rock foundation of any agency 
operation where business risks are 
involved. He learned that 
cause expense and turmoil, ill-will 


losses 
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Hijackers—Continued 


and resentment. They are expensive 
to everyone concerned—including 
Mr. Agent. And, what is more, there 
is a growing feeling among clients 
that truck cargo premiums could 
come down and limits could be 
higher without appreciable rate in- 
creases provided losses are curbed. 
Many losses could be prevented by 
such simple things as trucker check 
ups, burglar alarms and generally 
sound underwriting. 

I, for one, have seen enough and 
heard enough—and, yes, experienced 
enough—to have become an ardent 
devotee of “risk improvement” for 
all the truck cargo lines in my office 
I urge my trucker clients to put 
burglar alarms on—and my shipper 
clients to use truck lines that have 
them. I am trving to make sure my 
trucker and shipper clients are mak 
ing every possible etfort to clean up 
the loss situation. Loss prevention 
is the cure, not loss settlement. I’m 
mighty happy to be able to run out 
promptly to any client of mine who 
has experienced a loss and put a 
claim check in his hands--but I’m 
a lot happier when I can call on my 
clients periodically to congratulate 
them on another year without a loss 


The Customer Pays 


We aren't hiding the facts from 
them. They know, without our tell- 
ing them, that they have to dig into 
their own jeans for some of the loss 
entailed when a truck cargo theft 


strikes at their property. They also 
know that it is because of these 
mounting losses that all the other 
Joe’s are having that their premium 
rates stay up in the clouds. Some 
day, they are going to get mad at us 
for that—just as mad as they get 
now, when they have a loss which 
we might have helped them prevent. 

There is one thing that I think we 
agents and brokers ought to recog 
nize—that our clients need a littl 
help and pushing to do the things 
which are quite apparent to them as 
a need. After all, we see that right mn 
our own direct business dealings 
with them. They know that they 
should have a certain fire, miscel 
laneous or casualty policy and yet 
they make us go through a song and 
dance before they give us the satis 
faction of writing it. And how much 
more natural in the case of angles 
involved in truck cargo safety. Sure, 
the trucker knows he ought to have 
an alarm. Today, that’s a registered 
fact in the mind of the most remote, 
backwoods truck operator Lut it 
does cost him a few cents a day. .\nd 
after all, to save a few cents a day, 
a pants maker will skip the watch 
pocket unless pinned down for it 

No, unless someone says to the 
trucker, “You must put that alarm 
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on-— you can't have protection with 
out it—or at least protection in the 
amount needed,” and unless that 
trucker’s shippers begin say, 
“I’m going to put my goods on 
trucks that have alarms,’——unless 
that day comes, the trucker is going 
to be pretty slow to move. Risk 
improvement is not going to be a 
voluntary act on any sweeping basis 
unless all parties to the transaction 
get into the act. Here is a case where 
it’s the thing to do—to want to get 
into the act. And here is something 
on which the agent can do a job, be 
of real service. 


Self-Interest 


The agent who tries to get his 
shipper and trucker clients to do 
everything possible to prevent losses 
is going to make friends. He isn't 
going to be blamed for losses, then 
Certainly not, if the loss comes from 
a cause which the agent has been 
citing as a potential for some time. 
So, even if Mr. Agent is not suc 
cessful in getting full risk improve 
ment right away, he will at least 
be setting up good outer defenses 
for his own interests and, in time, 
the efforts will pay off in real risk 
improvement. History has told us 
that. 

I don't get into other agencies to 
see the books. but I am told by those 
who do that there are wide extremes 
to be found. Some agencies have 
done nothing on risk improvement 
and they have high loss ratios, their 
clients have difficulty. getting high 
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policy limits or even certain protec- 
tion in any amount. Some other 
agencies have been operating on a 
good risk improvement basis. co 
operating with their underwriters 
wherever possible they 
low premium rates 
where risk-rating applies, unlimited 
coverage for their clients, little ditt 
culty in securing coverage on even 
the most hazardous lines 


and have 


loss rati low 


Of course, what I've been saving 


applies to every coverage cle iring 
It isn't truck 
cargo lines that are mvolved. But 


I have taken truck cargo lines as a 


through an ageney 


striking case in point. Represent 
ing what many are inclined to regard 
as a small and often not too impor 
tant side-line, truck cargo lines are 
wetually just as vital a part of the 
structure is any 
\nd 
worthy of special consideration today 
as truck cargo thefts are so vital a 
factor in the wake of our rising crime 
tide. Their effect permeates the en 
tire insurance picture. There is 
scarcely a business risk today which 


over-all 
thing on the 


agency 


books are 
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hasn't some of its goods moving at 
time via trucks truck 
protection a and 


some with 


cargo necessity 
truck cargo losses a constant poten 
tial. 


TERM INSTALLMENT 
PAYMENTS 


HE original plan for paying 

term fire insurance premiums on 
the installment plan developed bv a 
special committee and approved by 
committee of the 
Underwriters .\sso 
ciation is not being filed in the vari 


the executive 
South-Eastern 


ous states pending further study 
\s a result of imtormal discussions 
with groups of agents and imsuranee 
department officials the committe 
has agreed on the principle that the 
prenuum payment at meeption must 
equal a full annual premium, with 
the remaining premium divided inte 
equal amounts and pavable on each 
anniversary date of the policy. 

The plan itself is resented not only 
SFUA 


hy agents in territory but 


Company 
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by agents in other territories. The 
New York State 
tion has released an executive com 


agent associa 


mittee statement in opposition to the 
(1) The pro 
posed plan is not in fact a term plan 
for policies issued but is in effect an 


plan arguing that: 


annual payment plan with the pres 
ent term improperly al 
discrimination 


discount 
lowed; (2) It is a 
wainst assureds with risks not eli 
gible for the term and 1s 
an unfairly discriminatory competi 
tive device It will have the 
ettect ot a general rate 
with the added effect of 


reduction im agents’ 


discount 


and { 3) 
reductior 
a general 
commissions ; 
will imerease work and expense 
of companies, agents and other pre 
ducers and prove burdensome, im 
costhy to all 
nett 


\ssociation ot 


practical and undiuly 


sevinents ot the 


industry. 
National 
\gents had also expressed 
its Opposition 


cially” the 
Insurance 
Its official position 
will be formulated at the meeting of 
its directors in Chicago this mont! 
where the 

proority 


subject has been given 
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Fk | were an independent agent 

today, | would do a_ certain 

amount of soliciting of those 
lines of insurance that require real 
sales effort to sell, even if 1 had no 
pressing need for the commissions 
I could earn from them. I would do 
it for two reasons. First, because I 
know that a time is certain to come, 
it indeed it has not already arrived, 
when it will again require keen sell- 
ing ability to survive and prosper in 
this business. I would consider it 
good business to keep my sales 
talents sharp and polished through 
frequent use, so they will still be 
effective weapons, and so I will still 
be able to use them when the time 
comes that they must be used in all 
lines, if my business is to continue to 
survive. 


Reciprocity 


My second reason for selling the 


lines that the companies seek and 
which are profitable to them at this 
time, is because I know something 
about human nature. I know that 
if I give my companies lines of in- 
surance that they want at this time, 
they will take a more charitable view 
toward the lines I submit that they 
do not want. It is not the agents 
who produce well balanced accounts 
who have trouble in placing their 
business. It is those who write 
over-balanced amounts of one or two 
lines. 

But, the most important reason 
for devoting a certain amount of 
sales effort to those lines which still 
need to be sold, is to avoid putting 
selling talents up on the shelf, and 
letting them lie there until the time 
when suddenly they are needed and 
they have become dulled by neglect 


Building Permanency 


Another subject that I would like 
to discuss is that of converting an 
agency into an institution. In select- 
ing companies to represent, the fac- 
tor of permanence has always been 
an important consideration. An 
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agent wants to be very sure that the 
company that is here to collect the 
premium will also be here to pay 
the claim when a loss occurs. He 
would not knowingly represent a 
company that did not show every 
discernible evidence of being perma- 
nent. 

Buyers of insurance are beginning 
to take the same attitude toward 
their insurance agencies. They want 
the friendly business relationships 


that arise out of dealing with an 
individual ; but they also seek the as- 
surance of permanence that is gained 
by dealing with a business institution, 
This is particularly true if an agency 
handles life insurance as well as the 
casualty and fire lines. Life insur- 
ance contracts extend far into the 
future. The buyer of life insurance 
knows that he will not be here to 
watch over the way the proceeds of 
his insurance is administered. He 
would like to be assured that some- 
one in whom he has confidence, 
someone close at hand, someone to 
whom his widow can go for advice 
and counsel, will be there to guard 
his interests. 
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But he knows that no single in- 
dividual is immortal. He knows that 
one-man agencies often vanish like 
the snows of yesteryear following 
the death of the one man now in 
control. For that reason, he has 
more faith in and a greater prefer- 
ence to do business with the agency 
that seems likely to survive the death 
of its principal than he has in the one 
with no successor in sight. 


One Man Agency 


What I am trying to say is—if 
an agent is the owner of ‘a one-man 
agency, it is good business for him 
to pick some young man and train 
him to carry on the agency after his 
retirement or death. If he has a son 
who shows every indication of mak- 
ing a good insurance man, he would 
be the logical one. If he has no son, 
what about a son-in-law? And if 
he has neither son nor son-in-law, 
there’s nothing about the insurance 
business so strenuous or complicated 
that his daughter could not handle 
it. If neither son, son-in-law nor 
daughter is available, he should pick 
some promising young man—he 
might be the son of one of his good 
clients, and bring him into the 
agency. Much of the work of train- 
ing him can he lifted from the 
agent’s shoulders. Nine chances 
out of ten, at least one of the com- 
panies he represents offers a train- 
ing course for new agents. 

If an agent brings a young man 
into his agency, he should have a 
very clear understanding with him. 
The young man should agree to work 
several years as a st licitor to prove 
his worth. But if he does make good, 
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The Agency 


he should be given the privilege of 
buying his way into the firm or be- 
coming a partner. And it is well to 
have an agreement under which he 
can purchase the agency in event of 
the owner's death. 

Bringing a young man into an 
agency does far more than give its 
clients a greater assurance of perma 
nence in their agency relationships 
It assures the owner's widow a 
better price for the agency than if 


were hquidated at toreed sale 
Also, it is very Ihely that the owner 
of a one-man agency has not had the 
time and energy to gain a good work- 
ing knowledge of all lines of insur 
ance. He may have specialized in 


the casualtv or fire limes and not 
developed the opportunitic s for busi 
ness in personal life and accident m 
surance, group or employee lite that 
clientele lf Ine 


brings a new man into his agency, 


eXtIsts among lis 


the man can learn those lines with 
which the agent is not familiar. He 


can become a business life or ac 
cident and a tax insurance expert, 
thus enabling the agency to render a 
fully rounded service to its clientele 
If he has the right stuff in him, he 
can soon develop enough additional 
business to pay his salary or cover 
his share of the ageney's protits 

In spite of the fact that Tam 
primarily man, | would 
like to say a few words about some 
thing that is out of my bailiwiek, but 
ot very real interest to every inde- 
pendent imsurance agent. That is, 
the use of business life insurance 


a casualty 


Business Life Insurance 


Few business organizations have 
as great a need for business life in 
surance as does an insurance agence, 
For example: an insurance agency 
rarely brings more than one and a 
half times its renewal commissions 
when it is liquidated at a forced 
sale, following the death of its owner 
Suppose that these renewal commis 
sions amount to a vear: one 
half times that would be 

Now $15,000 invested at 

vield S450 a year. It is 
tough on a widow if 
must suddenly adapt herself to liv 
$450 a 


and a 

S15,000 
will 
pretty she 
vear after she has 
been used to living on $10,000 a 


ng on 


vear during her husband's lifetime 

Business life insurance can be ar 
ranged to make up a part of the 
ditference between the income that 
produced during the 

lifetime—and what the 
received from its sale would 
vield if invested at current interest 
It can be arranged to take 
care of outstanding obligations and 


the agence 
owner's 


MONEY 
rates 


estate and inheritance taxes, so that 
the widow could continue it as a 
going concern, or could hold it until 
she could sell it to the best advantage. 
Business lite insurance comes pretty 


close to beim, “must” for the one 


| 


Partnership Agencies 


It is equally portant im a part 
nership. Coupled with a buy and 
sell agreement, it enables the sur 
viving member of the partnership 
to buy out his deceased partner's in- 
terest, without having to liquidate 
the business and without burdening 
himself with debt. It assures the de- 
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The agent identified by these numbers is equipped 
to go places in the bonding busine=-. The figures 
symboliz« the advantages he possesses as an 


representative. Here’s what they -tand for: 


49 the number of F&D field offices spotted throughout the country, 


each staffed with practical men whose sole a--ignment is to help agents 


and brokers build business. 


59 the number of years during which FX D has specialized in fidelity 
and surety bonds: over half a century of constant growth to ihe point 
where, today, F&D handles a larger gross volurce of fidelity 


and surety business than any other company in the entire industry. 


0 the number of obligations which FD has failed to settle 


promptly and fully, good times or bad... 


FIDELITY AND SURETY BONDS 
BURGLARY, AND OTHER NEEDED 
FORMS OF INSURANCE 


Fipecity anno Dervosit company 
Baltimore Maryland 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
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“HE most frequent question 

regarding boiler and ma- 
chinery insurance we have 
agents and assureds is “just 
what does the policy cover.” This 
also is the best question because 
when properly answered and un- 
derstood it just about covers the 
field. 

In the first place it is primarily a 
property damage policy. It differs 
from a fire policy in that it does not 
specify the property covered. It 
covers all loss or damage on thie 
property of the assured. This of 
course includes the boilers or other 
insured objects. Next it covers the 
assured’s liability for damage to 
property of others. This is basic 
coverage in all policies. Unless the 
policy is endorsed otherwise it 
covers up to $1000 for expediting re- 
pairs or for making temporary re- 
pairs. This means that the assured 
could spend this amount of money 
for temporary repairs, overtime 
charges ; or express charges, instead 
of regular freight. It does not cover 
the cost of installing a substitute 
object for the one that figured in the 
accident. If an assured needs cover- 
age beyond that covered by the di- 
rect damage and expediting cover- 
age, we would suggest U. and O. 


from 


Personal Injury Liability 


Personal injury liability is an op- 
tional cover, but is usually included 
because the charge for it is only a 
few dollars for the three year policy. 
This cover excludes any payments 
arising under the compensation law. 
Insofar as the personal injury to the 
public is concerned, the policy is ex- 
cess over any general public liability 
policy. 


No Great Mystery 


BOILER AND 


L. M. LeMEILLEUR 
Houston Manager 
The Hartford Steam Boiler 


In order for there to be an acci- 
dent covered by the policy the object 
must suffer an accident as defined on 
the reverse side of the schedule list- 
ing the object. 

The question is often posed as to 
where the fire and extended policy 
may overlap the boiler and ma- 
chinery policy. Especially in connec- 
tion with air tanks, hot water tanks 
and heaters and furnace explosion 
coverage. Since this is one of the 
questions that seems to be bothering 
most of the agents more than all 
others, suppose we look into this a 
little further. 


Sources of Dissatisfaction 


Too often we hear from assureds 
and the public generally that they 
never know what their insurance 
covers until they have a loss and 
then they learn that they did not 
have the needed coverage. Of course 
we in the insurance business know 
this results from two or three causes. 
Sometimes the assured wants only 
the kind of coverage he thinks a 
certain amount of money will buy. 
The agent and the company do their 
best to draw up such a policy. I am 
sure it is agreed this is often not best 
for the assured, the agent or the 
company. 

Again the agent may say he knows 
his client and he wants certain speci- 
fied coverage. We prepare a policy as 
requested and, since our policies are 
in most cases issued on a 3 year 
basis on account of the big saving 
in premium, it is easy to see that 
there may be a complete change in 


management between the time the 
policy is written and the time the 
accident occurs. Then when the agent 
or the company adjuster tells the as- 
sured that the occurrence is not cov- 
ered by the policy, we have a dis- 
gruntled assured. 

Or even if there is no change in 
management it is easy for an assured 
to say he did not understand the 
policy excluded such an occurrence. 
The trouble in many of these cases 
is that our policies are tailor-made 
and are contracts that agree to do 
certain things which were under- 
stood when the policy was issued 
but the assured’s ideas may have 
changed. The tuxedo I purchased 
years ago will hardly fit me now, but 
I don’t blame the tailor who sold it 
to me. I just blame it on change in 
weight. The assured’s insurance 
needs often change to such an extent 
that the insurance contracts 
overhauling. 


need 


Overlapping Coverages 


It is just about impossible to have 
complete coverage without having 
some overlapping. The most suc- 
cessful agents feel they can justify 
some overlapping rather than some 
gaps. I go along with this thinking, 
especially on boiler coverage be- 
cause of the inspection service. It is 
much more important to most as- 
sureds to prevent the accident than 
to collect for the damages done. It is 
seldom the assured is paid for the 
loss that is caused by having cus- 
tomers disgruntled because of his 
not being able to fill orders. There 
are many cases on record where the 
explosion of an air tank or heater or 
of a furnace has resulted in the death 
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Tenants are Prospects 


and machinery insur- 
: » ance is generally thought to be 

avery complex subject requir- 
ing engineering training. For that 
reason, it is a line which is not ac- 
tively solicited by most insurance 
agents and brokers. For the large 
involved risks, a thorough engineer- 
ing and underwriting knowledge is 
needed, but for every risk of this 
character, there are scores of smaller 
risks where the application of com- 
mion sense and a general insurance 
knowledge will produce an excellent 
result. There is no black magic to 
boiler insurance and the producer 
who is alert to the potentialities of 
this line enjoys a real advantage 
over those who neglect it. 

He will find a greater interest on 
the part of the prospective assured 
as the subject of boiler insurance is 
not one which has been exhausted by 
the previous solicitation of numerous 
brokers. 


A Foot in the Door 


Because of the general neglect of 
this line he is quite apt to find the 
prospect's boiler exposure has not 
received the attention it deserves. 
This may be the vulnerable spot 
which will furnish an excellent entree 
into the account. 

To those of my readers who 
haven't already done so, I suggest 
that you add boiler and machinery 
insurance to the lines about which 
you have a working knowledge. 
Your present familiarity with other 
types of property and liability in- 
surance will make the task easier 
and will make boiler insurance 
knowledge more valuable to you. 
The end result will be better protec- 
tion for your clients and additional 
income for you. 
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J. H. LEWIS 
Chicago Office 
Marsh & McLennan, Inc. 


There are a number of insurance 
companies who are actively soliciting 
boiler insurance their help 
should be sought. Study the contract 

you will find it a well-written 
document whose provisions are 
clearly set forth. Read the insurance 
company pamphlets describing and 
illustrating what boiler and pressure 
vessel accidents can do. Solicit as you 
study—start with your present ac- 
counts and take a special agent with 
you to survey the risks and to re- 
view their coverage. 


Review Your Amounts 


Go through the plants with the 
special agent—don't send him out 
alone. In that way you will acquire 
experience while actually producing. 
After making a start you will be sur- 
prised at the number of boiler in- 
surance prospects among your clients 
—some with no coverage and others 
whose coverage is only partial. 
Speaking of partial coverage, have 
you reviewed the amounts of insur- 
ance under your boiler policies 
lately? If reproduction costs have 
doubled since the present accident 
limits were set, your client is prob- 
ably seriously underinsured. 

Hundreds of home owners whose 
insurance you now have are pros- 
pects for boiler insurance. If they 
have steam heat an explosion of 
their boiler is not covered under the 
extended coverage endorsement at- 
tached to their fire policy. Even if 
they heat with hot water, their heat- 
ing and hot water supply equipment 
should be regularly inspected by an 


insurance company in order to main- 
tain it in safe operating condition. A 
residence boiler mail campaign di- 
rected at your present clients should 
produce good results. Before you 
start this campaign, | suggest that 
you first see that your own home is 
insured. 

I had an interesting experience 
several years ago when one of our 
department managers called me to 
ask about boiler insurance on his 
residence. He was told that it cov- 
ered the explosion or cracking of his 
heating or hot water supply equip- 
ment and provided for inspections at 
regular intervals by the same engi- 
neers who are inspecting industry's 
power boilers. Finding the cost was 
nominal, he instructed me to write 
a policy. At that time we found no 
one in our office carrying residence 
boiler insurance to protect his home 
and it occurred to me that the people 
in our agency would be better boiler 
insurance solicitors if they were suf- 
ficiently sold to purchase this cov- 
erage for their homes. By 
merely calling this coverage to the 
attention of a few of our people, 
several policies were written. I’m 
a little fearful that in telling this 
story, I may have created the im- 
pression that conditions are so bad in 
our agency that we are working on 
each other. That isn't true now but 
when that day comes and we are 
digging up that last prospect, | plan 
to cover the balance of our office. 
Seriously—the story is told to illus- 
trate that the residence boiler insur- 
ance provides indemnity and service 
which will sell itself if the home 
owner is acquainted with it. 


own 


Of your clients, you are apt to 
find the tenant client in need of ad- 
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IS FINANCIAL 


Security ina practical sense is Finan- protection against possible future 


cial, You are presumably secure as misfortunes, which, because they 


long as the dollar value of your total are unpredictable, are usually beyond 


resources will provide you and your human power to prevent. [tis the 


dependents with the necessities of — surest way of guaranteeing that if 


life. The importance then, of pre- disaster strikes, you will reim- 


serving one’s assets, is beyond ques- — bursed within the terms of the poli- —_ 


0) tion, Few can afford any avoidable ey, for any resulting financial loss 
loss or reduction of them. (@9) 
Insurance — Bulwark of Protection 


lusuranee is regarded today as the is a preserrer of the insured s financial 


soundest and most economical strength. That is Security 


COMMERCIAL UNION -OCEAN GROUP 


o OPERATING IN THE UNITED STATES 

Commercial Union Assurance Company Ltd. . . . . . Since 1871 

The Ocean Accident & Guarantee Corp.,Ltd.. . . . 1895 
American Central Insurance Company ....... =" 1853 a) 

O} Columbia Casualty Company... " 1920 | _ 

WW 


The California Insurance Company ........ 1864 
Union Assurance Society Limited ......... 1881 
The Palatine Insurance Company Limited ...... ™ 1901 = 
The British General Insurance CompanyLtd.. .... 1920 
The Commercial Union Fire Insurance Co. .. 1890 
e Head Office, One Park Avenue, New York, N. Y. o 
New York Chicago Atlanta San Francisco 


IS EVIDENTIAL @ 


ANCHOR CASUALTY COMPANY 


SAINT PAUL 4. MINNESOTA 


Tenants——Continued 


ditional protection, as the tenant's 
exposure to loss from a boiler acci- 
dent is often overlooked. There is a 
tendency to rely upon the building 
owner's policy in which the tenant 
Is not a named assured. Obviously, 
such a policy does not insure the 
tenant and would cover loss on the 
tenant's property only in the event 
that the building owner is liable 
The tenant may tind that net only 
does he have an uninsured loss on 
his own property but that he is liable 
tor the loss on the building owner's 
policy. In some instances, the lease 
agreement makes the tenant liable to 
the owner for loss resulting from an 
accident to the boiler or other object 
Phere is the further possibility 
that the tenant’s negligent act may 
have been the cause of the accident 
Under these circumstances, the 
Inulding owner's insurer may be ex 
pected to take subrogation against 
the tenant for loss under the build 
ing owner's policy. 


Consider These Points 


In reviewing the insurance of yout 
tenant chents, consideration should 
be given to several factors: 

1. Does the tenant own or operate 
boilers or machinery which may 
cause loss on his or the owner's 
property 

2. Does the building owner op 
erate equipment which may cause 
loss on the tenant's property 

3. What re sponsibility does the 
lease agreement place on the tenant 
for accidents to boilers and machin- 
ery? 

4. Does the tenant have explosion 
coverage under his fire policy? 


Joint Policies 


Coverage for the tenant may be 
provided by one of several methods 
lf all ob je cts are the property of and 
insured by the building owner, the 
tenant may be named as an addi 
tional assured under the building 
owner's policy. There is no premium 
charge made for naming an addi 
tional assured under a boiler policy, 
hut low cost is the only advantage ot 
this method. There are a number of 
disadvantages which result from 
joint ownership of a policy covering 
separate and contlicting interests : 
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1. In the event of a loss involving 
property of both interests, the insur- 
ance company will require that both 
accept the adjustment before pay- 
ing either. Should the owner and the 
imsurance company be unable to 
reach an agreement the tenant’s loss 
payment will be delayed. 

2. Should the loss exceed the acci- 
dent limit, there would arise a prob- 
lem of distribution of the loss pay- 
ment between the owner and tenant. 

3. There is a similar problem of 
division of premiums and return 
premiums under the joint policy. 

4. The owner may not be willing 
to have the tenant named as an addi- 
tional assured under his policy. 


For these reasons, separate insur- 
ance is to be preferred. 


Non-ownership Policy 


If the boilers or other objects are 
not owned by, leased by, or actually 
operated under the control of the ten- 
ant, a non-ownership policy may be 
written to cover loss on the tenant’s 
property and the tenant's liability 
for loss on property of others in his 
care, custody, or control. Such a 
policy contemplates no inspections 
and the cost is quite small. 

In other instances, the tenant may 
own, lease, or operate some of the 
objects presenting a hazard. If all 
objects are insured in the building 
owner's policy, an additional interest 
policy may be written for the tenant 
covering the same objects. This is an 
entirely separate policy written at a 
reduced premium, because the in- 
spection cost has already been pro- 
vided for in the owner's policy. 

In other instances, the tenant may 
operate objects not insured by the 
building owner. Such objects may 
only be insured in a normal boiler 
policy at full premium. 


Use and Occupancy 


Whether the assured be a tenant 
or an owner, a severe property loss 
will usually be followed by preven- 
tion of business on the premises for 
an extended period of time. In most 
instances, this use and occupancy 
loss exceeds the direct property loss, 
and careful consideration should be 
given to this exposure when arrang- 
ing insurance. You will find that in 
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.. al the time of loss 


PACIFIC 


Victor Montgomery, President 


EMPLOYERS 
INSURANCE COMPANY 


HOME OFFICE: 
LOS ANGELES 


Branch Office Service from Coast to Coast 


arranging proper use and occupancy 
insurance, you will greatly increase 
your boiler insurance premiums. 


In certain plants, sueh as cold 
storage warehouses, candy manu- 
facturing plants, meat packing plants, 
etc., vou will tind goods subject to 
spoilage should an accident to re- 
Irigerating equipment make it impos- 
sible to maintain prescribed tempera- 
tures. A fire insurance policy may be 
extended to include consequential 
damage as an additional peril under 


the fire policy. Under a boiler policy, 
however, a separate amount of insur- 
ance and an additional premium is 
required for consequential damage 
coverage. 

In closing, I want to recommend 
boiler insurance for you will find it 
interesting and find that it leads to a 
more intimate knowledge of your 
clients’ business and hence, a better 
knowledge of all his insurance needs, 
and that it can materially increase 
your income as a producer. 
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‘it gives the yacht owner protection and peace of mind, and it 
gives you extra profits. It’s a big, rich morket—3 out of 5 pleasure 
_ boat owners need Yacht Insurance right now. ; 


Get your share of this business—write TODAY, 


ADVERTISING 
THEY REMEMBER! 


in September issues of: 
@ SEA PACIFIC YACHTING 
MAGALINE 
PACIFIC MOTOR BOAT 
@ MOTOR BOATING 
@ RUDDER 
. ” 
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*O DISCUSSION of present 
day marine insurance, whether 
4 covering seaborne or land or 
air transportation would be complete 
without touching on the ever present 
risks of theft, pilferage or non-de- 
livery. In the old days the under- 
writers were plagued with pirates, 
rovers and assailing thieves. These 
have, except in a few isolated spots, 
principally in Far Eastern waters, 
disappeared. In fact the risk of 
piracy, heretofore covered by the 
marine policy, has now been deleted 
and the coverage made a part of the 
War Clauses, where it properly be- 
longs. 

The risk of ordinary theft and 
pilferage, however, has greatly in- 
creased in modern times until we 
now face a situation, worldwide, that 
is nothing short of appalling. It is 
due to many causes, among them be- 
ing the worldwide breakdown of 
moral values which always follows a 
great war, black markets, racketeer- 
ing, and just plain stark poverty of 
a large part of the world’s popula- 
tion. 

This condition of affairs is of the 
greatest importance to all engaged in 
overseas commerce—shippers, con- 
signees and carriers, and not only 
to the underwriters who bear such 
a large portion of these theft losses. 


The Policyholders Pay 


It is one very important factor in 
keeping the cost of insurance up. 
Obviously the money to pay for these 
losses, as well as all other losses, 
must eventually come from the poli- 
cyholders through the premiums 
they pay. 

Furthermore, totally aside from 
any monetary reimbursement, every 
merchant wants satisfied customers 
and repeat orders. As one Liverpool 
cotton merchant once remarked, 
“We cannot spin claims.” Many 
shippers have had goods stolen but 
I wonder if some of them realize to 
what an extent this thievery goes. 
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Here are a few examples of actual 
cases. 

2300 cases of Scotch whiskey 
landed on a New York pier, just 
vanished several years ago. 

A shipment of 400 bicycles was 
discharged in Chitagong within the 
last few months. The following day 
only 50 were found. 

A plane from South Africa landed 
in New York with gold in bars. The 
check up showed two short. Value 
about $28,000. 

Eight casks of sausage casings 
from the Middle East arrived but 
the contents turned out to be dates 
and rock salt. This loss certainly 
could not be charged to our local 
experts. 


What Is Being Done? 


Now what is being done about the 
situation? Well, in the Port of New 
York, now by far the greatest port 
in the world, we have started some- 
thing that is paying off and I hope 
will set a pattern for other ports 
here and abroad. I refer to the 
Security Bureau, Inc., of which I 
happen to be the treasurer. This is 
an organization that came into being 
a little over two years ago, staffed 
entirely by former F.1.B. men, and 
women too. The executive head hav- 
ing been the Chief Agent of the 
F.I.B. in New York, and a veteran 
of 25 years in this most efficient arm 
of the government. 

The Bureau is supported by all 
maritime industries in the port. the 
steamship owners and operators and 
the marine underwriters bearing the 
largest part of the cost. 

All of the men are lawyers as well 
as highly skilled crime investigators 


HENRY C. THORN, Manager, 
Marine Department, Insurance 
Company of North America 


and many convictions for thefts have 
been secured. No longer is it easy 
tor a crooked longshoreman or 
checker or guard or other person 
caught stealing, to get off with a 
suspended sentence or have the case 
dismissed. Furthermore, the coor- 
dination that has been brought about 
between Federal and local law en- 
forcement officers has had a definite 
deterrent effect. 

Before leaving this subject I 
should like to refer to recent legisla- 
tion instituted by the bureau last 
year in New Jersey,—this year in 
New York, whereby men employed 
as guards on the waterfront must be 
fingerprinted. Heretofore they were 
an excepted class and labor vigor- 
ously opposed this legislation. The 
passage of this bill alone, in my 
opinion, justifies all the time and 
money that has been spent in or- 
ganizing the Security Bureau. 


Loss Prevention 


The modern concept of insurance, 
be it marine or otherwise, is not 
merely to collect premiums and pay 
losses, but to help organize things 
in such a manner that 
prevented. In the field of marine 
insurance much has been done to 
make the ships themselves and navi- 
gation safer, but there remains a vast 
field for constructive work in respect 
to the packaging of goods for export 

We Americans should nay a lot 
more attention to our packing. I do 
not mean to infer that all of our ship- 


Ie ysses are 


[Continued on the next pee! 


P 
Te Na 

4 

‘ 
or 

3 

33 

é 


Ocean Marine—Continued 


ments for overseas are improperly 
packed. By no means. Some of our 
biggest exporters have adopted the 
highest possible standards. Some of 
our cases compare favorably with 
the best of European containers. 
Many of our shippers, however, have 
a lot of work to do if they want to 
minimize their losses, cut their in- 
surance costs and have satisfied 
consignees. 


To ship goods overseas in domestic 
type cartons, such as groceries are 
delivered in, is sheer folly. Many 
types of cartons, especially those 
developed as a war measure for 
military supplies, are excellent. 
Anyhow, at long last, something 
very definite is being done about the 
situation. A mass meeting, the 
largest ever held on the floor of the 
Maritime Exchange in New York, 
was held this past winter. 600 or 
more representatives of Government, 


pany in his efforts. 


THE CAMDEN agent holds the key to success 
through the active participation of the Com- 


Advertising aids to stimulate business, 

Co-operative field service, 

Prompt and fair loss adjustments and 

The Company's century-old excellent repu- 
tation give the agent that prestige which makes 
him an outstanding figure in his community. 


THE KEY 


CAMDEN: 


CAMDEN, NEW JERSEY 
wills IN OUR SECOND CENTURY OF SERVICE 


manufacturers, exporters, shipown- 
ers and underwriters, freight for- 
warders, etc. decided on forming a 
small committee of experts. The 
money was raised to institute re 
search and conduct experiments and 
tests in the field of export packing. 
The work is now in progress and we 
all have great hopes that some 
definite, practical and workable 
standards will be established. 

I urge every shipper to co-operate 
to his utmost in furthering this work 
Proper adequate packing will tend 
to eliminate many damage claims, 
breakages and thefts. Don't forget 
that the record of overseas insurance 
tends to fix the insurance premiums 
paid. Marine is a non-tariff type of 
insurance, but even so, the cost of 
all Insurance eventually fluctuates 
with the loss experience. 

In today’s market, irrespective of 
how the shipper may feel about the 
matter, we must concede that an 
exporter cannot a/ways insist on the 
placing of his insurance under his 
own open policy. In such cases it is 
well to discuss F.O.B. cover and 
contingent cover 


F.O.B. Cover 


This cover, which is provided by 
a specific endorsement to the marine 
policy, serves a bona fide need for 
exporters selling under general pro- 
visions that provide for transfer of 
title to the buyer between the time of 
departure from the seller’s premises 
and loading on steamer, or if the 
sales terms are indefinite, that title 
may pass at some intermediate point 
Whether the risk of physical loss or 
damage is to be borne by the seller 
or buyer is not easily resolved in 
actual practice. Loss or damage 
enhances the prejudice of the parties 
seeking to determine these issues 
Consequently, there is a possibility 
of the seller sustaining a loss as a 
result of damage to merchandise 
prior to the time title passes to the 
buyer, and prior to payment under 
the letter of credit. or becoming in 
volved in a dispute as to when title 
passes should such loss or damage 
occur prior to the attachment of the 
buver’s insurance and prior to pav 
ment under the letter of credit 

The coverage provided in the 
endorsement” does not act 
to benefit the buyer and the insur 
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ance is to cease upon loading aboard 
the when title 
passes to the buyer, whichever first 
Should 
between buyer and seller as to the 
points of transfer, it is the intention 
of the endorsement to support the 
seller in his contention and protect 
him during the period of dispute 
The reporting the 
endorsement” requires the 
assured to report to underwriters at 
the each month the total 
amount of all shipments by truck and 
by rail. An average rate can be 
used to cover both rail and truck 
shipments €x- 


overseas vessel, or 


occurs, any dispute arise 


paragraph of 


end of 


Inasmuch as most 
porters today are shipping to some 
carry their 
insurance, there is a real need for 
this type of The straight 
F.O.B. cover is most applicable to 
letter of credit sales 


consignees who own 


cover 


Contingent Cover 


This cover should be issued where 
needed, but it should not be issued 
to cover on such shipments where it 
is possible tor the shippe r to arrange 
the primary insurance under his 
open policy. This cover is primarily 
adaptable to sight or time draft sales 


Contingent F.O.B. Sales Cover 


This special endorsement extends 
the policy to cover shipments sold 
by the assured F.O.B. and F.A-S., 
or other terms by which the mer 
chandise is at the risk of the buyer 
or consignee. ‘The company agrecs 
to indemnify the assured for loss 
incurred due to perils insured against 
in the policy, resulting in non-pay 
draft by the buyer or 

Chis insurance to attach 
the 
conveyance 
per 
warehouse clause to destination. 


ment of 
msigne c 
from the 
laden on 
continuing as 


merchandise is 
at plant and 
warehouse to 


time 


This coverage is to be considered 
as a special agreement between the 
company and the assured, and it is 
therefore understood that ne men- 
tion of the protection provided in 
this shall be made in the 
certificate of insurance or otherwise 
\ny other insurance is to be deemed 
prior insurance, these under- 
writers shall not be called upon to 
contribute, but this insurance shall 
be held to apply only for the differ- 


cover 


and 
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Fire and Allied Lines 


ence in amount and condition be 
tween the prior 
insurance (or if there be no insur 
ance on the goods to pay for the full 
amount) not the 
hereby insured. 


insurance and this 


exceeding sum 

This insurance attaches only to 
the extent that such other msurance 
is insufficient in 
the amount at risk, and shall be liable 
only for the amount which cannot 

* (This proportion of rate 


upon policy conditions—whether 


All Risks, ete.) 


amount to cover 


dependent 


FPA, 


be collected under such other in 


surance, and could not have been so 
collected if this endorsement had not 
heen issued, and providing that the 
loss is covered under the terms of 
this policy. 
Consideration for the 
at one-half* of the rate applying to 
shipments sold C.1.1 
There is another method of han 
dling the inland transit risk that can 
be worked out, particularly for those 
who may not carry an 
on the 


above to be 


open ocean 


xt page 
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Ocean Marine—Continued 


policy, and that is by means of a 
transit floater. This segment of 
inland marine insurance is not under 
regulation as to form or rates and 
therefore it is possible to arrange a 
coverage on goods destined for 
export whereby they are protected 
from the time they leave the factory, 
store, or warehouse and thereafter 
while in transit, until delivered on 
board or alongside vessel. 
Underwriters, however, would 
insist on some provision, particularly 
if it were a so-called all risks form 
of coverage, whereby their liability 


was definitely cut off upon a clean 
receipt being given at the ship. In 
other words, provisions made so that 
concealed damages which might not 
show up until arrival at final des- 
tination and which could not be 
traced, would not be claimed against 
the inland carrier. 

If the goods are intended for ex- 
port and are specifically earmarked 
for export, they can even be covered 
while in warehouse during interrup- 
tion in transit, or otherwise, and 
without limitation of time. The 
Nation-Wide Definition and Inter- 
pretation of the Insuring Powers of 
Marine and Transportation Under- 


It is safer to drive with good tires— and even 


safer with Uniform Traffic Rules and 


Regulation. Every community must encourage 


proper legislation to stop the COSTLY 
CONFUSION of many signs and local laws. 


90 JOHN STREET ----NEW YORK CITY 


writers makes specific provision for 
such a contingency in the following 
rule: 
“Exports may be covered wher- 
ever the property may be without 
restriction as to time, provided the 
coverage of the issuing companies 
includes hazards of transportation. 
“An export, as a proper subject 
of marine or transportation in- 
surance, shall be deemed to acquire 
its character as such when desig- 
nated or while being prepared for 
export and retain that character 
unless diverted for domestic trade, 
and when so diverted, the pro- 
visions of this ruling respecting 
domestic shipments shall apply, 
provided, however, that this pro- 
vision shall not apply to long 
established methods of insuring 
certain commodities, e.g. cotton.” 
The premiums for such coverage 
as I have described are subject to 
negotiation and may be made on a 
trip basis or on some form of annual 
basis, taking into consideration the 
total amount of liability at under- 
writer's risk. 


WATCHMAN'S HANDBOOK 


NEW and _ revised edition of 
Aste Watchman’s Handbook,” 
published by the American District 
Telegraph Co., is now available. The 
handbook contains helpful informa- 
tion and suggestions designed to as- 
sist watchmen, guards, superin- 
tendents and others in the effective 
safeguarding of premises entrusted 
to their care. 

The handbook is pocket-size, with 
a serviceable cover, and is written 
in nontechnical language. Subjects 
covered include routine safety meas- 
ures and practices, with suggestions 
for appropriate action emer- 
gencies. Simple charts and diagrams 
give instructions in the proper care 
and use of safety devices, such as 
portable fire extinguishers. Blank 
pages are provided for recording im- 
portant addresses, telephone num- 
bers and other pertinent memoranda. 

The company will send copies, 
without charge, to any organization 
employing watchmen or guards, 
whether they subscribe to ADT 
services or not. Write American 
District Telegraph Co., 155 Sixth 
Avenue, New York 13, N. Y. 
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EPLACEMENT cost insur- 
ance is a simple term meaning 
exactly what it says. It is in- 


surance on replacement cost as 
contrasted with insurance on actual 
cash (or sound) value. It is gener- 
ally written by attaching an endorse- 
ment to the basic fire coverage on 
building property. In some terri- 
tories, it can be written as a separate 
policy to bridge or fill in the gap 
between full replacement cost and 
the customary adjustment figure de- 
termined with due allowance for de- 
preciation— hence the term, “depre- 
ciation insurance.” But the writing 
of a separate policy has some obvious 
disadvantages, and the trend is 
toward covering full replacement 
cost by endorsement, with the em- 
phasis on the entire “replacement 
cost” rather than “depreciation,” 
which is only a result reached by 
subtracting a loss figure based on 
actual cash value from full replace- 
ment cost. 


Arguments For and Against 


From the property owner's or 
lessee’s point of view, there are a 
number of sound reasons why re- 
placement cost insurance is desirable. 
Insurance is a “contract of indem- 
nity,” so why should it not indemnify 
in full? If and when repairs or re- 
placement are made, why, says the 
owner, should he be required to pay 
from his own pocket any sum of 
money? He did not want the fire. 
He was willing to pay whatever 
premium was asked to provide full 
protection, yet the basic property in- 
surance coverage only insured for 
“actual cash value” and the differ- 
ence between that and replacement 
cost was a risk carried by the owner, 
who wanted to buy protection so 
that he would not have to carry any 
part of the risk. 

Such an owner brushes aside the 
argument that without his contribu- 
tion to depreciation he has had “free” 
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usage of those damaged or destroyed 
materials for whatever period of 
time may have elapsed from the date 
of construction to the date of loss. 
Surely, says he, “I understand de- 
preciation and am not denying it 
exists, but if I am willing to pay an 
extra premium, why should not de- 
preciation—-which is simply one as- 
pect of owning property (and the 
maintenance thereof )—be as sound 
a subject for insurance as the physi- 
cal property itself?” If one is certain 
there is no moral risk under any 
possible conditions, the argument 
seems to be a sound one. 

From the adjuster’s point of view, 
there are several obvious advantages 
to replacement cost insurance. The 
question of depreciation has always 
been one of the most difficult to 
surmount, even when all other 
aspects of a claim settlement move 
along smoothly. With replacement 
cost insurance in force, the question 
of depreciation does not arise, and 
it is only a question of agreeing on 
a fair figure for full replacement cost, 
making certain that such replace- 
ment is of the same quality as what 
was destroyed and that the extent 
of repairs or replacement is limited 
to what was damaged by fire. 

Another beneficial factor to the in- 
surance companies when replacement 
cost coverage is written is that the 
company is often more adequately 
compensated in premium for the loss 
sustained than might otherwise be 
the case. A high percentage of prop- 
erty losses are partial rather than 
total, and, the smaller the loss, the 
more difficult it is to secure a proper 
deduction for depreciation. As a 
practical matter, many small losses 
are probably paid on (or very close 
to) a full replacement cost basis 
even though the premium income is 
predicated on rates assuming losses 


will be adjusted on the basis of actual 
cash value only. 

If depreciation is included in a loss 
settlement, even only to a partial 
extent, a premium on this part of the 
adjustment should be collected. This 
is done when replacement cost cover- 
age is written—at the same time, 
public relations are improved by 
eliminating the necessity of explain- 
ing to a policyholder why deprecia- 
tion must be taken and defining 
satisfactorily “actual cash value.” 
When a man finds himself making 
an expenditure which he probably 
did not contemplate, explaining the 
reasons therefor is always a difficult 
assignment. 


Moral Hazard 


So much for the favorable factors. 
Opposed to them are some equally 
sound arguments. First, is the po- 
tential moral hazard. Insuring full 
replacement cost would seem to 
eliminate all interest by an insured 
in the physical condition of his prop- 
erty—at least from a fire hazard 
point of view. If he knows complete 
repair or replacement cost will be 
recovered, and is reasonably certain 
the amount of his insurance coverage 
is adequate, he is no longer con- 
cerned with a possible out-of-pocket 
expense in the event of loss. Many 
underwriters believe that, no matter 
how stout a man’s moral fiber may 
be, it is best for an insured to have 
some direct financial interest in any 
loss or damage which may occur to 
his property. 

Another objection to insuring full 
replacement cost concerns the ques- 
tion of “free” use of property from 
the time it was built or acquired to 
the time damage occurred to it. If 
a property, obviously in need of some 
repairs or reconditioning, sustains 
damage from an insured peril and 
restoration of this damage is paid 
for in its entirety by the insurance 
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Replacement Cost—Continved 


company, the owner has expended 
nothing for the physical wear and 
tear applying to the property prior 
to the damage. This situation brings 
up a fundamental divergence of opin- 
ion in insuring circles—should only 
the most conservative viewpoint be 
taken in writing imsurance, OF, if 
the rate is right and underwriting 
is sound, is it proper to write almost 
any type of coverage that modern 
business needs or desires ? 

There is merit to both lines of 
thinking. That there is a demand for 
replacement cost Insurance and that 
it is approved (or at least not dis- 
approved) in a number of states, and 
that numerous companies write it, 
would seem to indicate that the de- 
mand and the writing are both on 
the increase. Conversely, that some 
state insurance departments specifi- 
cally do not sanction it, and some 
decline to write this 
coverage are indications that the 
issue is not clear cut, and the think- 


companies 


ing is by no means all along the same 
line. 


Coverage 


So much for the background of 
replacement value insurance, and the 
arguments for and against it. As 
long as the coverage does exist, a 
brief review of what can actually be 
purchased may be of interest. As 
mentioned brietly above, two types 
of replacement cost insurance may 
be written: (1) 
(separate from the basic property 
ditference 


a specific amount 


coverage) equal to the 
between actual cash value 
value) of the property and its re 


or (2) by en 


(sound 


placement cost new ; 
dorsing a fire (or other) policy to 
provide that adjustment of a loss 


shall be for full replacement cost. 

The second method, more popular 
than the first, has certain obvious 
advantages. There is only one 
amount of imsurance--not two, 
when the depreciation gap is ¢ wered 
separately. With only one pe licy for 
one amount, there cannot be two 
different companies, one of which 
might dispute the adequacy or in 
adequacy of the depreciation factor. 
As replacement cost bears such a 
direct. relationship to the physical 
property, it is both sound and proper 
that both the property insurance and 
the additional coverage between 
actual cash value and replacement 
cost should be in the same company 
and the same policy. In fact, a 
number of rating jurisdictions and 
state insurance departments pernut 
such coverage only on this basis 

Several important features 
common to all replacement cost in 
surance, even though there may be 
a number of minor variations. These 
outstanding features are: 

(1) Until repair or replacement 
is actually completed or effected, lia- 
bility is limited to that sum which 
would have been the loss without 
attachment of the replacement cost 
endorsement. Under special condi- 
tions, partial payments may be made 
as partial repairs progress. 

(2) Actual repair or replacement 
must be carried out with due dil 
gence and dispatch and completed 
within 12 months. In some jurisdic- 
tions, the time period is 24 months, 
or mav be extended by written con 
sent of the company. 

(3) Replacement must be on the 
same site as the insured property 
Exceptions to this provision are not 


as 


are 


common, and are limited to special 


risks and to special conditions. 


Sprinklered factories are an example 
where re-building on another site, 


ire Insurance Company 


Globe and Rutgers 


or even purchase of a similar prop- 
erty may be permitted. No change 
in site is generally approved tor 
stores. hotels, theaters or residences, 
because of an obvious change for 
better or worse in the value of the 
building, depending in large measure 
on its location. 

(4) There is no liability for extra 
costs occasioned by state or munici- 
pal laws or ordinances pertaining to 
building construction or repairs. 

(5) Coinsurance is required, and 
this is usually 10007, though 80% 
is permitted in some territories. Co- 
insurance, of course, applies to full 
replacement cost, with no deduction 
for depreciation, because this is the 
same basis on which a claim will be 
adjusted 

(6) Coverage is limited to build 
ings only, and to machinery and 
equipment incidental to the service 
of the building. There are excep 
tions to this. Fixtures and equip 
ment which may be written with 
the building item at the building rate 
are proper subjects for replacement 
cost insurance. 

There are the 
guards, such as apportionment to all 


customary safe- 
building insurance, whether all poli- 
cies carry the replacement cost en 
dorsement, or not. 


Rating 


The rate for the replacement cost 
endorsement is almost the 
building rate, with the 100° co 
insurance clause mandatory to effect 
There are exceptions 


alwavs 


full recovery. 
but they are minor as to number 
and extent of variation. 

It is important to point out that 
replacement cost insurance is not to 
be confused with valued insurance 
Recovery is limited to the actual 
cost of repairs or replacement —not 
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exceeding, obviously, the amount of 
insurance nor limita- 
tions, if any. 

\pproval of this type of coverage 
varies from approval to 
specific disapproval, with a middle 
position of silence or seeming in- 
difference in between. 

Four states—Michigan, Missis- 
sippi, North Carolina and Oklahoma 
—do not permit the writing of re- 
placement cost insurance, either by 
law or the opinion of the state's 
attorney general or insurance depart- 
ment. 

Ten states have no specific restric- 
tion against this coverage, but there 
have been opinions by insurance de 
partments or attorneys general that 


coinsurance 


Sp cific 


replacement cost insurance may be, 
or probably is in conflict with certain 
valued policy laws. These states are : 
Florida, Indiana, Kansas, Louisiana, 
Maine, Nebraska, New Hampshire, 
South Carolina, Virginia and Wy 
oming 
Silence reign in five 
states and one territory: Colorado, 
Ilinois, New Mexico, South Dakota, 
Puerto This 


seems to 


Fennessee and Rico 
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insuring their ivabl 
For your copy, phone our Gen- 
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CRED 


group has expressed no opinion or 
ruling, nor have any rates been filed 
for this coverage. 

In three states—Texas, Kentucky 
and West  Virginia—-replacement 
cost insurance may be written in 
spite of the expressed opinion that 
such insurance is unsound. 

The largest group—sixteen states 
and two territories—have had rates 
filed for replacement cost insurance 
but no official opinion or ruling has 
been promulgated for or against this 
coverage. The group is: Alabama, 
Arizona, California, Delaware, Dis- 
trict of Columbia, Georgia, Idaho, 
Maryland, Missouri, Montana, 
Nevada, New York, Ohio, Pennsvl 
vania, Rhode Island, Utah, Vermont 
and Alaska. It will be noted that a 
number of important states are in 
this group. 

The final group are those states 
which, by formal opinion or by law, 
appear to specifically approve re- 
placement cost insurance. They are: 
Arkansas, Connecticut, Iowa, Mas- 
sachusetts, Minnesota, New Jersey, 
North Dakota, Oregon, Washington, 
Wisconsin and Hawaii. 


\nsuRANCE 
GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 


From these six classifications, it 
appears that only a small minority, 
10% specifically disapprove the in- 
suring of depreciation or insuring 
up to full replacement cost. A larger 
group, about 25%, have declared in 
favor of such coverage. In between 
is the greater number of states which 
have expressed opinions for or 
against this insurance but which do 
not prohibit the writing of it if there 
is a demand for such coverage, and 
companies or rating bureaus sanction 
it. 

In conclusion, the desirability of 
replacement cost or depreciation in- 
surance seems to have its propo- 
nents and its opponents with insur 
ance companies, with state insur 
ance departments (and their legal 
advisers), and with insurance rating 
organizations. Writing of this type 
of protection seems to be on the in- 
but only to moderate 
Unless underwriters make 
drastic changes in their thinking, 
this type of insurance will always 
be limited to special risks and clients, 
and will be screened and examined 
with a great degree of caution 


crease, 


degree. 
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WHERE TO 
SELL A BOND 


OULD vou permit an 
automobile owner to insure 
the front wheels of his car 

against the liability and property 

damage hazards, but exclude from 
coverage the balance of his car? 

Would you permit one of your 
clients to insure his fire loss hazard 
on only the furniture in his living 
room and not include the rest of 
the furniture in the house in the 
policy? Would you permit a mer 
chant or manufacturer to insure one- 
half or less of his fire insurance 
exposure 


Just As Necessary 


If a merchant deems it necessary 
to insure his merchandise against 
fire loss why is it not just as neces- 
sary (perhaps more that he 
insure himself against the loss of 
securities, or 


sO) 


merchandise, 
other valuables caused by dishonesty 
that might be committed by either 


money, 


his own employees or by others not 
in his employment. Fire losses have 
increased materially during the past 
five vear period, and according to 
the F.B.1. dishonesty, burglary, 
and robbery losses have increased 
by leaps and bounds during this 
Surely the financial 
embarrassment caused by the loss 


same period. 


of money, securities, or merchandise 
through dishonesty committed by 
insiders or outsiders is just as dis- 
astrous to a merchant or manu- 
facturer as is the loss of merchandise 
by fire or other causes, therefore a 
client should whole ex- 
posure. 

The comprehensive 
disappearance and destruction policy 
will protect the client against finan 
cial loss that might be caused by a 


insure his 


dishonesty, 


number of factors, as follows: 

Insuring Agreement | will reim- 
burse him for any loss that he might 
sustain by reason of any dishonest 
act committed by any person on his 
payroll, regardless of what the 
emplovee’s duties or responsibilities 
may be. New emplovees or changes 
in position of an employee are auto- 
matically covered 
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Insuring Agreement II will pro- 
tect him against all loss of money or 
securities while on the premises 
which may be caused by burglary, 
robbery, theft, larceny, destruction 
of or the mysterious disappearance 
of such money or securities. Destruc- 
tion includes destruction of money 
or securities by fire, flood, wind- 
storm, earthquake, or any other 
causes, 

insuring Agreement III protects 
the client against all loss of money 
or securities in the custody of a 
messenger outside the premises and 
caused by burglary, robbery, theft, 
larceny, destruction of or the mys- 
terious disappearance of such money 
or securities, including burglary or 
robbery from the home of the mes- 
senger in the event that he takes 
money or securities home overnight. 

Both Agreements IT and III cover 
the loss of merchandise that might 
be taken from a 
custodian during a bona fide holdup 
and Agreement II 
merchandise that might be taken 
from a safe during an actual safe 
burglary. Both cover 
damage to premises or property of 
the insured, or for which he is legally 
liable, in the event of a burglary, 
robbery, or an attempt thereat 


messenger or 


covers loss of 


agreements 


Exclusions 


The only exclusions under agree- 
ments IT and III are: 
An act of war; 
The voluntary surrender of 
assets ; 
Forgery by whomsoever com- 
mitted (see Agreement V ) 
Dishonesty, except burglary or 
robbery, committed by an em- 
ployee (see Agreement I). 
Agreement IV will protect the 
client from loss that he might sustain 
due to the disappearance of his 
securities from any rented safe de- 


JAMES P. McMAHON, 
Superintendent Bonding Division, 
Pittsburgh Office of The Fidelity and 
Casualty Company 


posit box. The only exclusion im 
Agreement IV is an act of war, o1 
dishonesty committed by an 
ployee which again is covered under 
Agreement | 

Agreement V_ will protect 
against loss that he might sustain 
due to the forging, altering, raising 


cn 


him 


changing the name of the payee, or 
fraudulently endorsing any of his 
checks. The bank may or may not 
be liable for cashing a forged or 
altered or fraudulently endorsed 
check, depending upon the circum 
surrounding a 
time 


given case 


stances 
but considerable 
before the matter 1s finally 
cated and unless the client 
proper forgery protection he 
be denied the use of his money until 
such time as the bank or 
decide in his favor, on the 
hand if he loses, his only recourse ts 


may ¢ 
adjudi 


PDs 


will 


courts 


other 


to the forgery policy 


Endorsements 


Insuring Agreement VII can be 
added by endorsement and covers 
the loss of merchandise caused by 
burglary of the premises 
This coverage is the sami 
as a mercantile open stock policy 
There are a few 
endorsements that can be added to 
the 3D policy including payroll pro 
tection under Agreements IX and 
X, but every merchant does not need 
this added protection. The 
should determine whether his client 
pays by cash or check 

It is not necessary that a 
purchase the complete 3D protection 


when 
closed. 


other broadening 


agent 


cli nt 


if he does not need it, since he can 
elect to purchase any one or any 
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Sell a Bond—Continued 


combination of the available insuring 
agreements, eliminating those he 
deems unsuitable to his business. 


Prospective Customers 


very merchant or manufacturer 
of any size should carry complete 
3D protection. A few of the types 
of prospects that should be solicited 
1. Any type of manu- 
facturing organization; 2. Any 
type of wholesale establishment such 


are as follows: 


as dry goods, candy, cigars, grocers, 
hardware, ad infinitum; 3. Auto 


mobile sales agencies and garages; 


4+. Department stores and other types 
of retail clothing establishments ; 
5. Theaters and some other amuse 
ment enterprises ; 6. Grocers, bakers, 
butchers; 7. Restaurants, hotels; &. 
Beer distributors and soft) drink 
distributors; 9. Electrical appliance 
stores of all types, either wholesale 
or retail; 10. Fraternal organizations 
and societies. 

The rates for Agreement I of the 
3D policy are found in the fidelity 
sections of the bond manual and for 
Agreement V in the forgery section 
of the bond manual. The rates for 
Agreements II, IV, VII, VIII, 
IX and X are found in the burglary 
manual. A company representative 
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will be pleased to work out examples 
of the 31D) contract with an agent. 


The 
close touch with those of his clients 
who are apt to conduct an expansion 
program. [le should inform them 
that when they contemplate letting a 
contract for either a new building or 
for remodeling or adding to their 
present building, they should protect 
their 
requiring that the successful con 


agent) should also keep in 


contemplated investment by 


tractor give 
guaranteeing the completion of such 
building or remodeling in accordance 
with the plans and specifications and 
In addition the 
contractor should give a labor and 
material bond guaranteeing that he 
will pay for all labor and materials 
entering into such a building opera- 
tion. 


This guarantees to the owner 
that he will get the building or alter 
ations he is bargaining for at the 
agreed price regardless of fluctua- 
tions in market conditions, and that 
such building or alterations will be 


a performance bond 


at the agre ed price 


delivered to him hen free. 


Another source of bond premium 
income from these 
that from time to time they may 
various court 


same clients 1s 
hecome imvolved in 
actions and may be required to give 
replevin bonds, appeal bonds, cost 
bonds of various kinds, ete., and if 
a client knows his agent not only 
as an insurance man but as an in- 
surance and bonding man he will 
get this from the client 
rather than the client permitting, his 
attorney to place it. 


business 


Lost Instrument Bonds 


From time to time one of an 
agent's clients may lose some valu- 
able papers such as stock certificates, 
insurance or adjusted service certifi 
cates, bills of lading, or other 
valuable evidences of wealth, and in 
order to get duplications thereof, 
he is generally required to file a 
lost instrument bond. Again, if he 
knows his agent as both an imsur- 
ance and a bond man he will come 
to him when in need of such bonds 
There are any number of other types 
of bonds that various types of busi- 
nesses will be required to file from 


time to time and again I say if an 
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agent is known as a bond man his 
clients will give this business to him 
rather than permit an outsider to 
place it types of 
bonds might be a plumber’s bond to 
a municipality, a gasoline tax bond 
to the commonwealth, a liquor or 
beer license bond, ete. There is a 
license bond of some type in practi- 


Some of these 


cally every community. 


Public Official Bonds 


Often one or more of an agent's 
clients may get himself either elected 
or appointed to an important public 
office and usually before he can 
assume the duties of such office he 
is required to give a bond guarantee 
ing that he will fulfill the duties of 
such public office in conformity 
with the statutes and that he will 
fully and properly account for all 
monies that might into his 
hands by virtue of such office, in- 
including monies that any of his 
subordinate employees might receive 


come 


for his account. 

These public official be mds pre 
sizable premiums in every commu 
nity and agents should solicit all 
candidates for public office for the 
bonds they will be required to file. 
Usually the tax collector in a com- 
munity is required to post the largest 
bond, followed by the treasurers of 
the school district and the municipal- 
ity. Among the county officials the 
treasurer generally gives the largest 
bond and the elective heads of the 
other divisions are required to post 
sizable bonds in their own right. 
These officials can oftentimes swing 
a large contract bond to an agent 
so they should be cultivated 

The foregoing will give some idea 
of the most important types of bonds 
that are available in all communities. 
There are a large number of other 
types of bonds that come up from 
time to time, most of which emanate 
from the offices of the attorneys in a 
community and if an agent keeps 
in close contact with them this busi 
ness will gravitate to him. 

If an agent will familiarize himself 
with the most prominent types of 
bonds that are required, talk bonds 
to his clients and friends, and thus 
hecome known in his community as 
both the insurance man and the bond 
man, his income will be materially 
increased. 
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Success today depends on economic alertness 


sense a change in insurance buying habits 


SUCCESSFUL SELLING DEPENDS ON... 


the ability to 


the ability to fore- 


see changes in business conditions. And, the ability to make 


plans to take advantage of the changes. We measure the market 


and cheek opportunities for insurance sales for our agents 
through constant, fundamental research. You're out in front 


when you represent the Boston or the Old Colony. 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 


RIGHTY SEVEN KILBY STREET, BOSTON, MASSACHUSETTS 


INSURANCE ALMANAC 


OLUME IT of the 1949 edition 
Vi; The Insurance Almanac, pub- 
lished by The Underwriter Printing 
and Publishing Company is now be- 
ing distributed to subscribers. Vol- 
ume I, “Who's Who in Insurance,” 
containing over 3,000) biographical 
sketches of imsurance executives, 
agents and others in the msurance 
business, was published and distrib- 
uted earlier in the vear 


The second volume of The Insur- 


ance Almanac contains 934 pages of 
information such as facts and statis 
the directors and 
operations of all classes of insurance 


tics on otticers, 
companies, insurance department of 
ficials, associations of underwriters, 
insurance groups, brokers’ regula 
tory laws, resident agent laws, legis 
lative sessions, new companies or 
ganized, retired companies, agents, 
adjusters, actuaries, hospital sery 
and title 
and other valuable material. 


ices, abstract companies, 
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HE rate hearing before Insur- 

ance Commissioner Malone of 
Pennsylvania (at which Abraham 
Kaplan represented the special com- 
mittee of 129 fire insurance com- 
panies opposing approval of a 15% 
deviation granted Insurance Com- 
pany of North America on specified 
classes of risks in excepted territory ) 
came to a stormy close with both 
sides preparing to appeal an adverse 
decision. 

In his final presentation Mr. Kap- 
lan asked that rate deviations by 
districts or classes be outlawed and 
said: “If there is a deviation it 
should cover the whole common- 
the situation 

if regula- 
tions do not do something to keep 
things together then you have no 
rating law in Pennsylvania... you 
have no power, no right, to grant a 


wealth and classes 
cries for correction 


deviation on a county basis ...a 
comparative picture of experience for 
a five-vear period is necessary for a 
decision on rates and you don’t have 
that. 


\ 


\ 


\ 


PENNSYLVANIA RATE CONTROVERSY 


The Insurance Company of North 
America issued a statement reflect- 
ing its position from which we quote 
the following: “While the Fire 
Marine and Inland Marine Regula- 
tory Act provides for regulation by 
the state of the total rate, it does not 
provide specifically for regulation of 
commission to agents even though 
the commission constitutes a very 
large part of the rate. The Insurance 
Company of North America believes 
that the proper restraining influence 
provided under the law is the right 
by a company to meet the competi- 
tion of higher commissions with 
lower rates. It further believes that 
such downward deviation is proper 
to the extent of the difference be- 
tween the lower commissions allowed 
agents by the deviating company and 
the higher commissions allowed 
agents by competitors.” 

Commissioner Malone bas also 
approved applications to reduce fire 
insurance rates filed by The Home 
Insurance Company and by The Fire 
Association Group which consists of 


Have You Seen “What’s What”? 


The next time an Employers’ Group representa- 
tive calls, let him show you “What's What on 
the Bond Wagon.” See the many ways we are 
helping agents and brokers in developing 


more goo 


bond business. 


The EMPLOYERS’ GROUP 


Insurance Companies 


110 MILK STREET, BOSTON 7, MASS. 
The Employers’ Liability Assurance Corp. Ltd. - American Employers’ Insurance Co. + The Employers’ Fire Insurance Ca 
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the Fire Association of Philadelphia, 
The Reliance Insurance Company otf 
Philadelphia, Lumbermen’s  [nsur 
ance Company, and Philadelphia Na 
tional Insurance Company. These 
five mnpanies reque sted a reduction 
of 15 per cent m rates on certam 
classes of fire insurance in the coun 
ties of Allegheny, Bucks, Chester, 
Delaware, Montgomery, and Phila 
delphia. 

The reductions are m the same 
classes and in the same territories as 
the reductions filed by the North 
America Companies 


The application of The Tlome In 
surance Company stated that the 
reduction was made possible by a 
saving in its operating costs. The 
application by the four companies 
comprising The Fire Association 
Group was based upon savings in 
operating costs and tavorable loss 
experience in the particular counties 
involved. 

The reduction will affect fire in 
surance rates in Philadelphia on the 
following classifications: churches 
and chapels, public buildings, mer- 
cantile risks, 
risks, and sprinklered non-manutac 
turing risks. 


non-manufacturing 


In Suburban Philadelphia, which 
includes the counties outside of 
Philadelphia mentioned above, the 
following classifications will be at 
fected: churches and chapels, public 
buildings, residential — properties, 
farm properties, mercantile risks, 
and non-manufacturing risks 

In Allegheny County the reduction 
will affect the following classifica 
tions: residential properties, mercan 
tile risks, and non-manutacturing 
risks. 


General Revision Proposed 


A proposed general revision of fire 
insurance rates on all classes of risks 
throughout the entire state was taken 
under advisement by Commissionet 
Malone on August 15. The Commis 
sioner is carefully studying the mat 
ter to determine whether the statis 
tics submitted by the Middle 
Department Association ot 
Underwriters im support of the re- 
vision justify the rate changes pro 


sed 
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FIRE PROTECTION 
IN INDUSTRY © ON THE HIGHWAY © IN THE HOME 


Reverend Jackson Lee’s Sermon 


Keverend 
among the col 
ored folks of Nentucky for his 


Jackson Lee 
gained fame 


powerful exhortations to sinners to 
Hee the wrath to come. His persua 
sive hours with his congregations 
were aided by an excellent choir 

lime came when both he and his 
choir accepted an invitation to go to 
the big city and take part in a radio 
program. ‘They were publicized as 
honored guests, and were shown the 
things of interest to visitors, includ 
ing a demonstration of fire control 
by hand extinguishers 

Pondering what he had been told 
about the ditferent classes of tires 
and extinguishing agents—including 
water, carbon dioxide and foam, the 
Keverend Lee returned to Kentucky 
with new ideas. And here is a part of 
his home-coming sermon 


| REDDERN an’ sistuhs, I has 
urged you to ‘scape de punish 
ment of de heahaftah. I has tol’ you 
‘bout de tiahs of hell. But I ain’ tol’ 
vou all. Dar is ditfrunt classes of 
fiahs for difirunt kin’s of sinnuhs 

It vou don’ repent, vou goes to 
hell. But if vou ds just a little sinnuh, 
dey puts vou in a fiah what could 
be put out wid watah. But dat don’ 
do you no good, ‘cause dey don’ give 


you no watah. And dey keeps feedin’ 


FRED L. ROGAN, 


Pyrene Manufacturing Company 


de tiah wid papuh an’ sticks an’ 
ditfrunt sort of ord’nary things what 
combust. OD Satan call dis a Class 
A fiah. 

It you is a bigger sinnuh, dey puts 
you ina ‘lectric fah. Dat’s turruble! 
It kill you. Dat’s ‘cause dey ain’ lef” 
all de conductuhs on de street kyars. 
Dey got some of de conductuhs in 
hell. But you ain’ dead, ‘cause dey 
goin’ keep on killin’ you fo’evah. 

Maybe you says to de man nex’ 
to you on de sinnuhs’ ‘sembly line, 
“Ain’ dar no way to put out dis 
fiah?" An’ he say, “No.” 


The authenticity of this report has been 
questioned, but its author assures us 
that he has heard the Reverend Lee 
address his people, and leads us to credit 
it with a strong probability. It is pub- 
lished with no desire to engage in con- 
troversy, but because we are intrigued. 
Surely the exegesis of a passing genera- 
tion of colored evangelists is a weird and 
remarkable example of mental gymnastics. 


\n’ you says, “Dar ought to In 


sume Way to put out any tiah,” 

Den he say, “Dar’s a way, but u- 
can't do it. Dey makes a blanket 
out’n cow-barn dyed ox hide | Key 
erend Lee's rendition of carbon di 
oxide| an’ spreads it ovah de tiah, 
an’ dat put it out. But down heah 
dey ain’ got no cow-barn, an’ all de 
dyed ox hide dey uses to make ladies’ 
slippuhs.” 

So de ‘sembly line roll ‘long, an’ 
you burns in ‘lectric fiah fo’evah 
OV Debil call dis a Class C tiah 

De worstest fiah of all am for ce 
biggest Dat’s a flamin’ 
liquid fiah. Dey roasts you in oil 
You's just de same as hog-fat dey 
biles makin’ lahd. And dat don’ feel 
good. My goodness! It hurt. .\n 


sinnuhs. 


den dey fools you. 

Aftuh you been roastin’ dar ten 
thousan’ yeahs, an’ it hurt mo’ eve’y 
day, ‘long come a imp, and he say, 
“You likes me to put out dat flah?” 
An’ you says, “Yes.” An’ he say 
“How you wants me to put it out 
An’ you says, “Bring watah! I been 
burnin’ heah ten thousan’ yeahs an’ 
I ain’ see no watah.” Den he say 
“Dat's too bad.” 

Imp he get mo’ imps, and dey roll 
up barr'ls of watah. Dey don’ give 
you none to drink, 
de fiah. You says, 
soon be out !” 


but dey po’s toon 
“Now dat ol tiah 


[Continued on the next 


pag 


( 


—Continued 


3ut lo an’ behol’! De watah don’ 
put out de fiah. It just kinda spread 
it out, and you keeps on burnin’. 


"Ain' Dar No Way?" 


Den imp he bus’ out lattin’ like 
Satan hisself, an’ say, “Dat no way 
to put out flamin’ liquid fiah.” And 
you says, “.Ain’ dar no way 7" And 
imp say, “I shows you.” 

Den he sen’ othuh imps fo’ watah 
hose an’ to turn on de pump an’ to’ 
a bucket of foam compoun’. And he 
say, “Take dat plavypipe away from 
de chillun, dey done play wid it long 
enough.” Den dey makes a flamin’ 
liquid fiah in a pit what ain’ yet got 


no sinnuhs in it. And dar’s a big 
fiah. But dey makes foam an’ puts 
out de fiah in two shakes of a mule’s 
hin’ leg, “lapsed time, 

Den imp he grin, and say, “Dat’s 
de way to put out a Class B fiah 
But when has burned ten 
thousan’ 
started to burn 


vou 
mo’, vou has just 
You don't get no 


veahs 


foam.” 

Dreddern an’ sistuhs, what kin’ of 
sinnuhs is vou? Repent you’ sins 
befo’ it’s too late, an’ “scape de kin’s 
of flahs dey’s got in hell. 

De membuhs of de congregashun 
what has sought salvashun will now 
stan’ an’ sing fo’ de help of de un 
repennunt sinnuhs. | reads you the 
firs’ verse 
De bells of hell go ting-a-ling, 
Fo’ you but not fo’ me. 

Fo’ me de angels sing-a-ling 
Wee face our destinee. 

Reprinted from Firefax, published by the 

Pyrene Manufacturing Co. 


throughout the country. 
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Primary Markets 
for Insurance Stocks 


The First Boston Corporation has been a major factor in 
maintaining primary markets in insurance company stocks 
for more than 19 vears. Our 7 offices inter-connected by 
private wires assure vou of quick, accurate, up-to-the- 


minute bid and ask quotations from source markets 


Participation in the financing of a number of insurance 
companies complements our long trading experience and 
increases our ability to evaluate the investment merits of 
leading companies. From time to time, we issue special 
information bulletins on individual companies. 

Investors in insurance company ‘stocks are invited to 


communicate with our nearest office. 
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NEW COATING RETARDS 
FIRE 


Hk: latest thing in fire protec- 

tion is a paint that creates an 
inch-thick msulating marshmallow- 
like when exposed to 
flames or extreme heat. The new 
unlike earlier fire-retardant 
coatings, does not flake, has good 
resistance to moisture and adheres 


substance 


paint, 


well to most surfaces. Developed on 
an experimental basis by The Sher- 
win-Williams Company, it is de- 
signed for indoor uses. Its use as an 
undercoater for house paint is hoped 
for but is still in the realm of re- 
search. 

The coating, a powder 
thinned with water, resembles clear 
varnish in appearance. Once applied 
it may be covered with a coating of 
conventional paint to provide color, 
if desired, without endangering its 
fire-retardant qualities. 


new 


In one laboratory test, a wooden 
panel, coated with the new product, 
subjected to the flames of a 
blow-torch for twenty-five minutes. 


Was 


The intense heat of the flame caused 
the coating to swell into a spongy 
mass an inch to an inch-and-one- 
half thick. After the test, removal 
of the insulating mass revealed that 
the wood had not even been charred. 

Sherwin-Williams points out that 
use of the new paint cannot guaran- 
tee a fire-proof home but it can 
firemen another fifteen to 
twenty minutes to get a fire under 
control. 


allow 


Temporarily known as “Coating 
X", the new fire-retardant is avail 
able only for experimental purposes 
at the present. The manufacturer 
prefers to explore further uses and 
conduct 
fore making it commercially avail- 
able 


more exhaustive tests be- 


MULTIPLE-LINE IN S. C. 


UBJECT to change or modifica 
S tion as experience is accumulated, 
the South Carolina Insurance De 
partment has authorized multiple- 
line operations in that state. Pack 
age policies will not be allowed 
however except for well established 
combinations. Rates and the pre- 
mium for each coverage are to be 
indicated in the policy. 
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PROSPECTING METHODS 


Hike insurance business is a 
great challenge. It offers al- 
most unlimited opportunities 
for the man who ts informed, deter- 
mined, and and holds 
litle future for the man who lacks 


ambitious 


these qualitic >. 

When | say 
knowing the business, both from a 
technical as stand- 
point. Knowing it so that one can 
evaluate a client's program and then 
explain it in simple terms to the 
layman, and help direct his thinking. 


“informed,” I mean 


well as a sales 


Prospecting 


The matter of prospecting is of 
such vital importance, particularly 
to the newcomer in the business, that 
1 am going to make it the subject 
of this article. By any rule which 
may be apphed, prospects are the 
lite blood of the business—for pros- 
pects are people who later become 
customers 
Dut 

prospects ? 


the new 
How is he to go 
about What is the 
formula for turning prospects into 
customers > Naturally, every 
must develop his own methods, his 


where is agent to 


‘ 
get 


finding them ? 
agent 


own ideas, which in a measure, must 
be built around his own personality 
and his community, \d 
mittedly, no one can wholly adopt 
another but I will, 
however, discuss those prospecting 
methods which have worked for me 
the agent's first 
problem is to get as many clients on 
his books as possible-——and get them 
in the shortest possible time. To 
attain this goal, it is logical that 
personal lines must be considered 
The personal accident and compre- 
personal liability 
These policies are 


own 


man's ideas, 


Obviously, new 


hensive policies 
were my choices. 
easy to explain and the coverages 
have pretty universal appeal. Fur- 
thermore, the cost is low and this 
makes them comparatively easy to 
sell and easy to renew. 

Before the first prospect is con- 
tacted, however, the agent must let 
people know he is in business. He 
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ALBERT D. PAINTER 


must get his name before the public, 
for “keeping his light under a 
bushel” will get him nowhere. A 
business announcement, carefully 
prepared and printed on good stock 
is an excellent way to spread the 
news. | want to particularly em 
phasize that one shouldn't economize 
on these They 
should retlect dignity, for this is a 
high class business and the agent is 
is far better 


announcements. 


selling contidence. It 
to send out one hundred top quality 
announcements than to send out five 
hundred cheaply printed ones, for 
these add nothing to the prestige 
of the agent nor the company he 
represents. 

Next, an announcement in the 
local newspaper will reach those 
people to whom announcements were 
not sent. Although the casual reader 
may pay little attention to the adver- 
tisement at the time he reads it, it 
will carry weight at a later date when 
the agent contacts him. At least the 
name of the will sound 
familiar to him 
be a total stranger. 


agency 
and the agent won't 


Get Out and See People 
With the taken 


care of, it is now time to get out and 


announcements 


see people. In my case, I made the 


rounds among my friends and ac- 
quaintances. I let them know that I 
was in the business—and was in it to 
stay. | also let them know that | 
wanted their business and was 
prepared to give them any advice and 
counsel that might be needed. Fur- 
thermore, I let it be known that I 
was interested in their renewals and 
that I was prepared to render top 
quality service. Last but not least, 
I asked for recommendations of 
friends whom I could solicit, for I 
wanted the “chain system” to work 
for me. 

It is sometimes a temptation to 
“jump the gun” by making an im- 
mediate call on some of these recom- 
mended prospects, but I decided to 


get all the information | could about 
these people before contacting them. 
| had to know something of the 
calibre of the prospects first. For 
instance, what was the prospect's 
occupation? Was he the head of the 
business or an employee? His ap 
proximate Did he own 
his own home? Did he have children, 
and if so how many and how old were 
they? Did he own a car or a boat? 
What were his hobbies? With these 
facts well in mind, I was then able 
to evaluate his insurance needs. 


earnings ? 


Civic Activities 

My next point was to keep my 
name before the public. Civic ac- 
tivities furnished the answer to this 
problem. There many oppor- 
tumities for community service to 
the man who gives evidence of being 
willing to help. Perhaps the com 
munity needs a_ school building 
committee, perhaps there is work to 
be done for the Red Cross or the 
Community Chest. The Boy Scouts 
and the American Legion are always 
looking for men to act on advisory 
committees or do some sort of direct 
help. Every community has its own 
projects and activities and it’s a good 
idea for the insurance agent to be- 
come known as a man who 
things, as a man who is a worker for 
the community. This helps to keep’ 
him known—and when people are 
seeking an insurance connection it is 
logical to turn to someone they know. 
In addition to the benefits to his busi- 
ness, it is surprising the amount of 
personal satisfaction that is derived 
from such activities. 

Newspapers are filled with all 
kinds of leads, and I have always 
found it highly beneficial to read 
them carefully. Announcements of 
construction permits, both commer- 
cial and personal, new arrivals in 
the community, new businesses being 
formed, births, marriages, promo- 
tions, vacations, and many other 
things. News events such as acci 
dents, hold-ups, embezzlements, 


are 


dc eS 
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“Silent Partners* 


PACIFIC NATIONAL’S 
*\ hundreds of men and 
women are thoroughly trained 
in the tradition of the Ameri- 
can Agency System. Their re- 
sponsibility is to give prompt, 
interested service to you and 
your assured. 


< 


| This nationwide service 
N is solidly based on the 
bedrock of financial strength 
and time-proven stability. 


You build for tomorrow when 
you “write it in Pacific 
National” today! 


PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 
EASTERN DEPARTMENT + PHILADELPHIA 
WESTERN DEPARTMENT + CHICAGO 
SOUTHERN DEPARTMENT + ATLANTA 
OFFICES IN PRINCIPAL CITIES 
COAST TO COAST 


often make a community insurance 
minded—and makes prospecting 
easier. I have made a card record 
of many of these events, and these 
have been of great advantage to me 
in my later prospecting. 

While it naturally becomes in- 
creasingly difficult to prospect as 
actively as one’s business increases, 
it is still an important requisite. Like 
a hunting dog who never loses his 
scent for a covey of quail, the suc- 
cessful agent never stops prospect- 
ing. He realizes that every person 
is a prospect for something—and 
very often the business falls to the 
person who is well known—and who 
goes after it. Yes, and the business 
goes to the agent who knows the 
business and has a reputation of 
conscientiously servicing it. 

—Reprinted from The Aetna izer 


BROKERS BLANKET BOND 
BROADENED 


TOCK exchange members and 
S dealers in securities have been 
afforded broader blanket bond cov- 
erage by The Surety Association of 
America which was promulgated 
3rokers Blanket Bond, Standard 
Form No. 14 (Consolidated Form). 
This coverage involves no change in 
premium. The new consolidated 
form, which is retroactive to March 
28, 1949, combines all the coverages 
hitherto granted in the basic form 
of Brokers Blanket Bond, Standard 
Form No. 14, plus additional pro- 
visions designed to increase the scope 
of protection to insureds. 


TEXAS DEDUCTIBLE 
CHALLENGED 


SUIT to test the constitutional- 
Aity of the mandatory $100 de- 
ductible clause in all windstorm, hur- 
ricane and hail loss insurance policies 
in Texas has been filed in the 126th 
District Court by Jess D. Carter, 
Austin attorney. Mr. Carter seeks 
to set aside an order of the Texas 
Board of Insurance Commissioners, 
in effect since September 1, 1946 and 
reissued June 13, 1949, requiring the 
deductible clause to be used in all 
policies. If the order cannot be set 
aside, he asks that it be modified to 
permit persons to buy full coverage 
at a higher rate 


PHOENIX-CONNECTICUT 
GROUP 
of 


Fire Insurance Companies 


Che Phoenix 
Insurance Company, Hartford, Coun, 


The ,. 
Connecticut. 
Are Hartford Conn. 
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UITABLE 


Aire €. Jnjurance (ompany 


PROVIDENCE, 
1859 


ATLANTIC FIRE INSURANCE CO. 
Raleigh, North Carolina 


THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 


GREAT EASTERN FIRE INSURANCE CO. 
White Plains, N. Y. 


MINNEAPOLIS F. & M. INSURANCE CO. 
Minneapolis, Minn. 


RELIANCE INS. CO. OF CANADA 
Montreal, Canada 


* 


HARTFORD 
30 Trinity Street 


CHICAGO 
Insurance Exchange 


NEW YORK 
110 William Street 


SAN FRANCISCO 
220 Montgomery Street 


MONTREAL 
485 McGill Street 


All Forms of Fire ana 
Property Insurance including 
Ocean and Inland Marine 


'Country-wide Brokerage Service 


TIME TRIED & FIRE TESTED 
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THE LEGAW 


SAMUEL M. HOLLANDER, 


Sec. Treas., Federation of Ins. Counsel 


“CAVEAT DOCT 


of the most intriguing 

offshoots in the field of lia- 

bility insurance is that of the 
indemnification and defense of what 
is called, in the vernacular, mal- 
practice litigation. The imsurance 
policy, and particularly the lability 
insurance policy, has expanded 
spectacularly in scope and ramifi- 
cations since it left its swaddling 
clothes of the stigma of a gambling 
contract, originally frowned upon 
as illegal. Malpractice is a word 
of evil connotation and ruinous pos- 
sible result to reputation and saga- 
cious professional men avail them- 
selves of the comforting protection 
of an appropriate policy of insurance. 


Damoclean Threat 


It is colloquially and sorrowfully, 
and sometimes jestingly, said that a 
doctor buries his mistakes, but a 
lawyer's mistakes live on to plague 
him. There is actually less truth 
than forced humor in that expres- 
sion. Doctors do face the damoclean 
threat of litigation 1f a cure is not 
forthcoming to the satisfaction of 
the patient and the amount of actual 
trials has been on the increase. I 
have been particularly and keenly 
interested in the problems involved 
in this type of litigation, partly be- 
cause of a natural bump of explora- 
tory curiosity and mostly by neces- 
sity because of litigation in which I 
Research into 
these medico-legal questions has 
been fascinating and has produced 


have been involved. 
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its gratifying reward of a partial un- 
derstanding of that complicated field. 

It is hornbook law that negligence, 
the old trespass on the case, is the 
failure to exercise that degree of 
care a reasonably prudent person 
would use in the circumstances then 
existing. It is when we deal with the 
infinitely more delicate and highly 
developed phases of the sciences that 
the application of this elementary 
principle of law becomes obscure. 
What is the legal responsibility of 
a man of medicine to his patient? 


e.astro v 
12 N. J 


Lahnecker, (not officially re- 
; Smath v. Corrivan, 
80; Lolli v Gray, 
», Woody v Keller, 

/inll v Plume, 

53; Young v 

24, 39A.(2d) 115; West 
v Underwood, 132 N._J. L. 328, 40A.(2d) 610, 
See also 2 Cooley on Torts, 1388. 


Is it absolute, conditional, qualitied 
or non-existent. In the earliest ad- 
judicated case in New Jersey the 
Court of last resort said “The phy- 
sician, like the attorney, undertakes 
in the practice of his profession that 
he is possessed of that degree of 
knowledge and skill therein which 
usually pertains to the other mem- 
bers of his profession.” Ely v Wil- 
bur, 49 N. J. L. 685, 10 Atl. 441. 
This is the basic principle to which 
all problems in liability of a doctor, 
physician or surgeon to a patient 
must be referred. This rule has been 
consistently followed.* A_ plaintiff, 
the patient, must sustain the ultimate 
burden of proof of establishing by 
a preponderance of the evidence that 
the doctor failed to fulfill the required 
criterion of knowledge and_ skill 
Further, that the doctor deviated 
and was deficient in his treatments 
and did not use the standard and 
usual treatments followed by the 
other members of his profession. 


Not a Guarantor 


A doctor is not a guarantor of 
the good effects of his treatments; 
he only undertakes to do what can 
ordinarily be done under similar 
circumstances, Ely v Wilbur, supra, 
Smith Corrigon, supra, unless 
there is an express contract of cure 
A patient-plaintitf must prove by 
expert testimony that the defendant- 
doctor failed to use the requisite 
degree of professional skill de- 


(Continued on the next page) 
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manded of the doctor. The expert 
testimony required must be by those 
qualified by their own knowledge 
arid experience in the same profes 
sion to know and state whether in 
the given circumstances the doctor 
had failed to exercise the degree of 
knowledge and skill demanded of 
him. Res ipsa loquitur has no ap- 
plication. 

\s was said in Grimaldi v Zegliv, 
3. N. J. Misc. 669, 129 Aci. 475, “A 
case of malpractice cannot be proven 
by the testimony of a few physicians 
or surgeons that they would have 
used some other treatment than the 
one used in the absence of testimony 
from which it can be inferred that 
the defendant failed to give the case 
the skill and ordinarily pos 
sessed and exercised by others in the 
The Court also point 


care 


profession.” 
edly stated: 


“To permit a jury to pass upon 
the question of malpractice because 
testimony is given by physicians that 
they would have used a different 
treatment from the one prescribed 
or followed would be to make a phy 
sician or surgeon a guarantor of the 
success of his treatment in every 
case. If he fails to restore his patient, 
he must face a lawsuit with its ac- 
companying annoyances and ex 
penses. If the plaintiff's position be 
sound, a jury must pass upon the 
question whether the treatment was 
correct or not. As the plaintitf did 
not respond to the treatment given 
and his arm become restored to its 
condition prior to the fracture, it 
could be expected that a jury would 
reach the conclusion that some other 
treatment should have been applied 
The result would be to return a ver 
dict for the plaintiff, notwithstand 
ing the same infection might have 
followed the other kind of treatment 


Is the Insurance Agency really an Insurance Store? 


THE AGENCY’S 
SHOW-WINDOW 


How can the Agent 
make his Show- 
Window work for him? 


The agent, like the retail mer- 
chant, can use his window to 
attract the publie into his in- 


surance “‘store.”’ 

Since the one thing every- 
body is interested in is himself, 
your show-window will be most 
attractive if your display is of 
personal interest to the people 


who look at it. 


In addition, if what you have 
in the window has a bearing on 
the insurance business—you 
have a winning combination. A 
display of fire extinguishers 
might fit this picture. 

Whether ‘‘merchandising”’ 
commodities or insurance, our 
advertising is best when spelled 


” 


witha “U" and not with an “I. 


MPANY 
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If such were the law, there would be 
few physicians and surgeons who 
would undertake to treat a case. For 
every failure to effect a cure would 
lay the basis for a lawsuit.” 

This epitomizes the law admirably 
and succinctly, and shows the true 
basis for a motion for a dismissal at 
the end of the plaintiff's case. 


Consequential Injury 


The task of the patient-plaintifi 
fulfilled and he cannot rest 
upon his laurels even if he does per 


Is not 


chance meet the required quantum 
and quality of proof of negligence on 
the part ot the doctor-defendant. Hk 
cannot then sit and merely 
wait for the jury to reduce to dollars 
In order to 
support an action, there must be not 


back 
and cents his damages. 
only the negligent act, but also a 
consequential injury which the 
gravamen of the charge. Ochs \ 
Public Service, 81 N. J. L. 661, 80 
495; Maher v Magnus, 99 N. | 
L.. 514, 123 Atl. 868; Wilsey v West 
Jersey, 44. N. J. L. 247; Migliaccio 
v Public Service, 101 N. ¥ L. 496, 
130 Atl. 9, affirmed 102 N. J. L. 442. 
132 Atl. 923. The patient-plaintitf 
must show that his misfortunes origi- 
nated from the treatments by the 
doctor-defendant, not the natural re- 
sults of his physical and vascular 
condition. The old plaguing neces 
sity of proximate cause and probable 
causal relationship comes into play 
as a sine qua non and is often an 
insurmountable stumbling — block 
Usually it can be shown that the 
patient's condition, internal, ortho 
pedic, vascular and even mental, was 
the independent and sole cause. 

\ malpractice case truly points up 
the prime necessity that a lawyer 
have a smattering of acquaintance 
with medico-legal problems and a 
The day 


familiarity with medicine 


is past when a lawver can confine 
himself to the drv principles of law; 
he must broaden his horizon to take 
in medicine, dentistry, accountancy 
and all professional fields with which 
he can possibly have contact. A 
little knowledge mav be dangerous, 
but it is helpful in assaying the value 
of a case 


You never realize how little you matter 
until you return after a month's absence and 
a neighbor, seeing your baggage, says, "Go- 
ing away?” 


Beat’s Fire and Casualty News 
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INSURANCE MANAGERS 


OME time ago the American 
Management Association sent 
h out a comprehensive question 
naire to a large number of repre 
sentative firms in various fields 
mercantile and manufacturing com 
pames, public utilities, and financial 
and service tirms—asking about the 
adnunistration of their insurance de 
partments and their policy on insur 
Iwo hundred and 
twenty-six companies replied, rang 
ing from small firms with assets un 
der a million dollars to those with 


ance coverage 


assets in the hundreds of millions. 
Che largest number of replies came 
irom the manufacturing group, but 
the other tields were all well repre- 


sented. 


Questionnaire Results 


From the results 


and from special case studies and 


questionnaire 


conferences with leading insurance 
buyers, brokers, and insurance com 
panies, it has been possible to obtain 
a picture of the administration of in- 
surance today. The following paper 
embodies a few highlights 

One fact which is strikingly ap- 
parent is the extent to which prac- 
tices in some firms lag behind those 
of the modern professional insurance 
administrator. A large number of 
companies, probably the majority, 
have well-planned, integrated insur- 
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Manager, Insurance Department, 
Philco Corporation 


ance programs managed by men of 
professional competence, but there 
is still a sizable group that regards 
insurance as a “necessary evil” and 
gives insurance planning only spora 
dic attention. For example, despite 
all that has been said about insur 
able values in the past few vears, 
quite are still 
blithely using book values, and seem 
likely to continue doing so until a 
loss teaches them that co-insurance 
clauses were put in policies for some 


few companies 


other purpose than to fill up space 


\bout one-third of the 
reported that their msurance is ad 
aa full-time 


companies 
nunistered by manager ; 


in other cases, it is under the direc 
tion of a company officer, most com 
monly under the treasurer 

Whether insurance is a 


and 


full-time 


activity or not, regardless ot 
the number of people employed tu 
handle it, I 


jurisdiction 


believe that complete 
over it should rest m a 
single administrator. Centralization 
permits better policy growth, whole 
sale purchasing, coverage coordina 
clerical 


tion, and intelligent 


attention 


More 


In decentra 


CASES, 


lized admimstration wall mean in 
creased premium cost, but this is not 
the 
tar 


tailment of 


consideration 
the cur 
which follows 


Most maportant 


greater weight 1s 
coverage 


decentralization 


Adjuncts of Insurance 


However, in the case of certam 


phases of the work which may In 


properly classitied as adjuncts ot 


insurance—the most important un 


derlying duties are properly the 


work of another department. Some 
typical examples follow 
Profit-sharing and funded (not 
msured) pension plans 
plex 
should be carried on in departments 


involve com 


accounting operations and 
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LN C CA ND specifically staffed for such work. 

Insured pension plans should be 
carried through their formative 
stages by the insurance administra 
should their 


tor, who also analyze 


Cost. 


Three departments are usually m 
volved in operation of all other 
forms of group insurance. Technical 
detail is the province of the insur 
ance administrator, who will handle 
gall negotiations regarding purchase. 


|| 23— Fr.— Beginning of Autumn, 4:06 A.M 


provisions, recapture Of ex 
cess retention, and claim disputes be 
tween the insurer and the insured 


On September 13, 1851, Walter Reed was | In combating fire losses, for geneva 


born, He achieved enduring fame by conguering | « al stock fire in companies as those of | oO | | | 1 | 

yellow fever scourge of mankind stemming ociation Group have sought out the employee. n the other hand, the 
trom the obscure mosquito, Of all scourges with d -s, and have minimized fires” employ ee will be admitted to the 
obscure origins, probably the greatestis thatof fire. | ravages in great degree. plan by the personnel department, 


1949 — SEPTEMBER hath 30 days “Nothing succeeds like succe which will handle his claim as well, 


1—Th. — 1939, Nazi armics invaded Poland, starting World War II 
2—Fr.— 1945, Six years later Japanese signed surrender on battleship Missouri, cnding 


and record-keeping and accounting 
mattets will be in the hands of the 


4—Su.— 1870, France proclaimed a Republic 
5— M.—LABOR DAY 
6—Tu.— Protect the fruits of your labor. Make sure all your property is adequately 
insured 
7--W.— +: Full Moon, 4:59 A.M., E.S.T. 
~ 1630, Scttlement of Boston, Mass. 
8 —Th —1664, British forces captured Manhattan and Brooklyn from the Dutch 
9 —Fr.— 1850, California admitted to the Union 
10— Sa. —1755, Acadians cxiled from Nova Scotia 
11—Su. — 1609, Henry Hudson discovered site of New York City 
12 —M.— 1938, Pucrto Rico hurricane — loss, $85,000,000 
13—Twu.—1814, Francis Scott Key wrote Star Spangled Banner’’ 
14—W.— 1944, a swept Atlantic Coast. $100,000,000 property damage, 40 
ives lost 
15—Th.— ~ Last Quarter, 9:29 A.M., E.S.T. 
1889, Robert Benchley, humorist, born 
16—Fr.—1940, Sclective Service Act signed. 
17 —Sa.-- Estimating the adequacy of property insurane is a specialist’s job. Ask 
your Agent or Broker to go over your policies now. 
18—Su.— 1926, Tropical Hurricane on Florida Coast caused $165,000,000 property 
damage 
| 19 M.— 1899, Capt. Dreyfus, scapegoat in French military treason scandal, pardoned 
20—Tu. 1944, US. Pacific Fleet struck Luzon, PI 
| 21—W.—1784, First daily newspaper in the U.S., The American Daily Adcertiser 
issucd by B. Franklin's grandson. 
22- Th.—@> New Moon, 7:21 A.M., E. S.T. 
— 1776, Nathan Hale executed by British 


Fidelity Bonds 


Seeing that fidelity bond ayplica- 
tions are completed by new em- 
ployees is a personnel function, al- 
though the application may be 
processed by the insurance adminis- 
trator. The insurance company’s re- 
port, however, should go directly to 
the general auditor to prevent too 
wide dissemination of private in 
formation. 


World War Il 
accounting department. 
3—Sa.— 1844, The Reliance Insurance Co. issued its first policy. iccounting department 

¥ lant protection and safety engi 
fn cring are functions which the in- 
& surance manager may control or 
I which may be autonomous. This is 
a matter which entails considerable 
study of the individual business and 
can be decided only after weighing 
such factors as the extent of per- 

24—Sa — Fire Prevention is everybody's business. 

| 25 Su,— 1849, Johann Strauss, famed for his waltzes, dicd in Vicnna. 
| 26—M.- 1513, Pacific Occan discovered by Balboa 
| 27—Tu.— 1939, Warsaw surrendered to the Germans scope ot operations, staff assistance, 


28- W. 9) First Quarter, 11:18 P.M., E.S.T. fs the amount of time the insur- 


sonnel supervision necessary, tech 
nical and engineering requirements, 


29—Th — 1947, Grace Linc’s $5,000,000 pict in lower New York City destroyed by ance department has available. No 
fire, 140 firemen inyured rule of thumb, no definite theory, has 

30 — Fr — 1896, National Assn. of Insurance Agents formed. 
— - been indicated by the AMA study. 
OBSERVAT ION for September: There's only one way to make sure that y It has been found, at times, that a 
hie. more complete control of insurance 
is possible if these functions are 


— RANCE i ment costs. Have it reviewed 
| PROPERTY INSU ation , Broker frequently. 


Fire-Auto- separated from it 


FIRE ASSOCIATION GROUP 


4 \s regards current practice on 
these jurisdictional matters, the 
& \MA survey showed that fire, boiler 
pand machinery, criminal loss, bonds 
band hability insurance, claims, losses, 
and real estate are administered al- 


| Fire Association of Philadelphia Lumbermen's Insurance Company 
| The Reliance Insurance Company i=) Philadelphia National Insurance Company 
PHILADELPHIA 4 PENNSYLVANIA 


SYMBOL OF SLCURITY SINCE 


INSUB! 
g 
\ 
| 
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H 

pe 


most exclusively by the insurance 
administrator; and plant protection 
and safety engineering are generally 


set up as a separate department. 


(sroup insurance is under the direc- | WHAT CAN 
tion of the insurance administrator 
* 
personne] in about one quarter, and . THE EXTRA MAN 
under a variety of other departments } : g 
in the remainder. DO FOR \yYou ? 


in more than half the cases; under 


Selection of an Administrator 


From the questionnaire answers 
one can draw up a composite list of 
the requirements the companies, as 
a group, believe the insurance ad 
ministrator should have. Thev are 
(listed in the order of their im 
portance to the re sponcde nts) 

1. A general knowledge of insur 
ance coverages and practices 
' 2. An understanding of business Wourp you like to have a group insurance or pension 
Experience in the employer's specialist to help you... PLAN ...SELL... and SERVICE group 
line of business. business? Many of your clients are going to buy it from someone. 

4. Ability to think objectively Let us provide plans which will entitle you to obtain this 

5. Some knowledge of the physi business from your clients. 
cal side of safety practices. 

6. An education, preferably for 
mal, which will permit the growth 
of the insurance administrator to Tue Connecticut General 
positions of greater importance and 
responsibility. 

I myself do not agree that the 
latter requirement should be last 
on the list. It seems to me, in fact, protection. His work costs 
that placing it there reflects a still 
incomplete understanding of the po 
tentialities of the insurance adminis 


specialist will work for you 


on any type of group 


you nothing. 


trator’s work. 


* The FXTRA MAN typifies 

the specialized help that you 
Generally speaking, management as a broker or surplus writer 
can secure trom your nearest 
Connecticut General oftice. 
The example above is one of 
many ways that the EXTRA 
MAN can help you build or 
conserve business. 


Management Policy 


policies on the subject of insurance 
administration are not clearly crvs 
tallized, except in the larger busi 
nesses, and then too infrequently 
Basically, this is because insurance 
premium costs constitute only a very 
small part of total business costs, 


but that reasoning embodies a non 0 T t T 
sequitur of the first order. Relative 
costs have little to do with the mat 
ter. The real measure of the im G f L 
BETTER SERVICE 


portance of insurance is the respon . 
LIFE INSURANCE COMPANY THROUGH BETTER MEN 


HARTFORD, CONNECTICUT 


sibility it bears. Incompetent insur 
ance administration is alwavs ex 
pensive, not so much because of 
premium cost, but because it leaves 
the company wide-open for serious 


Continued on the next page 
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Insurance Managers ntinued 


be great 
enough to impair its working capital 


losses, which may even 
position 

\ good many companies which 
think they have developed a “man 
agement on imsurance cov 
erage have not actually done so. kor 
example, it is not enough to state: 
“Ttisa policy of this corporation that 
Ul exposures or hazards which may 
cause substantial loss be insured in 


a commercial company, all other 
risks are to be assumed by the cor 
poration.” That statement is not 
only meaningless ; it is also danger- 
ous. Where policy is as vague as 
that, it leaves tremendous scope for 
poor judgment. Policy statements 
should be exact, as: “The corpora- 
tion will assume the risk of fire and 
allied perils on: (1) the contents of 
offices in public buildings when 
valued at less than $2,500; (2) in 
ventories in public warehouses when 


A STURDY 
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FIRE AND MARINE INSURANCE CO. 
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Cc. W. HALL 


Vice President 


MICHAEL SCHW ETS 


Secretary 


MINNEAPOLIS, 


TWO SOLID COMPANIES WITH HOME OFFICE IN THE 
WHEAT AND CORN BELT. 


FRIENDLY AGENCY RELATIONS WITH EXCELLENT 
CAPACITY AND LOss SERVICE. 


TWIN CITY FIRE INSURANCE CO. 
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j. C. HULLETT 


Vice President 


FREDERIC D. WELD 


Secretary 


& MARINE INS. 


MINNESOTA 
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valued at less than $2,500; (3) nm 
ventories in supphers’ plants when 
valued at less than $2,500; (4) 
company-owned dwellings not within 
one city block of other company 
owned dwellings. All other property 
shall be insured to not less than 80 
per cent of sound value.” 


Brokers and Consultants 


In this paper, it has not been 
possible to touch on all the subjects 
covered by the survey, or to discuss 
any of them in detail. | have merely 
picked out those which lend them 
selves best to telescopic treatment, 
and have omitted others of great 
importance, such as appraisals, 
records, and the handling of losses 
[ should like, however, to touch on 
one other point which may be of 
interest; namely, the use made of 
brokers and consultants. 

Most of the ce mipanies represented 
place their fire and casualty insurance 
through brokers, 82 per cent in the 
case of fire, 87 per cent in the case 
of casualty. On group insurance, 
they divide almost equally: 51 per 
cent place it through brokers; 4° 
per cent do not. The question of 
“splitting the line” or dividing insur- 
ance among several brokers aroused 
considerable comment among pur- 
chasers and brokers alike. It is 
generally found best to make one 
broker responsible for all of a given 
kind of insurance: 1.e., all fire or 
all casualtv. If it is necessary, he- 
cause of local conditions, to place 
some business with other brokers, 
it should be supervised by the 
primary broker, who may make the 
necessary commission arrangements 


Opinions Divided 


On the 


OPIN 


matter of consultants 
radically divided 
one-third of — the 
companies were favorably impressed 


were 
\pproximately 


by the work done by outside con 
sultants and considered their cost 
reasonable for results obtained. A 
second group, of about the same size 
had directly 
The remainder of those who utilized 
such services had no opinion on the 
subject; the service had become so 
much a part of their business system 
that it was accepted without question 


the site opint mn 


or comment 
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BUILDING GOOD WILL 


I.L. of us must realize that 

when we speak of “public re 

lations” we are not adverting 
to a series of isolated phenomena 
Though our public relations can be 
subjected to scientific scrutiny and 
analysis they do not exist in a test 
tube, in the imagination of our ad- 
vertising counsel, or even among the 
countless briefs and outlines which 
have been prepared to explain the 
nature of this fascinating aspect of 
our activity. Rather public relations 
is a dynamic, omnipresent force be- 
cause public relations is nothing 
more nor less than human relations 
It is the sum total of the reactions 
resulting from our with 


prec 


contacts 


Public Relations Human 


‘To discuss public relations as if it 
were something that we can take or 
leave, departmentalize or relegate to 
a particular echelon of the business 
is to demonstrate a fundamental mis- 
conception of the whole subject. The 
very fact of our being makes human 
reaction to us as inevitable as the 
passage of time. This inevitability 
of reaction holds whether we are ac- 
tive or quiescent. It is only the kind 
of reaction that varies. It follows 
that if we are interested in building 
public acceptance and esteem for our 
husiness we must be and do those 
things which stimulate favorable 
public reaction. Putting it another 
must constantly seek to 
Reduced to lowest 


wav, we 
make friends 
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terms this is our public relations 
problem or as I prefer to think ot 
it-—our public relations opportunity 

I, for one, believe the progress of 
our own industry proves that state- 
ment. True it is that our record 
has not been perfect, a fact admitted 
by accident and health insurance 
men more readily than by any other 
group. There are even some of us 
who have so concentrated our at- 
tention on the defects that we have 
lost our perspective and to the lay 
men seem apologists for the business 
To me it is neither peculiar nor dis- 
heartening that accident and health 
insurance has failed as yet to achieve 
perfection. The millennium hasn't 
arrived for democracy either, but we 
don't apologize for our form of 
government simply because it has 
some flaws. Monogamy has some 
obvious drawbacks, but we are not 
too critical of it because it is a pretty 
sound basis for the home and family. 
Every once in a while an airplane 
cracks up, but that doesn’t impel 
anyone to decry the place of air 
transportation in our scheme of 
things. It should be no different 
with accident and health insurance. 

The important thing not 
whether the business is perfect but 
whether it is making progress to- 
ward perfection. Without question 
accident and sickness insurance, as 
written by private insurance carriers, 
is for the overwhelming majority of 
Americans the one best way of pro 


tecting themselves against the fi 
nancial consequences of disability. It 
that business is trending in the right 
direction, if it has shown a sincere 
and continuing desire to improve the 
caliber of its service, if its attitude 
toward its responsibility has been 
wholesome and in the public inter 
est, then it should cause no particular 
concern that the utopian millennium 
has not yet arrived. 


A Look at the Record 


What does the record show? Let 
us measure the performance of ac- 
cident and health insurance in terms 
of the reasonable goals of a sound 
public relations program. The In- 
stitute of Life Insurance which has 
done such a spectacularly good job 
in its field has listed as the funda 
mental objectives of its program: 
1) To do a good job well, 2) To let 
others know of this performance, and 
3) To be a good citizen. These ob- 
jectives have equal application to 
our business. What kind of a job 
has accident and health 
done? 


insurance 


Business Still Young 


Let us remember that this busi- 
ness is still a young business. Ac- 
cident and health insurance dates its 
continuous operation in this country 
only from 1865. It began without 
the benefit of any well developed 
pattern or plan. It had neither 


Continued on the next pace 
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statistical experience on which to 
base its rates nor a background of 
statute or court-made law to help in 
fashioning its policy forms. Yet, in 
less than two generations, accident 
and sickness insurance has grown to 
the point that it is today one of the 
largest of all casualty lines in terms 
of premiums written. It has ex- 
tended the protection of its coverage 
from a mere handful of insureds to 
more than 40 million men, women, 


and children. Its most amazing 
period of growth has been during the 
last decade which has seen accident 
and health premiums double and re- 
double in amount. 

A few years ago we used to hear 
the expression, “Forty million 
Frenchmen can’t be wrong.” I think 
we in disability insurance might well 
paraphrase that expression because 
it can’t be argued seriously that forty 
million hard-headed Americans, who 
are free to think, say, and do as they 
see fit in such matters, would con- 


FIRE - AUTO - MARINE - CASUALTY - FIDELITY - SURETY - AVIATION 


Standard of Detroit Group 
of 
Insurance Companies 


Standard Accident Insurance Co., Detroit 
Planet Insurance Company, Detroit 
Pilot Insurance Company, Toronto 


Home Office 
610 Temple Ave., Detroit 32, Michigan 
STANDARD SERVICE SATISFIES ........ SINCE 1884 


tinue to pay nearly one billion dol- 
lars a year in premiums unless they 
thought accident and health insur- 
ance was doing a good job for them 


Progress Has Been Made 


Some of our theoretical friends 
who hold to the notion that the ordi- 
nary American has to be protected 
against himself by omniscient public 
authority may argue that mere 
growth, no matter how spectacular, 
is not conclusive of public acceptance 
and favor. Such contention might 
be valid were the expansion not 
built upon compelling reasons for 
public support of accident and health 
insurance. Witness the progress that 
has been made in such matters as the 
quality of the coverage offered, the 
type of field representation supported 
by the companies, or the claim prac- 
tices of the insurers. The policy 
forms available to our prospects to- 
day bear little resemblance to the 
technically worded and narrowly 
restrictive contracts which were 
characteristic of the business in its 
early days. Though some credit for 
this improvement should go to public 
authority, by and large such statutes 
as have promoted the liberalization 
of policy provisions have been 
molded by the industry and simply 
adopted the best practices of the 
business. 

The agents who carry the message 
of accident and health insurance to 
the buying public today are increas- 
ingly fulltime career underwriters 
who view their work as a truly pro- 
fessional calling. Contrast this situ- 
ation with the insurance “peddling” 
that prevailed, not only in this field, 
but in most branches of insurance 
not many decades ago. There was a 
time when some accident and health 
insurance carriers viewed each claim 
with a jaundiced eve. Now the busi- 
ness is so uniformly operated in 
the interest of the insured that sur- 
veys of claim complaints to repre- 
sentative insurance departments es- 
tablish that no line develops as few 
complaints per claim paid as acci- 
dent and sickness insurance. 

Though most companies are as 
keenly competitive as ever, agency 
proselyting and other inter-company 
practices of a nature inimical of the 
good name of the business are fast 
disappearing. Hand in hand with 
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and because of these progressive 
developments has come a wide pub- 
lic acceptance of accident and health 
insurance. Each one of the trends 
enumerated has made new friends 
and helped cement old ones for the 
business. Can anyone question that 
building good will by maintaining a 
progressive and enlightened attitude 
has been profitable ? 


Salutary Competition 


As amazing as the record has been, 
itis the natural consequence of the 
open, free, and vigorous competition 
which has alwavs characterized the 
industry. When one company found 
it possible to adopt a more liberal 
coverage Or Improve its service, com 
petition brought about emulation 
with the result that good practices 
have been widely adopted and have 
become the customary thing. What 
a far cry this is from the situation 
that would have existed if initiative 
and imagination had been atrophied 
by statutory requirement of a 
standard policy form. 

The increasing public acceptance 
of accident and health insurance has 
coincided with the development. of 
a trustee attitude on the part of 
management. It is understandable 
that during the pioneer days of trial 
and error, when the business had the 
responsibility of safeguarding but a 
relatively few 
ments could be and sometimes were 
reckless. The evolution of sound 
underwriting techniques and the in- 
crease in the number of our insureds 
has nurtured the trustee attitude of 
management and this in turn has 
promoted a wider dependence on 
accident and sickness insurance as 
a safe and necessary coverage for 
the individual and the family. 


insureds, manage- 


It is not easy to delineate with 
precision all of the concepts that must 
be synthesized to produce this at- 
titude of trusteeship. Certainly it 
encompasses the fundamental reali- 
zation that only those businesses 
which perform a needful function in 
an efficient and popular manner will 
long survive in a free, competitive 
economy. It requires the vision and 
courage to speak out and act ag- 
gressively against whatever threatens 
sound and progressive operation 
whether the threat emanates from 
political quarters, from misguided re- 
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formers, or from within the busi- 
ness itself. It believes in the maxim 
that he 
most. 
Nothing is more essential to the 
further success of our industry than 
the cultivation of this trustee point 
of view by the men who determine 


who serves best prospers 


policy and administer the business. 
They must and do with extremely 
rare exceptions appreciate the sig- 
nificant part that accident and 
health insurance plays in maintain- 
ing the American way of life. This 


business is a sound bastion of de 
mocracy and of the free enterprise 
system. It will continue to 
and prosper as management keeps 
always to the fore the interest of the 
policyholder and then spells out that 
attitude in such a way as to leave 
no questions about the philosophy 
of our business 

Our critics have railed at us be 
cause we have not yet achieved per- 
fection. Such criticism comes easily 
from those who do not have the 
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Building Good Will—Continued 


responsibility of maintaining the in- 
tegrity of a great enterprise against 
the hazards of dangerous experi- 
mentation. It would have been per- 
tectly possible for the accident and 
health managers of 1890 or 1900 to 
draft and sell policies identical to 
those of the modern market, but, 
without a background of underwrit 
ing and administrative know-how 
such a move would have led to dis 
aster. We who are in the business 
today are accused of lacking in lead 
ership because it is not yet possible 


mul iple line fa 


general c 


fidelity —surety 
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to offer entirely unrestricted cover 
age of every conceivable hazard to 
all classes of risks at a premium 
within the reach of everyone who 
desires to apply. We are scourged 
because an occasional agent fails to 
represent the industry in the most 
creditable manner. 

Because criticism, no matter how 
ill-founded or by what source 
voiced, always has more news-ap- 
peal than a record of quiet, solid ac- 
complishment, some circles believe 
that the accident and health industry 
is guilty of bad “public relations.” 
If we have failed to measure up to 


CONTINENTAL CASUALTY COMPANY 
Continental Companies Building - Chicago 4, Illinois 


Affiliated with Continental Assurance Company, Transportation Insurance Company 


our public relations opportunity on 
any score it has not been in terms 
of the job we have done; it has not 
been that we have failed to be a 
good citizen. It may very well be 
that we have failed to let people 
know about the kind of a job that 
we are doing. If that is the case 
and I suspect it is—-can we not 
reap a greater dividend of good will 
if we conscientiously make our every 
operation meaningful to all who have 
a contact with this industry? For 
my part I think the time has come 
for accident and health insurance to 
take otf its hair shirt, emerge from 
its Gethsemane and begin telling the 
world about its accomplishments 


We who are active in accident and 
sickness insurance believe in it be 
cause we know that it is sound and 
progressive We know the human 
itarian service that it performs sate 
guarding the home when disability 
strikes without the humiliation ot 
charity or the waste and cold im- 
personality ot public intervention 
We know that personal insurance, 
premised as it is on the traditional 
virtues of thrift and individual in- 
itiative, is one of the truly fine ex- 
pressions of a tree enterprise, demo- 
cratic system in action. Yet it is not 
sufficient that we know these things 
We must make them equally under- 
stood by all the millions of Ameri 
cans. This is accident and health in 
surance’s greatest opportunity. It is 
top management's opportunity and 
when it has been developed, as it 
will be, no one will question that 
building good will is profitable 


MANY POLIO POLICIES SOLD 


M. SMITH, 
ethe Continental Casualty Com- 
pany, has reported that the com 
pany expects to have sold over 300, 
cot Its 


Vice president ot 


two-vear family and 
madividual polio policies by the end 
of August 
mium volume of approximately $5.- 


represents a pre 


| .osses on the policy are 
currently seasonal 


lactor 


running high, a 
Claims imeurred are im ex 
ot earned 


It is ¢ \pected that loss ex 


of 
to date 
perience 


will be at a more normai 
level as the policies enter their se 
ond vearT 
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GET THE MONEY 


Hd. average claims adjuster 
making his 
is usually 


when 

tion, 
forgettul of the possibilities of suc 
subrogation. His 
taken up with an attempt to keep his 
assured happy, and to complete the 
investigation so he can rightfully 
tell the other carrier that his assured 
assumes no liability. 

This is all well and good—and 
is work that must be done. How 
the time attention 
should be given to the angle that 
the other party can be made to pay 
for the damage done to the property 
When a careful 
study along this line 1s made, the 


investiga 
completely 


cessful time 


ever, at same 


of vour assured 
percentage of cases in which a sub 
rogation demand is made will show 


a healthy increase! 


Take Steps Immediately 


When it has been decided that the 
likelihood of successful subrogation 
exists, then an immediate step should 
he taken to effect a collection. There 
is no need to wait for final invoices 
the 
Instead, 


amount of your 
strike the 
when there is a strong 
(As 
time goes by, this guilty viewpoint 
will diminish.) Write to the respon 
sible party and list the approximate 
amount, stating that evidence of the 
correct total will be forthcoming 
Many companies are lax in the 
methods used to attempt a collection 
Usually a series of form letters are 
used, being sent out at 


listing exact 
demand. 
issue 15 alive 
possibility of a feeling of guilt 


while 


intervals of 
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several weeks. It 1s not unusual for 
as many as eight or ten letters to be 
ma series, and for these to be spre ad 
over a period of five or six months 
This is almost a complete waste of 
office expense ! 


Three Letters Are Enough 


Three form letters are enough for 
subrogating against an individual 
and only one when making a demand 
direct to his imsurance company. 
examples of such letters follow, 
starting with the one intended for 
another carrier 


Date 
File # 
Blank Mfg. Co. vs. John Doe 
(sentlemen : 

We are handling the above auto 
mobile collision claim under a policy 
with our insured. We are advised 
that you are the insurance carrier 
for — 

The facts of 
lated to us, indicate that it 
caused by the negligence of your 
insured, This letter is to notify you 
of our subrogation rights. We are 
hereby presenting claim the 
amount of $ 
invoices in said amount 

When your investigation is com 
plete, we shall appreciate hearing 
from you. 


the accident as re 


Was 


and enclose 


Yours very truly, 


The sample letters to an imdividual 
tollow : 
(Letter #1) 

Date 
File 

Vary Smith vs. John Doe 
Dear Sir 

By virtue of a policy of collision 
insurance, we 
gated to our assured’s rights of re 
covery for the damage done to his 
property in the amount of $ 
This has reference to an 
that occurred . involving the 
vehicle of our assured, and one reg 
istered to vourself 


have become subro 


accident 


Our investigation reveals that the 
damage done to our assured’s prop 
erty was caused by your negligence 

If you are insured for this acci 
dent, please furnish us with the name 
and address of your insurance com 
pany, being sure vou have reported 
it to them. We attach a copy of the 
repair invoice in the amount of 
$ -, and ask that you contact 
this office at once regarding your 
disposition of this claim. 

Yours very truly, 


(Letter #2) 
Date 
File # 
Vary Smith vs. John Doe 
Dear Sir: 

Unless we hear from you or your 
within 
days, we shall assume it is not your 
intention to attempt a friendly dis 
position of our subrogation claim in 
the amount of $ 

(Continued 
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Get the Money—Continued 


We would dislike having to refer 
this matter to our legal department, 
in which event court costs would be 
added in addition to any other ex- 
penses to which our assured would 
be legally entitled. 

If we are forced to do so, such 
action will be taken! 

Yours very truly, 


( Letter #3) 
Date ————— 
File # - 
Mary Smith vs. John Doe 
Dear Sir: 

You have failed to supply any 
reason why vou have not paid us, and 
the payment of our subrogation claim 
amounting to $ 
This amount should be paid at once! 

Unless we hear from you within 
15 days, this claim will be auto- 
matically sent to the legal depart- 
ment for necessary action to enforce 
collection. 

The matter now rests in your 
hands. The decision is yours! 
Yours very truly, 


is long over due! 


Three letters are considered 
enough because if the person re- 
ceiving them is going to pay with- 
out court action, the three letters 
will accomplish that which is being 
attempted—-getting the cash! If he 
is not going to pay, then sending an 
additional series of letters is just 
so much wasted time and expense 


Prompt Action Necessary 


In addition to the wasted effort, 
there is another fault—and an im- 
portant one. Should litigation be 
necessary, it is much better to get 
started as soon as possible; for if 
this is not done, all concerned will 
become hazy as to important details 
Information that might well be the 
winning testimony can be forgotten 
if the suit is not started for half a 
year or more. The theory might be 
offered that if it is put off the one 
being sued will also forget informa- 
tion important to his side of the 
argument. This is true only to a 
limited degree. When vour assured 
is in the right you naturally have the 
better of the argument, but unless 
he remembers all of the “what and 
how” it may be difficult to prove 
liability. 

Many insurance companies have 
each adjuster handle his own subro 


gation, while others have a depart- 
ment which takes care of the matter. 
In nearly all instances the personnel 
working the subrogation is much 
too easy-going and polite. They are 
so accustomed to being polite to the 
assured, and attempting to smooth 
an irate claimant, that actions along 
this line are carried forward when 
subrogation is in the foreground. 

The original demand, of course. 
should be made in the customary 
business-like manner. When this 
does not get the desired results, then 
other methods must be brought into 
play. When calling in person—or 
on the telephone —and discussing 
the matter with the one to whom 
the subrogation is directed, bold, 
straight-forward, statements should 
be made. “It is money you owe, 
and we want it now!” Such a re 
mark is much more likely to sink in 
then, “We feel you are responsible, 
and expect the money soon.” Always 
be positive. Never so much as hint 
that there 1s anything but 100° 
responsibility on the part of the one 
on whom the demand is made. 


Incomplete Payment 


Unfortunately there is often th 
case where a few payments have 
been made, and then a complete stop 
page When this occurs one letter 
should be forwarded—and only one 


Date - 
File # —— 
Vary Smith vs. John Doe 
Dear Sir: 
It has now been approximately 
weeks since your last ppy 
ment was received. Your obligation 
to this organization calls for prompt 
payment. 
Our records disclose that there is 
a balance of $ due. Unless a 
reasonable payment is received 
within ten days, this matter will be 
turned over to our legal department 
for necessary action to enforce collec- 
tion! 
Yours very truly, 


If a reasonable explanation is not 
given to this one letter requesting 
payments be resumed, then it can be 
taken for granted that no more 
money will be paid unless pressure 
is brought to bear. If there is a 
properly executed note in your file, 
the answer is simple—sue! In most 
cases, unfortunately, no note exists. 


| 

| 

| 

7 
> 

: 

a 

| 


It then becomes necessary to be 
“lacking in the actions of a gentle- 
man.” A telephone call or two at 
midnight to the home of the man 
who has stopped paying will often 
get action—action in the form of 
a small payment in the next day's 
mail. Often a personal call at the 
man’s place of employment will also 
be advantageous, especially if you 
talk in a very loud voice and demand 
payments be resumed. Having fel- 
low employees hear of this personal 
matter will usually hurt his pride, 
so that a small payment will be 
forthcoming and a promise made for 
a future one. Yes, and usually the 
request is made that you don’t again 
return and, “put him on the spot.” 

When the payment is received, an 
attempt should be made to secure the 
exact date of the promised next one. 
\ few days prior to the date ascer- 
tained, a short letter can be sent as 
a reminder. Such as: 


Date - 
bile # — 
Mary Smith vs. John Doe 
Dear Sir: 

Your next payment on the money 
due this organization is promised 
for 1949. We expect 
it in our office on or before that date ! 

Yours truly, 


Part of the Job 


There are those who will feel that 
such harsh action is not in keeping 
with their company’s method of 
building up good-will; that it will 
not get any insurance business from 
those at whom the subrogation is 
directed; or that it is an insult to 
their capabilities for them to play 
the part of a “bill collector.” Wrong! 
It is money due and so should be 
paid. Regardless of the treatment 
good or bad—the man who has had 
to pay out cold, hard, cash on a 
subrogation demand is not going 
to sign up with that company for 
his own insurance. As to being a 
so-called bill collector, well it is just 
part of the job and the work should 
be done to the best of one’s ability. 

The money collected on subroga- 
tion plays an important part in the 
finances of any insurance company. 
The organization utilizing smart per- 
sonnel, and sensible collection 
methods, in the subrogation depart- 
ment is one to be congratulated. For 
theirs is an organization that is 
showing an added profit! 


ab Accidents to 


domestic help can hap- 
pen on thoughtlessly 
blocked cellarways. 


Delivery service 
people can be in- 
jured in falls caused 

by carelessly dropped 

toys or other articles 


on the walks or lawns. 


These are just two of the hundreds of 
hazards that should be covered by a Comprehensive Personal 
Liability Policy. 


HERE'S A NEW, EASIER 
WAY TO SELL C.P. 


With the Ohio Casualty Policy Analysis as a 
sales guide you can do a better job of explaining just 
exactly what this policy covers, how vital it is to any- 
one, homeowners particularly. 


When you add that this policy covers all accidents which an in- 
sured and his family or pets may cause to happen to others at home or 
anywhere—your client will be sure to recognize the fact that here is 
low-cost broad protection that he cannot afford to be without. 


Copies of the Simplified Analysis of Ohio Casualty’s C.P. Policy 
are available to all our agents. Other alert, responsible agents, interested 
in selling the newest and broadest coverages, are invited to write for 
detailed information. 


THE OHIO CASUALTY 
INSURANCE COMPANY 


HOME OFFICE, 
HAMILTON, OHIO 
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How much do you pay for 


the Burroughs machines 


you DON’T have? 


Probably a lot more than you think. . . certainly 
more than you would pay for the machines 
your office needs. 


Are you doing without modern figuring ma- 
chines? Pencilwork is a plodding, inaccurate, 
and expensive substitute. Are you doing without 
enough machines? Every girl made to wait her 
turn at a shared machine is actually invited to 
squander costly time, even if figuring is only 
a fraction of her job. 


Compare the cost of these inefficiencies with the 
three or four cents a day it takes to amortize the 
cost of a Burroughs adding machine or Bur- 
roughs calculator over its long useful lifetime. 


There's hard-headed economy in having 
enough Burroughs machines. Let your Bur- 
roughs representative help you save time and 
money with the right Burroughs machines for 
all your figuring jobs. Burroughs Adding 
Machine Company, Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE'S Burroughs 


THE MARK OF SUPERIORITY 
1 MODERN BUSINESS waCHiNEs 
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IBM Electric... the Trend in Typing 


The new IBM Electric Typewriter offers both 
employer and typist many advantages. Fore- 
most is its saving of human energy. Typing 
is almost effortless. 

Next in importance is the outstanding 
quality of the work it produces. Each typed 
impression is uniform, giving to the finished 
work an appearance which is invariably neat 
and pleasing to read. 


The experience of many years in manu- 
facturing all-electric (and only electric) 
typewriters has resulted in excellence of 
operation and beauty of styling... hence 
the wide acceptance of IBM Electric Type- 
writers by typists and businessmen alike. 

The IBM representative nearest you will 
demonstrate the many new features of the 
IBM Electric Typewriter. 


If it's IBM... it is electric 


Werld Headquarters Building, 590 Madison Avenue, New York 22, New York 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
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ROTOR-FILE FILING 


T HAS become increasingly 

clear in the insurance field that 

the utmost in efficiency and speed 
is essential in handling and indexing 
policies, and the numerous types of 
mass records which are involved in 
servicing them. Not only must this 
job be done with speed and ac- 
curacy; it also must be done with a 
minimum of labor, in a minimum of 
office space, with the simplest pos- 
sible type of equipment. 


More Compact Systems 


It is true that progress has been 
made along these lines in recent 
years. Speedier and more accurate 
indexing has been provided. New 
techniques and systems, many of 
them along visible or visual lines, 
have marked this progress. Most of 
them have merit. Out of this de- 
velopment has come _ increasingly 
more compact systems and_tech- 
niques to interest the insurance of- 
fice servicing from a few thousand 
or so accounts or items on up to 
200,000 and even more. 

3usiness office rentals are rising, 
especially in urban centers, payrolls 
are increasing and working hours 
being reduced. Space is a factor of 
constantly growing importance in 
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FULLER ROSS 


most offices and these conditions are 
more than likely to continue. One 
svstem—the rotor-file—has been de- 
signed to give greater accessibility 
and to speed up processing, and is of 
the visual type. 

Rotor-file is a record containing 
device, for card ledger files of any 
normal size. The filing of cards is 
normally of two types, numeric and 
alphabetic. This new system is built 
to house either. It is a rotating file 
on a horizontal plane, built in such 
a manner that one or more operators 
seated around the rotary, can, 
within a few seconds, bring to her 
without moving from her seat, any 
card in a rotary which can contain 
anywhere from a few thousand cards 
up to as many as 200,000 according 
to the size of the card, and the num- 
ber of rotaries. 

For example, a six tier rotary 
would house upwards of 100,000 
5x3 cards, and seated between two 
rotaries the one operator, without 
moving from her seat, thus secures 
and posts any one of the over 200,- 
000 cards on the two rotaries. 

One tray can be operated as a 
single unit, or can be operated as one 
of a number of trays on one tier of 


the file. Regardless of how vertical 
cards have been filed in the past, 
where there is constant posting, fil- 
ing or reference, as soon as the 2,000 
or 3,000 card limit has been reached 
in size, there are operations to be 
performed which are eliminated 
through the use of this system. 


Improvements in Filing 


Of course, a large number of cards 
can be filed in a vertical card file, 
stacked tier on tier, but this necessi- 
tates—in working the file—the ex- 
traction and insertion of drawer 
after drawer. The next step from the 
vertical card file drawer, has been 
the placing of cards in bins over a 
single stretch, or double stretch of 
floor space, with the card operator 
between the cards and having to 
move about in order to secure the 
proper card to post. The next step 
in large vertical files has been the 
type of file which is pulled, either 
backward or forward, to the posting 
position. 

Through its tier rotating arrange- 
ment and the offsetting of the index- 
ing, the rotary operator is enabled, 
with a slight motion on any tier, to 
pull the card she desires directly in 
front of her. 
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NEW MODEL ADDING MACHINE 


NEW version of its desk model add- 

ing machine has been announced by 
L. C. Smith and Corona Typewriters, 
Inc. Improvements include a “Color- 
speed” keyboard in maroon and two tones 
of green, greater visibility of the tape, a 
one-piece case which encloses all of the 
mechanism and a simplified method of 
renewing ribbon and paper rolls. 


PLASTIC POLICY JACKET 


TRANSPARENT plastic policy jacket 

has been developed by The Kage Com- 
pany which, it is claimed, will not de- 
teriorate with age, become discolored, 
hard or brittle or stick together. Heat 
sealed on three sides, the jacket is said 
not to tear, not to allow penetration of 
absorption of water, to remain soft even 
at low temperatures and to resist punc- 
turing by sharp objects. The jacket can be 
imprinted as desired and has an indenta- 
tion for inserting and removing the policy. 


September, 1949 


To BEST'S INSURANCE NEWS 


Please forward smplete information 


and price n the items checked 


New Adding Machine 
Plastic Policy Jacket 
New Steel Desks 
Telephone Voice Muffler 
Permablot 

Telefacts Cabinet 

Firm Name — 
Attention of 5 
Position 


Firm Address 


66 


NEW STEEL DESKS 


HE new line of steel desks designed 

by Cole Steel Equipment Company 
is adaptable to any office need combining 
as they do flexibility of arrangement and 
economy of space. Besides the arrange- 
ment illustrated, there is a model which 
provides the capacity of a regulation four- 
drawer letter size filing cabinet and 
another with three letter size filing draw- 
ers and a safe compartment. The steel 
desk top is covered with linoleum and 
trimmed with aluminum edging. Avail- 
able in gray, green, mahogany, grained 
walnut or knotty pine. 


TELEPHONE VOICE MUFFLER 


HIS telephone voice muffler has been 

designed by the Cleenelandt Corpora- 
tion to make it possible to talk from a 
noisy room and also to maintain the 
privacy of your telephone conversation. 
When it is snapped on to the speaking 
end of the telephone, your conversation 
is heard only by the person at the other 
end of the line. 


PERMABLOT 


ERMABLOT is a paperless blotter 

made of an absorbent composition 
that, it is claimed, will give blotting ser- 
vice for indefinite years. It is said that, 
no matter how stained the surface be- 
comes, it will continue to blot cleanly. 
The blotter is rocker-shaped with a green 
blotting section topped with a metal 
frame. The flat top may be imprinted for 
advertising and promotional use. 


TELEFACTS CABINET 


HE General Fireproofing Company 

has announced the availability of its 
Telefacts cabinet, discontinued during the 
war years. Designed to keep facts, figures 
and reference data at the finger tips of 
a person seated at his desk, the two 
drawer cabinet is mounted on _ rubber- 
tired ball-bearing casters. It is desk high 
and can be had in letter and cap sizes 
finished in gray, green, walnut or mahog- 
any 30',” high by 25” deep. 
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PENSIONING YOUR EMPLOYEES 


HE financing of a 
plan involves consideration of 
two basic factors—mortality 
and interest. Our company’s own 
consultant actuaries, Kwasha & 
Lipton, look at it this way. Let us 
assume that we are going to have a 
pension plan under which an em- 
plovee will receive $100.00 per month 


pension 


for life commencing at age 65. Since 
U.S. white males age 65 have a life 
expectancy of about 12 
could say that by setting aside 12 
times the $1,200.00 vearly pension 


years we 


or a total of $14,400.00 we have 
financed that particular pension. 
We might consult further with 


technical experts and find that the 
mortality experience of our area and 
of pensioners as a class is better than 
the country as a whole. On the basis 
of this information, we might find 
it advisable to adjust the life ex- 
pectancy from 12 to 13.3 years which 
would require a fund of $16,000.00 
instead of the $14,400.00. 


Financing the Plan 


Now, if we decide, instead of put- 
ting up the $16,000.00, to create a 
fund and assume that the fund will 
earn interest at 2!.° per annum, 
we find that we can reduce our 
budget from $16,000.00 to $13,- 
000.00 because the 2'4° interest 
factor will provide the difference. 

We look further and find that if 
instead of waiting until this em- 
ployee reaches age 65 to put up the 
money we do it at age 45, it would 
only be necessary to deposit $8,- 
000.00 at age 45 rather than $13,- 
000.00 at age 65. We now recog- 
nize a significant element in the fi- 
nancing of a pension plan, namely, 
that of compound interest 
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Now consulting further with the 
technical experts we find that the 
mortality tables tell us that 26.41% 
of the employees alive at age 45 will 
die before reaching 65. So with that 
knowledge we can take account of 
this further mortality factor and de- 
posit only $5,800.00 at age 45. Thus, 
if we had 1,000 employees and we 
paid in $5,800.00 for each of them 
at age 45, there would actuarially be 
$13,000.00 available for each of the 
736 survivors at age 65, assuming 
the fund will earn 2'4% interest 
per annum. 

Thus, we find, that where each 
average pensioner will receive a 
total of about $16,000.00 during his 
retired life, we can solve the fi- 
nancial problem by taking into con- 
sideration compound interest and 
mortality and deposit a little over 
one-third of that amount if we make 
this deposit when the employee is 
age 45. 

In brief, those are the basic steps 
in the actuarial financing of a 
pension plan. In actual practice we 
would not start and finish the fi- 
nancing of each employee's pension 
at age 45. We would have employ- 
ees of all ages at varying earning 
rates and possibly even different re- 
tirement ages and most certainly dif- 
ferent retirement incomes 

There is still one other factor that 
enters into the financing of a pension 
plan and that is employee turnover. 
Dependent upon the recoveries of 
the deposits made for employees 
who terminate employment before 
retirement, it is possible to further 
reduce the cost of funding the bene 


fits by giving consideration to this 
turnover factor. The factor of em- 
ployee turnover is, of course, more 
individual than any of the other fac- 
tors we have discussed up to this 
time. 

There is no such thing as “‘the 
only one method” of funding a pen- 
sion program. Generally speaking, 
I would be skeptical of using any 
other method than that of insurance 
funding for groups of less than 500. 
In fact, there are many groups of 
more than 1,000 insured. In our own 
case, we have approximately 3,300 
insured under a group annuity con- 
tract. 


Actuaries Differ 


Actuaries differ as to the mini- 
mum size of a group which should 
utilize the group annuity method of 
insurance funding. I think this is 
a case of examining the company 
and its employee roster, but I would 
certainly say that before group an- 
nuities were used there should be a 
fairly sizeable minimum premium. 
In most instances this, in my opinion, 
would require more than 150 em- 
ployees 

For employee groups up to 50-100 
—or even 150, I would recommend 
the use of individual deferred an- 
nuity contracts. While this medium 
has been properly criticized as the 
most inflexible medium of all, that 
criticism can be readily overcome 
with proper eligibility and vesting 
provisions in the plan itself. 

In a recent study of instituted 
plans, it was indicated that indi- 
vidual income deferred annuity plans 
cover an average of less than 50 em- 
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Pension Employees—Continued 


ployees per plan—group annuities 
an average of 700 to 800 employees 
per plan—and trusteed plans an av- 
erage of about 1,000 employees per 
plan. 


Compulsory Retirement 


One of the real reasons for adopt- 
ing a pension plan is the mainte- 
nance of a high degree of employee 
efficiency. This is not accomplished 
unless a specific automatic retire- 
ment provision is accepted by man- 
agement as a part of the plan. I do 
not think any plan should be con- 
sidered or adopted unless it is under- 
stood at the outset that everyone, 
including the boss and the boss’ son, 
will retire at the automatic retire- 
ment date, which is usually age 65. 

Whether or not to have employee 
contributions is again a matter of 
study with respect to each individual 
For most cases, I am in favor 
of employee contributions. It gives 
each employee a personal stake in 
the program. Regular deductions 
from his paycheck keep him auto- 
matically reminded of his member- 


case. 


ship. It prevents complete and sel- 
fish domination of the program on 
the part of the owners and manage- 
ment. And lastly, in many instances, 
it permits of a more liberal program 
than otherwise would be possible 
without employee contributions. 


One more word on this subject. 
Under the present regulations, 
where individual deferred annuities 
are used, unless the employee con- 
tributes to the entire cost of the life 
insurance protection against death 
before retirement, those payments by 
the employer would represent tax- 
able income to the employee. 

The Internal Revenue Regula- 
tions have some very important 
controls over this item. Basically, 
the law requires that the plan shall 
not discriminate in favor of the 
higher salaried employees or the 
stockholders. Under the present tax 
law, partners or proprietors of insti- 
tutions operating as a partnership 
or a sole proprietorship cannot share 
under any plan which is to be quali- 
fied. Officers of corporations who 
are also stockholders are permitted 
membership in the plan but the com- 


missioner has issued a ruling placing 
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certain limitations on a stockholder 
who owns more than 10% of the 
voting stock. Briefly, his rule results 
in having the contributions required 
to provide pensions for such stock- 
holder employees limited so that they 
do not exceed in the aggregate 30% 
of the contributions for all partici- 
pants under the plan. Stock owner- 
ship by an employee includes stock 
owned by the employee’s spouse and 
minor lineal descendants. 

Almost any plan should have a 
waiting period before an employee 
may be permitted to participate. 
Some plans also introduce an at- 
tained age requirement. The main 
reason for the introduction of these 
eligibility limitations is to remove 
from participation in the plan the 
majority of the company’s employee 
turnover. Particularly if you are 
using individual annuity policies, 
this turnover factor is expensive. 
But regardless of what method of 
funding is used, it is costly to set up 
records and allocate funds only to 
find that you have to lose them or 
turn them back and undo the records 
all within the course of a short pe- 
riod of time. 

Waiting periods of as much as a 
5 years’ service requirement are not 
uncommon and perfectly proper. 
Requiring the employee to also at- 
tain the age of 30 before he is eligible 
to participate is also common. If 
you have a high number of female 
employees, a combination of the two 
requirements becomes of greater im- 
portance because it has been learned 
from experience that female em- 
ployees can, for example, attain 5 
years of service and still have left 
the company prior to age 30. 

This factor must be thoroughly 
analyzed, but it should also be kept 
in mind that since one of the objec- 
tives is to fund each individual em- 
ployee’s pension over the greatest 
number of his working years, the 
earlier you can start to fund all of 
the employees who will stay with 
you, the less expensive the program 
will be. 


Retirement Age 


Age 65 for males is the generally 
accepted retirement age. In some 
instances, age 60 has been used as 
the retirement age for women, how- 
ever, this increases the cost con- 
siderably. 
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The matter of retirement age is 
mostly a matter of cost. Since the 
cost of funding female retirements 
is higher than that of males because 
they live longer (approximately 9% 
higher on the average), any inclina- 
tion to lower the retirement age for 
women will substantially increase 
the cost of the plan. A retirement 
plan providing for male retirements 
earlier than age 65 would either pro- 
duce an inadequately low benefit or 
be prohibitive in cost. My sugges- 
tion here would be to provide age 
65 as the normal retirement age for 
both men and women under the plan, 
but to provide that earlier retirement 
would be permissive at reduced 
amounts of retirement income where 
approved by the company as early 
as age 55. In those few individual 
cases, where earlier retirement was 
required, if the company is so in- 
clined, it may supplement the re- 
tirement plan income with payments 
out of ordinary income. 

If a retired employee was entitled 
to $100.00 per month at age 65 and 
he retired at 60 his pension would 
be reduced to between $60.00 and 
$65.00. If he retired at 55, it would 
be reduced to somewhere between 


$40.00 and $45.00. 


Vesting and Death Provision 


I favor a full vesting in whatever 
the company contributions have pur- 
chased for the employee after a 
reasonable period of service with the 
employer. A 10 year continuous 
service period is, in my opinion, a 
good vesting formula. The service 
requirement for vesting may or may 
not include the service prior to mem- 
bership in the plan. Where indi- 
vidual deferred annuities are uti- 
lized, I think it is better to describe 
the vesting period as the number of 
years of membership in the plan 
rather than service with the em- 
ployer. 

If you have employee contribu- 
tions, the employee should, at all 
times, have a vested right in his own 
contributions. If he left the employ 
before the completion of the vesting 
period, he would get back his own 
contributions. If he left afterwards, 
he would receive the value of his 
own and the company’s contribu- 
tions. If individual annuity con- 
tracts were used, he would, in ef- 
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fect, receive the contract to do with 
as he wished. 

As to death benefits. If individual 
annuities are used, he receives a 
liberal death benefit in the event of 
death before retirement. If other 
than individual annuity contracts are 
used, he should at least, receive the 
return of his own contributions. 

The question of whether to re- 
turn contributions with or without 
interest is also a matter to be con- 
sidered. I believe where individual 
annuity contracts are used it is sim- 
pler and more practical to return 
the contributions without interest. 
Other forms of funding may suggest 
different considerations. 

Retirement plans like most every- 
thing else are a matter of the size 
of the pocketbook. The major differ- 
ence, however, is that it is not alone 
the size of today’s pocketbook that 
we must consider but we must look 
far into the future and estimate the 
size of our pocketbook year by year 
and thus, by business judgment, de- 
termine not only our present but our 
future ability to pay the costs. 

Recent experiences indicate that 
the practical minimum is a plan 


which, together with Social Security 
Benefits, will produce retirement in 
come of between 45% and 50° of 
the employee's average earnings dur- 
ing his period of service. 

Consideration should be given to 
the likelihood that Social Security 
Benetits will be broadened with the 
possibility that the wage base max- 
imum of $3,000.00 may 
raised. This factor should also be 
taken into consideration in planning 
new pension plans at this time. 

The cost of any pension plan will 
naturally depend upon the average 
age and service of the employees at 
the inception of the plan, the pen- 
sion formula adopted, and whether 
or not the long service employees 
are predominantly in the higher age 
and service brackets. 

Where a large percentage of the 
cost is related to older, longer serv 
ice employees, it is possible to reduce 
the impact at the introduction of the 
plan by not providing any retirement 
benefits earlier than 10 years from 
the inception of the plan. This would 
mean an employee currently age 60 
would not be able to retire until age 


be 
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| Pension Employees—Continued 


Then, too, whether or not the 
employee contributes to the cost is 
a factor in the company cost. 

In plans using individual deferred 
annuities, employee contributions 
vary from 2% to 2'2% on the first 
$250.00, and from 4% to 5% on the 
salary in excess of $250.00 per 
month. 

Without regard to employee con- 
tributions and considering exclu- 
sively the individual deferred an- 
nuity contract with 10 years certain 
annuities at 65 and substantial death 
benefits before retirement, the costs 
might be estimated as follows. 

For simplification, assume that we 
wish to provide a pension of 1% of 
salary for each year of future serv- 
ice. The premium costs of making 
that provision, if the employee en 
tered the plan at age 30, would be 
approximately 11.4% of salary ; if he 
entered at 35 approximately 11.9% ; 
and if he entered at 40 approxi- 
mately 12.5%. These costs would 
be subject to reduction by dividends 
and, of course, contain charges be- 
' cause of the 10-year guarantees and 

the substantial death benefits before 
retirement. 

The actuarial costs of providing 
| the pure annuity alone are somewhat 
lower. The matter of cost can only 
be truly developed through a com- 
plete and exact study of the par- 
ticular company under consideration. 
I think I can generalize at least to 
this extent. You can pretty well 
count on a minimum cost of 10% to 
15% of payroll, including past serv- 
ice, for any reasonable pension plan. 
There have not been very many 


| 
| 
| 


plans that I have looked at that did 
ep ace 0 pewri | not, when past service was included, 


come to at least something slightly 
more than 10% of payroll. 

Pension planning, in my opinion, 
is a direct responsibility of manage- 
ment and should be accepted as a 
problem to be solved as soon as pos- 
sible by the owners. It should be 
worked out on a cooperative basis 
between the owners of the business 
and their employees. Nothing can 
be gained by delay. Superannuation 
| problems increase, they do not be- 
| come less with the passage of time. 
There are no real serious problems 
in the operation of a well designed 
pension program. The real problem 
is trying to live without one. 
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I:ditor's Note: This ts a continua- 
tion of Mr. Fergason’s answer to 
Dr. F. K. of Chicago who inquired 
in August as to suggestions for im- 
proving office arrangement. 


Dear Doctor : 

As | promised last month I want 
to answer your inquiry in some detail 
due to its general interest. As to 
a reference on office arrangement I 
have no hesitancy in referring you 
to my friend Harry Wylie’s new 
book, “Office Organization and 
Management” published by Pren- 
tice-Hall, Inc., New York. I have 
on one other occasion referred to 
this text in my column. In your 


case, read pages 418-441 for some 


good suggestions. 

Pay particular attention to office 
coloring—pastel shades of green or 
blue are eye appealing. If indirect 
incandescent illumination is used, 
the ceilings should be off-white, 
eggshell or ivory in a flat or dull 
finish. If fluorescent lights are used 
for illumination the ceiling color or 
finish is not particularly important 
other than to have a favorable con- 
trast to the wall color. I personally 
would recommend fluorescent light- 
ing for efficiency—it is possible to 
obtain higher foot candles of illumi- 
nation required for close clerical de- 
tail work without the creation of 
heat from the source of illumination. 

Please give considerable thought 
to the reduction of private offices in 
your new layout. The modern trend 
is to reduce the number of private 
offices and have the clerical em- 
ployees work in larger quarters 
without partitions. About all parti- 
tions accomplish is a disturbance to 
the easier flow of work. Sub-execu- 
tives are provided with offices about 
10 feet square (100 square feet) with 
frosted or clear glass partitions above 
a wooden base totaling in all about 
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7 foot 6 inches, (depending on ceil- 
ing height). These partitions do 
not go to the ceiling thus improving 
ventilation in the surrounding areas. 

Executive offices will occupy about 
300 to 400 square feet but there 
should be as few of these as possible. 
As private offices are reduced in 
number and size, conference rooms 
should be provided. If your budget 
and space will permit, provide a 
recreation or lounge room for the 
employees where they can get coffee, 
tea, milk or soft drinks (from vend- 
ing machines) and also where they 
can eat the lunches which they bring 
from home. 

Use the smaller desks (48 inches 
by about 30 to 32 inches) which re- 
quire only about 24 square feet of 


EDITOR'S NOTE 


This is the ninth of a series of monthly 
comments concerning office problems. The 
items covered in this column have been 
selected because of their interest to our 
readers. If you have a question or a com- 
ment concerning office problems, Mr. Ferga- 
son will be glad to hear from you. Your 
name and your company will not be divulged 
if your letter is answered in this column. 
Obviously the opinions expressed are those 
of Mr. Fergason and not of the editorial staff. 


space for the desk and employee as 
compared to 30 square feet for the 
00 inch x 34 inch desk. The savings 
of 6 square feet per employee can be 
very important in the total space 
utilization. 

Look carefully to the ventilation in 
your new office space. Window 
ventilators and draft fans can be 
very helpful and inexpensive. An 
acoustically treated ceiling will be an 
investment in improving efficiency 
through the reduction of noise. There 
have been some very interesting 
studies in efticiency improvement 
and reduction in number of errors 
through the proper use of physical 
facilities such as illumination and 
sound control. 

There is just one more thought 
that I would like to leave with you, 
Investigate the use of music in the 
office—several insurance companies 
have used this to help dispel fatigue 
and reduce monotony. You will need 
some expert advice, however, in 
order to avoid mistakes. The music 
should not be continuous; that is, 
music should not be played all the 
time but only at intervals. The “right- 
kind” of music is also important. 
You can get some very helpful ad- 
vice from the companies that pro- 
vide this service. 


Dear Mr. Fergason: 

We are considering the prepara- 
tion of an office manual for our cleri 
cal operations. Can you outline the 
procedures for developing our man- 
ual and the contents of the manual? 


W.R. R. (Chicago) 


Dear W. R. R.: 

Every office should provide a pro- 
cedures manual detailing the clerical 
operations and explaining the steps 
to be followed in processing oftice 
work. Preparing a manual is a big 
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job and requires considerable work. 
I am sure, however, that your efforts 
and expense will be well rewarded 
and will produce good results. 
Manuals make the office procedures 
definite and can be used to answer 
many questions arising in the han- 
dling of repetitive details. They are 
also excellent training guides for 
new employees. They should be of- 
ficial in that they must be approved 
by management and their use estab- 
lished by executive direction. They 
must be complete in all essential de- 
tails. 

The steps for developing such a 

manual are brietly as follows: 

1. Tell your employees that a 
manual is going to be de- 
veloped—explain why and in- 
vite their participation. Work 
through your supervisors. 


2. Make a job study in detail of 
all jobs to be covered by the 
manual. 

3. Prepare a detailed flow chart 


of the over-all routines to be 
covered by the manual. 
+. Prepare an organization chart. 
5. Break each job down into de- 
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tails and explain each task in- 
volved in each job. This is 
called a job break-down chart 
which explains each step in the 
performance at each job. 
Procure sample copies of all 
forms used in the various 
routines. Explain how each 
form is used, where the infor- 
mation comes from, number of 
copies made and their distri- 
bution. 
Assemble these various items 
into a loose leaf binder which 
constitutes the manual—see 
that sufficient copies are made 
available to all persons who 
have need of the manuals. The 
final contents are: 

1. Organization chart. If the 
company is a large one, 
the organization chart 
may be broken down 
into several departmental 
charts and top-manage- 
ment charts. 

2. Copies of all job analyses 
covering each in- 
volved in the routines in- 
cluded in the manual. 

3. Flow chart (or charts) 
covering all routines in 
the manual. 

4. Job break-down sheets or 
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process flow charts for 
each job covered in the 
manual. 

5. Copies of all forms. 

6. Rules and regulations for 
office employees. 

7. Privileges and employees’ 


services provided to the 
office employees. 

8. Index to the contents of 
the manual. 


Do not be afraid of making the 
manual too complete and compre- 
hensive. If you err, err by including 
too much rather than including too 
little detail. Remember, manuals are 
wyitten for the employees, and not 
for management. The American 
Management Association, The Na- 
tional Office Management Associa- 
tion and The Metropolitan Life In- 
surance Company  ( Policyholders 
Service Bureau) have published re- 
ports on developing manuals. I hope 
my comments have been helpful. | 
am very much sold on manuals and 
I congratulate you and your com- 
pany on your decision to develop 
and use office manuals. 


Dear Mr. Fergason: 


What is a “‘therblig’? I came 
across this word in reading an article 
on management and | cannot find its 
definition in my dictionary. 

B. W. (Waukegan, Illinois) 
Dear B. W.: 

I am not surprised that you could 
not find the definition of “therblig” 
in your dictionary. Unless it is a 
technical dictionary, the word is not 
included. Therblig is the word 
coined by Dr. Gilbreth and refers to 
a fundamental motion or mental 
decision as used in motion and time 
study. Dr. Gilbreth is responsible for 
the motion study techniques as we 
know them today. Dr. Taylor is re- 
sponsible for time studies and so- 
called scientific management. Dr. 
Gilbreth studied the various motions 
used in job performance and he 
originally broke these down into 17 
fundamental motions or 
mind decisions. Each was given a 
name such as find, search, select, 
grasp, etc. However, he needed a 
name by which these ‘‘motions” 
could be identified. Finally he took 
his own name, Gilbreth, and _ re- 
versed the spelling except for the 
“th” and came up with Therblig 
which has stuck and still remains 
today as part of the motion and time 
study expert’s vocabulary. Whereas 
Dr. Gilbreth started out with 17 such 
therbligs, there are 24 or 25 of them 
today. Other experts have added to 
and refined the techniques. If you 
want to read a delightful and in- 
formative book about the life of this 
outstanding scientific man and his 
distinguished wife, Dr. Lillian Gil- 
breth, read the book, “Cheaper By 
The Dozen”, published by Crowell. 


basic or 


“Now | want to show you the neatest and 
most efficient girl in my office.” 
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the one bookkeeping machine for insurance 


offices 


designed to speed and save on every accounting record... 


and here’s why... The alert executive today is most con- 
scious of reducing all costs. and this new Remington Rand 
machine has been geared to eliminate administrative 
waste-holes. It produces all the accounting records needed 
by insurance offices more efficiently and more economically 


than ever before. Here is how: 


Faster results...every feature of this bookkeeping ma- 
chine has been electrified. Balances are computed and 
printed automatically. and improved tabulation and high 
speed timing eliminate operator-strain — increase operator- 
worktime. 


Simpler operation . . . two. three or more related records 

your billings. policy registers. accounts current. or any 
others —are produced simultaneously —records for every 
breakdown. for every necessary department. New “snap-on” 
registers give extra flexibility... they're easily repositioned 


for any new application. 


New functional design...many new. special features 
guarantee operator-owner appeal. This streamlined beauty 
has new organ type, finger-grooved keys—and uniform 
printing impressions are assured. The writing line is com- 
pletely visible. and register totals are magnified for even 
easier reading. Yes. in every way it’s designed to speed and 
save in your accounting administration, 
But see for yourself. Call your nearby Remington Rand 


representative, or write for free booklet. “Fashioned 
for Business Administration.” Remington Rand Ine. 


Dept. BF-9, 315 Fourth Ave. New York 10. N.Y. 
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Reminglon Rand 


BOOKKEEPING MACHINE 


1 
4 


For machine-posted records 
that wear and wear and wear 
. . . at low cost 


PARSONS 
MECHANO 


This paper and card stock, 50% mew cotton 
fiber, has built-in toughness, and will take a 
Rerrific beating, withstanding hundreds of 
handlings. 


Parsons Mechano Form was built to the 
Specifications of the leading machine, ribbon 
and ink manufacturers. You'll get legible, 
¢lean-cut entries, that stay legible. Mechano 
form has the no-glare surface that means 
fewer errors in reading and writing the 
entries. So it's fine for hand posting, too. 
Available in eight weights and seven colors. 
Matching colors in paper and cards mean 
you can use each color to indicate a type of 
account or record, saving time and assuring 
accuracy. Entries can be erased easily, by 
rubber, scratcher or chemicals, leaving the 
same color of smooth, hard surface. 


“How to Make Your Records Legible and Lasting” 


This is the title of a free 
booklet that gives the answers 
on paper for accounting and 
record-keeping purposes. It tells 
what types of paper or card to 
use for various applications 
and gives valuable hints on 
saving time, effort and paper. 
© 1949 

Parsons Paper Company 
Department 93 
Horyoke. Massacnusetts 


Please send me, free, without cost or obligation, your 
booklet “How to Make Your Records Legible 
Lasting . 


Name 
( PLEASE PRINT) 
Organization 
or Company 


Street 


FLUORESCENT FIXTURE 
CATALOG 


NEW 74-page catalog covering 
its complete line of fluorescent 
lighting fixtures has been published 
by Sylvania Electric Products Inc. 
and is available for distribution. 
Printed in two colors on coated 
stock, it contains over 60 photo- 
graphs of industrial and commercial 
fluorescent fixtures, starters, fluores- 
cent lampholders and starter sockets. 
Detailed descriptions, diagrams, 
charts on technical data and specifi- 
cations of every fixture are included. 
A supplementary section provides 
a practical guide on How To Plan 
\ Fluorescent Lighting Installation, 
including details on (1) how much 
light is needed (2) which fixture 
will do the job (3) how many fix- 
tures are required and (4) which is 
the best fixture arrangement. Also, 
a chart is provided showing the 
amount of illumination required for 
approximately 80 typical fluorescent 
lighting applications, including store 
showcases and window displays, 
commercial and professional offices, 
classrooms, hospitals, auditoriums, 
warehouses and dental chairs. 

Two pages are devoted to every 
fixture in the catalog, with all neces- 
sary facts furnished on application, 
construction, mounting methods, 
continuous row mounting, reflec- 
tivity, maintenance and lamp spac 
ing. There are also diagrams show- 
ing top, front and side views of each 
fixture, with all parts labeled, plus 
brightness data and distribution pat- 
terns. In addition, with each fixture 
is a chart estimating how many of 
that particular fixture are needed to 
provide sufficient light for specific 
reom sizes and wall and ceiling con- 


ditions. 
TAKE 
TO 
THINA 


SS 


“| don't care if | did put them up, take ‘em 


down and let's get some work done around 


here for a change. 


“ALL-NEW" PORTABLE 
TYPEWRITER 


HE All-New 1950 Smith-Cor- 

ona Portable Typewriter has 
been introduced by L. C. Smith & 
Corona Typewriters Inc., Syracuse 
1, New York. 

Described by Smith-Corona as 
“Not just a new model, but a revolu- 
tionary, all-new typewriter!”, the 
new portable has a total of 38 fea- 
tures—19 of which are new and 21 
of which are Smith-Corona “exclu- 
sives.” 

The machine's most noticeable fea- 
ture is its “Colorspeed” keyboard 
which is full, standard office type- 
writer size and features rimless keys 
colored a restful non-glare green and 
“comfort shaped” to cup fingertips. 
As an added advantage, its new life- 
time keyboard letterings are inlaid 
from the top to the bottom of each 
key—eliminating any possibility of 
their wearing off. 

Claiming this is the world’s fast- 
est portable typewriter, Smith-Cor- 
ona engineers have perfected a 
unique “Super-Speed Escapement” 
for the machine. Operating with a 
full drop and a one-fourth-of-an-inch 
“‘let-off’’, the new escapement steps 
up the responsiveness of each key 
and makes it almost impossible for 
the operator to “jam” the action, 
“pile” or overlap characters 

Fully enclosed and gracefully con- 
toured, the typewriter has a tan rip- 
ple finish. It has fewer parts and is 
more than half a pound lighter than 
its predecessor. 

Another unique accomplishment 
of Smith-Corona engineers is the re- 
duction of noise by permitting the 
sound waves to escape through vents 
in the rear casing of the machine. 

Retractable paper supports may 
be raised or lowered at will and a 
line retainer has been added to the 
Silent model. This is in addition to 
the variable line spacer and is use- 
ful for typing exponents or sub- 
scripts without losing the original 
line spacing. 

Three models of this new portable 
are available: Silent, Sterling, and 
Clipper. Each comes in an attractive 
carrying case but in addition there 1s 
available a new de luxe case of 
“Royalite,” the extremely durable 
luggage material recently developed 
by the U. S. Rubber Co 
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SIMPLIFIED OPERATIONS 


OW insurance companies can 

simplify clerical operations in 
the field offices was described to the 
Life Oftice Management Association 
by Joseph Hahn, assistant general 
manager of the agencies service de- 
partment of the Prudential Insur- 
ance Co. of America. 

Pointing out that work simplifica- 
tion programs are usual in home 
office operations, Mr. Hahn reviewed 
the steps his company has taken to 
extend this program to its field of- 
fices. Three functions of the com- 
pany’s program, he said, have been 
followed: to survey the various op- 
erations performed by field clerks 
and effect simplified and improved 
methods and procedures required in 
handling the clerical work of the 
office; to review the many forms 
completed by the field clerical staft 
and to study the possibility of greater 
use of modern business machines and 
office equipment in the field offices. 

If prompt service to policyholders 
is not involved and a given operation 
can be done as economically and as 
efficiently in either the field or home 
ottice, Mr. Hahn said, his company 
generally places the work the 
home office. This is not a question of 
centralization vs. de-centralization, 
he declared, but rather of which of- 
fice can best absorb the additional 
work. 

“Many of the changes accom- 
plished so far,” Mr. Hahn said, 
“have been comparatively minor 
ones and have resulted, perhaps, it 
time savings of merely a few min- 
utes. However, when you multiply 
a few minutes’ saving by the number 
of our offices and the frequency of 
the operation, the reduction in op- 
erational expense is appreciable.” 


AROUND THE CLOCK 


Hk. advantages of electric typ- 
; are attractively portrayed in 
a colorful new brochure entitled 
“Around the Clock . . The folder 
shows pictorially how electricity 
works for you around the clock, 
using sketches of various home ap- 
pliances, and stresses the benefits of 
electrified typing with the Reming- 
ton Flectric DeLuxe 
Copies may be obtained from local 
Remington Rand branch sales of- 
fices or from F. J. Hastings, Rem- 
ington Rand, Inc., 315 Fourth Ave- 
nue, New York 10, N. Y. 


pays for itself in 


"ARE A FEW OF AUDOGRAPH’S 
matter ot months — then goes on gl bs EXCLUSIVE Soot! 


paying you year in and year out. 


Find out what 
saving power of Audograph’s ex- 


‘clusive combination of advantages 


and benefits can do in your business © 


‘or profession. Just phone “AUDO- 


GRAPH” your city, and your local 
Audograph representative — a 
trained systems analyst — will 
gladly demonstrate and let you tr 
in your 


Jor WATE YOUR MARGIN — MAIL 10 — 
GRAY MANUFACTURING COMPANY 


HARTFORD I, CONNECTICUT 
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| 2. ME 
You get more work done... Suet 
better . . . faster... . more ac- 
‘4 costs come tumbling down. Over- 
The secret lies in a combination of or] 
Audograph features which reduce 
executive and secretarial effort... | ENG 
yet help everyone gain hours... 
every day... for greatly increased 
production . . . with no sacrifice in 
accuracy. You literally cut time in 
| 
only 16 pounds — the lightest dicta 
tion instrument made. ideal for 
traveling executives 
UNEQUALED “COMPACTNESS — # 
FUNCTIONAL BEAUTY — stream. # 
lined, aluminum case conceals rugged § 
surely, accurately —_ Tike 
Taare INDEX for secretories 
 — insures speed with effortless ac- g 
curacy, 
j SYNCHRO-ROLLER DRIVE — Ne tum- 
table, no mandrels. recording or 
THE 


Four Ways 


WITH WEBSTER’S 
DUPLICATING 
SUPPLIES 


1.GUARANTEED LONG WEAR 
You get lasting life in every 
Webster Tabuloting Ribbon 
Made with high ’ 
woven edge cloth, properly 
inked for each type of 
machine 


2.SPECIAL FEATURES 
For example, Webster's Mi 
crometric Carbon Paper with 
its numbeied edge 
eliminates retyping tor spac 
ing errors. Steps up oflice 


effic:ency and cuts costs 


3.SHARP IMPRESSIONS 


grace, 


Your orders and receipts stay 
crvsttl clear when made with 
Webster Pencil ( arbon 
Easy - to-read copies save 
time in reference work and 


reduce tiling errors 


4.WIDE VAPIZTY 
You can alwavs buy juste the 
right Webster Multihopy 
Typewriting Ribbon for vour 
particular machine and job 
Made in extra lengths with 
special ink formulas, they 
have to be changed only half 
as often as standard ribbons 


To get full value for every dol- 
lar you spend on duplicating 
supplies, order Webster's. They 
last longet so cost. less. 
Simply nearest 
dealer or write to F.S. Webster. 
4AmherstSe. Cambridge, Mass. 


F.S. WEBSTER 


COMPANY 


Webster's branches in key cities from 
coast to coast: New York, Philadelphia, 
Pittsburgh, Detroit, Chicago 
San Francisco, Cambridge 


consult vour 


? 


MEASURE-METER 


HE Shalda  Measure-Meter 
J poe all types of building and 
land measurements to a claimed ac- 
curacy of plus or minus 1/10 of 1% 
in 100 feet. It adds, subtracts and 
measures curves. The telescoped 
handle extends to measure high 
walls and windows. The device 
registers up to 10,000 feet in feet 
and fractions, adds or subtracts 
simply by pushing or pulling, can be 
reset to zero at any time. Accu- 
rate wall-to-wall measurements are 
quickly made. It can be easily run 
up walls, simplifying taking of cubic 
measurements. The handle detaches 
for storing. An extra-long handle 
can be obtained in any length by 
special order. 


MONEY ISN'T EVERYTHING 


NEW, up-to-date edition of 

“Money Isn't Everything” has 
been issued by Cappel, MacDonald 
and Company, originators of mer- 
chandise prize incentive campaigns 
for sales organizations. 

“Money Isn't Everything” is a 24- 
page booklet which explains not 
only the operation of a merchandise 
prize incentive campaign but also, 
more important, deals with a num- 
ber of factors confronting executives 
in relation to their salesmen. Con- 
tents of the book include such topics 
as: ... . how to get the most from 
a salesman in today’s competitive 
market; the extra ingredient that 
makes a salesman work harder ; how 
to capitalize on the family influence 
in order to get a man to sell more 
and the type of sales campaign con- 
sidered a sure thing by many sales 
executives. 

Copies may be obtained, without 
charge or obligation, by writing to 
Mr. R. S. Bare, Cappel, MacDonald 
and Company, Cappel Building, 
Dayton 1, Ohio. 


BOOKLETS 


P2!1—Getting Your Message Across 


This brief discussion of sales letters is 
not a text book treatise but it does point 
out the qualities that separate the sheep 
from the goats in sales letters. It furnishes 
the busy executive with specific tests that 
enable him to determine the effectiveness 
of a letter before it is sent out. 


P22—How and How Long Should 
Business Records be Kept? 


Every business transaction produces rec- 
ords and every business, large or small, is 
faced eventually with the problem of what 
to do with the accumulation of records. 
With office space valuable and storing rec- 
ords expensive, keeping all records per- 
manently is wasteful. Yet, not keeping some 
long enough can be disastrous. This booklet 
gives a practical schedule for the retention 
of records and outlines a system for the 
disposal of records no longer useful or neces- 
sary. 


P23—The Employee Manual 


This is a valuable new instruction book that 
can greatly ease the task of preparing an 
effective employee manual. In its 88 pages 
are included 340 reproductions of pages 
from successful manuals now being used by 
leading firms. Such subjects as defining the 
terms of employment, provision for health 
and security, regulations for the common 
good and facts about the company are dis- 
cussed. In addition, there are supplemental 
booklets which emphasize specific subjects 
such as safety, wage rates, suggestions and 
pensions. 


P24—Manual for the Preparation of 
Printed Material 


With a service to offer, it is a false 
economy to hide that fact from the buying 
public and one of the best methods of 
spreading information is by means of at- 
tractively designed and printed literature. 
This desk manual is planned not as a sub 
stitute for the printing buyer's own good 
sense, experience and talent but to supple- 
ment his efforts when ideas run dry. It re- 
views such points as type sizes, the amount 
of paper needed for a job, a few grammatical 
points and how to pre-test the effectiveness 
of an advertising piece. 
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The above material is available without 
charge or obligation. Simply check pub- 
lication(s) desired. 
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LONGEST MOVING 
STAIRWAY 


NSTALLED in the John Han- 
aoa Mutual Life Insurance Com- 
pany’s new home office building on 
Berkeley Street, Boston, Mass., is 
the longest moving stairway in any 
office building anywhere the 
world. Sixteen modern electric stair- 
ways designed by the Westinghouse 
Elevator Division extend from the 
building’s basement to the eighth 
floor and down again. A one-way 
trip in either direction takes only 
two and a half minutes. 

In addition to providing the long~ 
est ride, the 16 units are said to 
also constitute the largest system of 
moving stairways in any office in 
the world. 


To Serve Lower Floors 


The stairways serve as the pri- 
mary means of vertical transporta- 
tion for the lower floors of the new 
26-story building. The first five 
floors are occupied by several thou- 
sand John Hancock people. There 
are dining areas on the sixth and 
seventh floors, and recreation rooms 
and a library on the eighth floor. 


During the day, eight of the stair- 
ways operate in the “up” direction, 
and eight “down.” During the peak 
morning arrival period and late after- 
noon going-home rush, it is planned 
to run all 16 stairways in the pre- 
dominant traffic direction; “up” in 
the morning, “down” in the after- 
noon. Each of the four-foot wide 
stairways is capable of moving 8,000 
persons an hour. During the “going- 
home” rush period, the 16 stairways 
are capable of moving as many as 
5,000 persons down to the street 
floor in 15 minutes. 


25 Elevators Would Be Needed 


If elevators were used to serve 
the first eight floors instead of elec- 
tric stairways, 25 would be required. 
Each of the stairways travels 90 feet 
a minute at a 30 degree rise. Balus- 
trades are made of nickel silver. The 
units are protected by all standard 
safety features. One of these pro- 
vides that successive pairs of moving 
steps form a level platform at both 
ends of the stairway, before it begins 
to rise or descend. This helps the 
passenger adjust his balance. 


For the statistically-minded, Mr. 
Babcock, New England elevator 
manager for Westinghouse, reports 
that the 16 stairways include 1,083 


individual moving steps, three-fifths | 


of a mile of moving rubber handrail 
and about a tenth of an acre of nickel 
silver balustrade. When fully loaded, 


the stairways impose a load of 368 | 
steel | 
trusses alone weigh more than 72 


tons on the building. The 


tons. 


OFFICE PARTITIONS 


EVELOPMENT of a new in- | 
combustible, movable partition | 


for office buildings has been an- 
nounced by The United States Ply- 
wood Corporation. Known as_ the 
USP Partition Panel, it has been 
approved for use in fireproof build- 


ings by the Board of Standards and | 


Appeals, New York City. 

Vernon Sears, staff architect of 
the company, first showed the parti- 
tion publicly at the recent conven- 
tion of the National Association of 
Building Owners and Managers in 
Toronto. He reports the convention 
visitors commented on these features 
of the panel: 

1. Easily and quietly erected. 
Demountable without fuss or 
muss. 

3. Total 
inches. 

4. Beautiful 
faces. 

5. Light in weight. 


thickness only 1-% 


hardwood veneer 


The outstanding feature of the 
panel is its core of incombustible in- 
sulating material, made principally 
of lime, silica, and asbestos. It can be 
worked with ordinary hand or power 
woodworking tools. The panels, 
which are manufactured in 1 inch 
and 1-34 inch thicknesses, can be 
used in various combinations. 


inches, with or without glass above. 
The seven foot heights 


ings, while the full height, extending 
to the ceiling, makes satisfactorily 
soundproof rooms. 

Sizes range from a minimum of 
18” x 34” to 34” x 144”. Panels are 
usually interlocked by a tongue and 
groove at the vertical joints. For 
existing walls, a panel of 1 inch 
thickness is available in a matching 


wood to make a completely paneled | 
: | Offset Duplicator Used 


room. 


The | 


recommended dwarf height is 42 | 


can be | 
erected with or without glass open- | 


The Office Offset Process 
and Colitho Master Plates 


Give You the Best 
Black and White 


DUPLICATE 
COPIES 


Tens 

Hundreds 

® Thousands 
RECORDS * REPORTS *SALES & 


SYSTEMS FORMS * BULLETINS 
DIRECTIONS LABELS 


| PACKAGE INSERTS * SALES & 


ADVERTISING MATERIAL 


SAVE on printed matter and re-runs. Print 
only quantities you need, when you need 
them—quickly, inexpensively. Keep all 
printed matter strictly up to date; no waste; 
no “dated”, obsolete big-printing inventory. 


Yes, you ean do all of this best with the ver- 


| satile office offset process and Colitho Mas 
| ter Plates; 


you get sparkling, clean, dupli- 
cate copies of printing-like beauty at much 
less cost, 


MASTER PLATES 


— 


Colitho Plates are always ready for use. No 
waiting, no wasted “trial” sheets” before 
clean impressions. File them away for re- 
runs; add progressive data, make corree- 
tions, on the same plate any time! 

Colitho Plates are made in standard sheet 
sizes and also in flat packs for duplicating 
continuous systems forms. 

Write ror sampce and brochure ex- 
plaining versatile, inexpensive office offset 
duplicating. Tell us what make offset dupli- 
cator you have. Or use the coupon below. 


COLUMBIA 


Ribbon & Carbon 
Manufacturing Co., Inc. 
Main Office & 4 
Glen Cove, N. Y. 
Columbia Ribbon ‘ashen Mfg. Co., tee. 
Glen Cove, LL Y 
Please send me at no obligation, brochure, 
samples and details of Colitho Paper Master 
Plates. 
Your Name 
Firm 
Address 
Make and Model of 
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(From page 65) 


The diameter of the file is approx- 
imately 5 ft. which makes the area 
used considerably less than 25 sq. ft. 

with ample space for the operator 
where more than one rotary is used. 

In this 25 sq. ft. area, it is possible 
for a smaller office to have different 
types of records on different tiers, 
such as accounts payable, accounts 
receivable, inventory, sales and cor- 
respondence. More than one op- 

ferator can work at the file with no 
fincrease in the necessary floor area, 
and capacity can be increased with- 
out increasing the floor area used in 
many For example, starting 
otf with one tier of 10,5008 x 5 cards 
and one operator, this same space 
can accommodate up to 73,000 cards 
with up to five or six operators 


Cases. 


In the same rotary, on the same 
tier, different heights and widths of 
cards can be used with a simple 
change of a metal strip in the tray. 
Different tiers can house different 
sizes of cards by merely adjusting, 
upward or downward, the bearing 
mechanism on the center shaft. 


Faster Filing 


On any type of numerical ar- 
rangement of cards, this system with 
its special numerical stepcut on the 
outer perimeter of the rotary, in- 
creases filing speed. In reality it is 
visible in itself, and every card in 
the index is a visible index in itself. 
Any card with a number ending in 
one (1) is always in the same posi- 
tion. Any card ending in two (2) is 
always in the same position, etc., up 
to ten or a multiple of ten. The 
cards between 10 and 20, 20 and 30, 
etc., provide a spacing arrangement 
which visualizes all of the cards at 
the top of the file, ending in zero (0). 

According to F. Lloyd Wassell, 
who is responsible for the develop- 
ment of this new system of indexing : 


YOUR eat 


FOR TOP QUALITY \ 


CARD INDEX 
SUPPLIES 


INSURANCE 


y FINAL LOW COST 


AND FILING 
SERVICE 


FILING EQUIPMENT BUREAU 
SOLE MANUFACTURERS OF 
THE FAMOUS F. E. BEE LINE 


ROL-DEX 
SYSTEMS 


FILING 


NEW YORK. 


FILING SYSTEM 


POSTURE CHAIRS 
SIKES HARTER 


CHICAGO 


“The system makes it unnecessary 
to pull trays and return them to the 
cabinet, no distance to push, stretch 
or walk from one end of a battery 
of cards to the other. The operator 
sits in one spot and can draw to her 
in seconds, within easy reach, any 
card up to many, many thousands, 
according to size. This numerical 
arrangement gives to a_ vertical, 
numerical file, the same speed of 
reference and posting to many thou- 
sands of cards in a fraction of the 
space—at a fraction of the cost, of 
visible records. 

“Consider, for example, a file of 
73,000 inventory cards. The prac- 
tical height of a workable visible card 
cabinet would contain, at the most, 
1,500 cards, and it would occupy a 
surface area of 308 sq. in. plus an 
extracted tray operating area of an- 
other 250 in. or 558 sq. in.—73,000 
cards would require, with the expan 
sion factor, 50 cabinets which would 
be 27,900 sq. in. or 193 sq. ft. or a 
floor space over 40 it. long by 4 ft. 
5 in. wide. This compares with the 
rotor-file’s 25 square feet area. 

“The uses for the numerical file 
by this system are many and differ 
in various lines of business and ac- 
tivity. In the alphabetical arrange- 
ment of cards, due to the fact that 
the file guide used in the file is only 
3 in. in width and the outer circum- 
ference is larger than the inner cir- 
cumference, the use of guides with- 
out taking up space is unlimited, and 
therefore makes possible the use of a 
sufficient number of card guides to 
almost visualize individual cards, in 
an alphabetical file. Due to the fact 
that so many cards are immediately 
accessible without a movement of 
the operator from her seated posi- 
tion, the vertical, alphabetic card be- 
comes practically as fast as a visible 
file. 

“This is especially true when ex- 
traction and insertion of a tray in a 
visible file is taken into considera- 
tion, in addition to the movement 
from one end to another of a battery 
of visible files for posting or ref- 
erence.” 


For the first time little Ann saw a 
mama cat carrying her kitten by the 
nape of the neck. 

“Shame on you!” cried the child. 
“You aren't fit to be a mama. 
You're hardly fit to be a father.” 
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FILING CABINETS 
Card File 
Fibre Board 
Insulated 
Metal 
Micro 
Portable 
Rotary 
Stencil 
Visible 
Wooden 


FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
15. Adding 
16. Billing 
17. Bookkeeping 
18. Calculating 
109. Payroll 
19. Tabulating 


MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 


75 Fulton St., New York 7, N. Y. 
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MACHINES, REPRODUCING 
. Composing 

. Direct Copying 

. Duplicating 

. Micro-filming 

. Mimeograph Slip Sheet 
. Typewriter, Electric 

. Typewriter, Mcnual 


MACHINES, MISCELLANEOUS 


. Addressing 

. Checkwriting 

. Dictating 

. Intercommunication 
. Staplin 

. Paper 


ACCESSORIES 


. Ash Trays & Stands 
. Bulletin Boards 
. Cash Boxes 

. Chair Cushions 
. Currency Trays 
. Desk Lamps 

. Desk Pads 

. Desk Trays 

. Drawer Trays 
. Moisteners 

. Name Plates 

. Pen & Ink Sets 
. Waste Baskets 


FURNITURE 


. Air Conditioners 

. Bookcases 

. Cabinets 

. Chairs 

. Desks 

. Fluorescent Lighting 
. Incandescent Lighting 
. Matched Suites 

. Safes 

. Stools 

. Tables 

. Wardrobes 


. Card Index 
. Duplicator 
. Envelopes 

. Letterhead 
. Policy 

. Ledger 

. Thin (Copy) 


OFFICE EQUIPMENT DIRECTOR 


Current literature and prices on any of the following products and services may be had without ” 
bli ted manufacturers. We will also obtain any available information on items not listed. 


SERVICES 
62. Accounting System 
127. Filing Systems 
63. Fire Protection 
111. Floor Maintenance 
(Non-Slip) 
64. Office Planning 
115. Photocopying 
65. Record System 
66. Sales Incentives 
128. Salvage Services 
125. Truck Alarm Systems 
SUPPLIES, GENERAL 
68. Business Forms 
69. Duplicating Supplies 
71. Erasers (Specialized) 
112. Floor Polish (Non-Slip) 
72. Loose Leaf Books & 
Systems 
73. Marking Devices 
75. Paper Perforators 
76. Pens 
77. Pencils 
78. Pencil Sharpeners 
81. Staple Removers 
SUPPLIES, TYPEWRITER 
82. Cleaning Material 
83. Copyholders 
113. Eradicable Ribbon 
85. Justifier 
86. Line Indicator 
87. Pads 
88. Ribbons & Carbons 
89. Stands 
TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 
92. Index 
94. Silencer 
95. Stands 
MISCELLANEOUS 
116. Advertising Specialties 
103. Birthday Cards 
117. Display Material 
97. Fire Extinguishers 
98. First Aid Kits 
104. Greeting Cards 
99. Leather Goods 
126. Percentage Calculators 
114. Policy Wallets 
100. Promotional Gifts 
107. Recording Door Lock 
101. Silencer for Dictating 
Machines 
102. Visual Policy Jackets 
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HEN a prospective buyer 
W acc: not clearly understand a 
salesman’s product or service a 
natural resistance to its purchase 
results. 

There is reason to believe that 
the sale of business interruption in- 
surance has been handicapped by 
this lack of understanding on the 
part of the public. If so, the diffi- 
culty might be overcome if we avoid 
a detailed discussion of the form 
and instead rely upon a presenta- 
tion that tells the story simply and 
in the language of the layman, for 
it can be demonstrated that there 
is no mystery to this coverage—that 
the prospect, like the agent, can 
readily determine what is and what 
is not insured. 

Your prospect may have heard 
that business interruption insurance 
is designed to do for him exactly 
' what his business would have done 
had no interruption occurred. If 
not—this, or some similar concise 


BUSINESS INTERRUPTION 


and understandable explanation, 
should be used to outline the scope 
of the policy. Once that has been 
done we come to the real problem 
—convineing the prospect that he 
needs the coverage. 

One producer we know has de- 
veloped a very successful plan for 
demonstrating the need for this in- 
surance and it is his plan that we 
want to pass along to you for what 
it may be worth. 

This man reasoned that a pros- 
pect who carries fire insurance on 
his property did not have to be sold 
on the possibility of a disaster, for 
in buying fire insurance he has ad- 
mitted his fear of such an eventu- 
ality. Therefore, in selling a busi- 
ness interruption proposal, the job 
becomes one of showing the prospect 
that the loss which he expects might 
happen will not, when it occurs, be 
limited to the replacement of his 
damaged building and contents but 
will involve values frequently as 


Worth Looking Into 


Don't pass up an opportunity to look into 
“What's What on the Bond Wagon.” Let our 


field representative show 


you how we are 


helping agents with their bond business. 


The EMPLOYERS’ GROUP 


Insurance Companies 
110 MILK STREET, BOSTON 7, MASS. 
American Employers’ Insurance Co. . 


The Employers’ Liability Assurance Corp., Ltd. . 


80 


The Employers Fire Insurance Co. 


great, and in many cases greater, 
than those insured under his prop- 
erty damage policies. 

His way of emphasizing the rela- 
tionship between the prospect’s cap- 
ital assets or physical values now 
insured—and his earnings (the pro- 
tection of which is afforded under 
the business interruption form) is to 
use any two objects on which the 
prospect can focus his attention— 
preferably two  one-dollar _ bills. 
These are placed in front of the 
prospect and he is asked to let one 
represent his physical investment, 
which he now has insured, and the 
other his earnings dollar, which at 
the present is uninsured. 


The agent then points out that 
the primary reason for maintaining 
the physical investment (object No. 
1) on which he carries adequate 
insurance is to produce the earnings 
dollar (object No. 2) out of which 
is derived not only his personal in- 
come but also his profit and other 
expenses of his business. The pros- 
pect is then reminded that when the 
loss occurs which partially or totally 
removes the capital asset, whether 
it be building, stock or machinery, 
it is apparent that the remaining 
object, representing the income from 
the business which includes the pros- 
pect’s livelihood, also disappears 
from the table. Why, he asks, is 
this earnings dollar discriminated 
against in the purchase of insurance ? 
It is equally as important as the cap- 
ital dollar, if not more so. 


Should questions follow regard- 
ing the coverage provided by the 
form in so far as certain specific 
items of expense are concerned, try 
writing these two questions on a 
slip of paper and pass them over 
to the prospect. 


1. Would I have earned it? 
2. Would it continue? 


He can now answer his own in- 
quiries about the coverage, for if he 
will ask himself these two questions 
ahout any part of his gross income 
and his answer to both is “yes,” 
then the coverage is there— provided 
the business interruption policy is 
properly written. 

We believe this plan is one way 
of clearly demonstrating the value 
of business interruption insurance. 
1. C. Hullett in The Hartford Agent 


Best's Fire and Casuaity News 
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HEADQUARTERS 
BEFORE 


PAINS 


él Milli 1 use 
where Washington Planned 
his 


WaAsHING- 

ron’s slumbers often 

must have been uneasy 

during the nights he 

spent in the Elijah Mil- 

ler house. Here he had 

his headquarters during the anxious period 

ot the White Plains campaign and here he 

planned his army’s strategic retreat into 
New Jersey. 

Though a small village at the time of the 
Revolution, White Plains was of consider- 
able importance as county seat and busi- 
ness center. The Declaration of Indepe nd- 
ence was given official reading from the 
steps of the old court house tor the first 
time in the colony. 
As the 
tion changed the 


Declara- 


been built about 1738 and was enlarged by 
an addition in 1770 
During his stay at the Miller home, 
Washington occupied two rooms in the 
newer part, one ot which had a door open- 
ing on the porch, thus making it possible 
tor visiting officers to come and go without 
encountering the family. Built at the toot 
of a hill trom which the last shot of the 
White Plains campaign was tired, the house 
had a secluded yet accessible location which 
made it ideal as a military headquarters 
Mrs. Ann Miller continued to occupy the 
house until her death at the age of ninety- 
two. This patriotic woman served her 
country long and well. Besides her husband, 
she lost her two 
sons to the cause 
of treedom Both 


Colony of New 
York to the State, 
the court house is 
considered the 


birthplace of the 

State of New 

York. 
Washington es- 


tablished his 
White Plains 
headquarters in October, 1776, and re- 
mained there until November 10th. The 
house was owned by the widow Ann Miller, 
whose husband, Adjutant Elijah Miller, had 
died a few months earlier. Standing just 
over the most northerly boundary of White 
Plains, it was a simple farmstead which had 


Old-time utensils adorn fireplace in family kitchen 


died on the same 
day of disease 
contracted in 
camp. In addition 
to making her 
home available to 
Washington, Mrs. 
Miller nursed 
many wounded 
soldiers there. 
Shaded by an ancient sycamore tree on 
which George Washington must have 
looked, the house he made his headquarters 
is now maintained by the Westchester 
County Park Commission and the White 
Plains Chapter of the Daughters of the 
American Revolution. Manv fine Revolu- 


tionary relics are on display. An interesting 

feature of the house is the cellar cut into the 

hillside where ammunition was stored for 
the troops encamped nearby. 

Washington was again in White Plains in 

1778 and in 1781. On the second of 

these visits the war 

had progressed so 

satisfactorily that 

he commented ina 

letter to one of his 

Officers that the 

army “which was 

the offending par- 

ty in the beginning 

is now reduced to 

the use of spade 

Used to store ammunition , 

and pickaxe for 

defense. The hand of Providence has been 

so conspicuous in all this that he must be 

worse than an infidel that lacks faith and 

more than wicked that has not gratitude to 

acknowledge his obligations.” 


The Home 
brokers, is America’s leading insurance 
protector of 
homes of American industry. 


THE HOME 


Home Office: 59 Maiden Lane, New York 8,N.Y, 
FIRE AUTOMOBILE MARINE 


The Home Indemnity Company, an_ affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 


Copyright 104, The Home Insurance Company 


through its agents and 


Imerwan homes and the 


>; Samons American Homes 
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CALIFORNIA 
SPEAR AND COMPANY, INC. 


Organized 1921 


INSURANCE GENERAL 


AGENTS 


NELSON & STROSS 
INSURANCE UNDERWRITERS 
Representing Stock and Mutual Companies 
FIRE AND CASUALTY 
Graybar Bidg 420 Lexington Ave. 


NEW YORK 17, N. Y. 
Lexington 2-9870 


COLORADO 


TEXAS 
FRANK RIMMER & COMPANY 
HOUSTON DALLAS city 


Marine, Fire & Allied Lines 
General Agents For 
TEXAS, OKLAHOMA, ARKANSAS 


RITTER GENERAL AGENCY 
Gas & Electric Bldg. 
DENVER, COLORADO 

COLORADO WYOMING NEW MEXICO 


TELEPHONE 
WHitehall 3-9660 


THE 
WRIGHT 
AGENCY, tne. 
METROPOLITAN—SUBURBAN—INLAND 


MARINE AND WORLDWIDE BINDING 
FACILITIES 


FLORIDA 


HUNTER LYON, INC. 


GENERAL AGENT 

| 901 South Miami Avenue 
| MIAMI 36 
Serving Florida Agents 


NORTH CAROLINA 


JOE W. SUMMERS 


GENERAL AGENT 
TELEPHONE C. 4-184! 
419 E. MARTIN STREET 
SAN ANTONIO 5, TEXAS 


JAMES 0. COBB AND COMPANY 
111 CORCORAN STREET 
DURHAM, N. CAR. 
Virginia — North and South Carolina 


UTAH 


OHIO 


THE KOLOB CORPORATION 
General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 
330 Judge Building 
Salt Lake City, Utah 


WALKER & LIPPITT 


SUPERVISING GENERAL AGENTS 


JACKSONVILLE MIAMI 
239 West Adams St. First Federal Building 


LOUISIANA 


THE INLAND AGERE 
FINANCIAL RESPONSIBILITY RISKS 
OHIO ONLY 


Poys You 25° Commission 
2120 Leveque Lincoln Tower 


COLUMBUS 15, OHIO 


WEST VIRGINIA 


R. KIRK MOYER AGENCY, INC. 
Managing General Agents 


RICHARDS BUILDING 
NEW ORLEANS 12, LOUISIANA 


OKLAHOMA 


ALFRED PAULL & SON, INC. 


Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 


MASSACHUSETTS 


Insurance and Reinsurance 
U.S. A. Canada Mexico 


DagGan & COMPANY 
nautances mage 


804-6 Insurance Building, 
Oklahoma City 2, Oklahoma 


CANADA 


FOUNDED 1864 

ROBERT HAMPSON & son, LIMITED 
Canadian Representativ 

FIRE, MARINE & CASUALTY COMPANIES 


Brokerage & Service Depts. 


451 St. John St., Montreal 
1811 Royal Bank Bidg., Toronto 


FAIRFIELD & ELLIS 
60 Congress St.. Boston, Mass. 
79 John St., New York City 
General Agents liable Companies 
SLD, & GRANT, LTD. 
John St., Montreal, Canada 
ay RANCE NEGOTIATED 


MONTANA 


J. R. POLLARD 


GENERAL AGENT 
First Nat‘! Bldg. 
Oklahoma City, Okla. 
Fire — Marine — Casualty 


H. DOTSON COMPANY 


MONTANA GENERAL AGENTS 
Granite Building 
Helena, Montana 


TEXAS 


FRANCIS M. HANN LTD. 
British Columbia General Agents 


560 HOWE ST. 
VANCOUVER TELEGRAMS 
CANADA UNDERWRITE 
VANCOUVER 


NEW YORK 


Insurance and Reinsurance 
A. Canada’ Mexico 


& COMPANY 
tance 


Cravens, Buildings, 
Houston |, Texas 


HOBSON, CHRISTIE & COMPANY LTD. 


GENERAL AGENTS 
Established 1898 


326 WEST PENDER ST. 
VANCOUVER, B. C. 
Telephone PAcific 4157 


Hoey, Evuison & Frost, INe. 
INSURANCE UNDERWRITERS 
118 William Street, New York 7, N. Y. 


Writtne Aut or Insurance 
Locat ano Country Wipe 


T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 


Howard J.M. Williams J. & 
D Oliver Mines 


ROBERT HOWARD & to. 


INSURANCE BROKERS 
CANADA CEMENT BLOG. 
MONTREAL, QUEBEC 


Best's Fire and Casualty News 


: GENERAL AGENTS 
Buffalo Insurance Co. 

Ohio Farmers Insurance Co. ce 
| 
Sen Francisco Los Angeles Oakland i 

California 

— 
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CANADA 


JONES & PROCTOR BROS., LIMITED 
GENERAL INSURANCE BROKERS 
100 Adelaide St., West, 
Toronto. 


REDMOND & SHAUGHNESSY 
LIMITED 


SERVICING OUTSIDE 
BROKERS FOR OVER 
25 YEARS 
315 St. Socrament Street, Montreal 


REED, SHAW & McNAUGHT 


Established 1872 
Complete Insurance Facilities 


360 St. Jemes St., W. Montreal, Que. 
64 Wellington St., W. Toronto, Ont. 


RYAN AGENCY 


LIMITED 
INSURANCE AGENTS 


PARIS BLDG. 
WINNIPEG, MANITOBA, CANADA 


WILLIS, FABER & CO. 
of Cenode, Limited 
INSURANCE BROKERS 
Board of Trade Bidg. 
Parent Office 
WILLIS, FABER & DUMAS, LTD. 
London, Englend. 


Montree! 


A. E. WILSON & COMPANY, LIMITED 
GENERAL INSURANCE AGENTS 
Lumsden Bidg. Toronto 


Service Throughout Canada 


NON-WAR ATOMIC 
HAZARDS 


IGHT per cent of the companies 

replying to a survey conducted 
by Schiff, Terhune and Co. reported 
they are currently employing atomic 
or radio-active processes or miate- 
rials and about half of that number 
indicated that research has been done 
on the use of atomic power or fission- 
able materials in plant operations. 
Among those replying to the survey, 
more than 70% indicated they would 
be interested in obtaining details con- 
cerning insurance coverage to protect 
against the hazards of non-war 
atomic explosion and radio-acitivity. 
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AUTO RATE CHANGES 


ONSIDERATION by the New 

York Insurance Department of 
a general revision of automobile lia- 
bility rates has been postponed until 
the late fall when 1948 loss experi- 
ence will be available. Although the 
1947 data now compiled, supple- 
mented by later statistics on the 
trend of experience, indicate that a 
moderate increase in the over-all 
level of rates is required, agreement 
has been reached with the National 
Sureau of Casualty Underwriters 
and the Mutual Casualty Insurance 
Rating Bureau to withhold action 
until the more recent figures can be 
studied, and it can be determined 
whether actual experience coincides 
with the trend data now available. 
An immediate increase has been ap- 
proved, however, in rates for cars 
operated by youthful drivers. Be- 
cause of an extremely poor accident 
record, many such risks have found 
it difficult to obtain insurance at 
present rates, which are calculated 
as 99% of the business use rate. The 
new rates for cars with drivers under 
age 25 will be 1150 and 120% of 
the business use rate in New York 
City territory and balance of state, 
respectively. A further change ef- 
fected by the new filing is the addi- 
tion to the youthful driver (AB-3) 
classification of individually owned 
business use cars with operators be- 
low age 25. Heretofore, no age of 
driver test has been applied to rates 
for business use automobiles. The 
new rates for the AB-3 classification 
are effective as to policies written 
on or after August 15, 1949, subject 
to detailed instructions adopted by 
the rating bureaus and approved by 
the Insurance Department 


Graduated Schedule 


A new rating plan has been put 
into effect in New York by the All- 
state Insurance Company, Chicago, 
Illinois, 
perated by drivers between the ages 
of 18 and 25. Instead of a standard 
rate for all drivers under age 25, a 
graduated schedule approved by the 
New York Insurance Department 
effective August 22, 
for drivers below the age of 21, an- 
other and lower rate for drivers 21 
and 22 years of age and a still lower 


covering automobiles op- 


carries one rate 


rate for drivers in the 23 and 24 age 
group. In announcing its new pro- 
cedure the company stated that it 
fully recognizes that the accident 
records of young drivers are deplor 
able but at the same time it is felt 
that there is a definite improvement 
in driving performance as the youth 
attains greater maturity and stability. 
Rates for the age 21 group are from 
13% to 25% lower than the indus- 
try rates recently announced and for 
the age 23 group the discount ranges 
from 21% to 33%. 


PAID WHEN DUE 


OW to control accounting and 
billing, credit and collection, 
activities for the small 
business organization is described 
in “Paid When Due,” a new folder 
just released by the Systems Divi- 
sion of Remington Rand Inc. 

How an ingenious “Bill and 
Charge” ledger system permits the 
small business or professional man 
to eliminate much routine and repeti- 
tious effort, free working capital un- 
necessarily tied up and devote more 
time to building up his business is 
explained in this 4-page release. 

Versatility of the system is illus- 
trated in the folder with pictures of 
forms actually used for control of 
vital records. Moreover, the folder 
explains how the Kardex Bill and 
Charge Ledger cuts down bookkeep- 
ing time, steps up collections and in- 
creases pri fits. 

Copies of this new folder KD-422 
are available by writing J. A. 
Grundy, Systems and 
Methods Research Department, 
Remington Rand Inc., 315 Fourth 
Avenue, New York 10, New York 


and sales 


Manager, 


MASS. STATE FUND SHELVED 


OVERNOR DEVER of Mas- 
Ysachusetts announced he 
will not send a special message to 
the Legislature to attempt to revive 
the monopolistic state fund non 
occupational temporary disability 
benefits bills defeated by the House 
of Representatives. 


has 


He will, how- 
ever, call for a recess study of the 
entire subject to formulate plans for 
action in next year’s legislative ses 


sion. 
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OIL BURNER 


Your oil burner is equipped with many devices to make tt safe but, like your automobile, 


it requires servicing from time to time. Dirty electrodes cause delayed spark and incomplete FOUNDED IN 1819, che Accos 
combustion. This may result in serious smoke damage to your home or even in a costly fire. Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” From 
that day to this—through wars, con- 
flagrations and depressions—no 
A I NA INSURANCE GROUP policyholder has ever suffered loss 
because of failure of an Aetna Com- 
AETNA INSURANCE COMPANY « THE WORLD FIRE AND MARINE INSURANCE CO pany to meet its obligations 
PIEDMONT FIRE INSURANCE CO . STANDARD INSURANCE CO. OF N. Y. 


Play safe. Have your oil burner completely checked before the heating season starts. 


THE CENTURY INDEMNITY COMPANY 
‘ ay HARTFORD, CONNECTICUT 


This acvertisement also appears — in color — in TIME, NEWSWEEK, ¥.s. NEWS 
and WORLD REPORT : W. Ross McCain, President 
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The following questions were taken from the examination for the 
course in Principles of Insurance given at the School of Insurance of 
the Insurance Society of New York. They are of the multiple answer 
type in which the student chooses the answer he considers to be 
correct. Answers appear on page 126. 


Kelly insured his new car 
against damage caused by collision. 
He took his family for a Sunday 
drive and while crossing an inter- 
section with the green light another 
car sped out of a side street and 
crashed into Kelly’s car damaging 
it to the extent of $800. Kelly pre- 
sented his claim to his insurance 
company for the collision damage 
and was promptly paid. 

Kelly would sue the other 
driver and pay back to the company 
the amount collected. 

b. The company would proceed 
against the driver of the other car. 

The company subro- 
gated to the other driver's rights 
against Kelly. 

d. Kelly could then collect from 
the other driver under his subroga- 
tion rights. 

e. Because Kelly's policy was 
straight insurance there was no sub- 
rogatic 


2. Current operation of 41 million 
cars, trucks and buses on U. S. 
highways necessitates widespread 
accident prevention efforts by insur- 
ance companies and national safety 
organizations. One of the following 
items does not properly belong in 
this category of prevention; 

a. periodic examination of cars. 

b. high school driving courses. 

c. periodic drivers license ex- 
aminations. 

d. refusal of companies to write 
insurance on older cars. 

e. better road construction and 
traffic regulations. 


3. An insurance policy is a con- 
tract subject to the same legal prin- 
ciples as other contracts, except that 
there is one additional legal principle 
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applicable to insurance contracts 
only. It is among those listed below. 
Legal object 
Full knowledge of material 
facts 
c. Valuable consideration 
d. Free of fraud, mistake or 
misunderstanding 
Financial interest in the sub- 
ject matter 


4. It is sometimes necessary for 
insurance companies to defend suits 
against them for payment of claims. 
Among the defenses used is “mis- 
representation.” Another is “con- 
cealment.” Select both from the 
following, indicating the former “M” 
and the latter “C.” 

Falsification of the proof of 
loss. 

b. Hiding of undamaged prop- 
erty claimed to have been lost. 

A true statement made as an 
inducement to the company to issue 
the policy. 

d. Information which the in- 
sured should have given to the com- 
pany but did not. 

e. Waiver by the agent of ma- 
terial information. 

f. Insured’s incorrect statement 
concerning a condition of the risk. 


A building which cost $45,000 
to construct was insured for $40,000 
under a fire insurance policy con- 
taining a coinsurance clause requir- 
ing insurance equal to 80° of the 
actual cash value of the building. A 
fire caused $5,000 damage. Investi- 
gation determined that the building 
was worth $75,000 at the time of the 
loss. The amount payable under the 
policy would be; 

a. $2.500 c. $4,£00 
b. $4,000 d. $5,400 e. $6,000 


The majority of Agent Brown's 
insurance clients were employed by 
a large woolen mill. Unseasonable 
weather resulted in temporary lay- 
offs and Agent Brown found him 
self unable to collect outstanding 
premiums. When his overdue ac 
counts mounted the company’s spe 
cial agent said: “Pay up in 30 days 
or your agency contract will be can 
celled.” 

Agent Brown approached Mr 
Wooley, owner of the mill, and im 
plored him to make advances for 
continuing essential insurance for 
the idle workers. He declined. 

Agent Brown then said: “You 
carry a group life insurance plan 
with the XYZ Company. If you'll 
cancel and give me that business it 
would provide enough cash to tide 
my accounts over this critical per- 
iod.” 

“Duplicate the coverage and its 
yours,” Mr. Wooley agreed. 

Agent Brown noted that his com 
pany could duplicate the coverage 
except a temporary disability pro- 
vision but concluded that this would 
probably come under workmen's 
compensation, anyhow. In his re 
port to Mr. Wooley, Agent Brown 
stated: “I offer the same coverage 
as you now carry.” He was awarded 
the business and immediately put his 
accounts in order. ‘Two weeks later 
he received a notice from the State 
Insurance Commission suspending 
his agency license. Why ? 

Agent Brown was 
twisting. 

Agent Brown made the mis- 
take of admitting that some of his 
accounts were overdue. 

Agent Drown should have 
assumed that Mr. Wooley was fam- 


guilty of 


(Continued on the next page) 
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Quiz of the Month—Continued 


iliar with the contracts and merely 
touched on the high spots in his 
comparison. 

d. ‘The Commissioner suspected 
that Agent Brown had used some of 
his insurance commissions to pay 
overdue premium accounts. 

e. The Commissioner acted be- 
cause Agent Brown exceeded his au- 
thority 


7. Five students of Principles of 
Insurance were discussing the fi- 
nancial statement of their employer, 
an insurance company. Not having 
a printed form before them, they 
were in disagreement as to the 
amount of its assets. One student 
wrote down the following : 


ASSETS 
Real estate $ 2,000,000. 
Real estate mortgages — 1,000,000. 
12,000,000. 
Surp. & undivided pits. 2,000,000. 
Cash in 2,000,000. 
Premiums in course of 
2,000,000. 
$21,000,000. 


Each student then voiced his 
opinion. Which one was correct ? 


CEDAR RAPIDS, IOWA 


a. Student A; “The statement 
is correct as shown.” 

b. Student B; “The assets 
should total only $19,000,000, be- 
cause surplus and undivided profits 
are not assets.” 

c. Student C; “The assets 
should total only $19,000,000, be- 
cause ‘premiums in course of collec- 
tion’ cannot be considered in the 
asset column.” 

d. Student D; “The real estate 
in this instance is the company home 
office and it should therefore be 
shown as a liability.” 

e. Student E; “You forgot to 
include the amount of capital stock 
which should be shown as an asset.” 


8. One night Mr. Goody attended 
a poker party. He won consistently 
so Mr. Ace, a practical joker, slipped 
a lighted cigar into Mr. Goody's 
pocket. By the time he discovered 
the prank, his suit was ruined. The 
following conversation then ensued: 

Mr. Goody: “Ace, you've ruined 
my $75 suit.” 

Mr. Ace: “No harm intended— 
besides I recognized the suit. I work 
at Tightfitt Clothiers, you see. Fur- 
thermore, that’s a $50 suit and | 
can fix everything.” 


INTER-OCEAN REINSURANCE 
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Mr. Goody: “Ace, you're right, 
besides I’m insured—but what's the 
fix 

Mr. Ace: “I’ve lost $40 to you 
tonight. Come to the store tomorrow 
and I'll give you a new suit for $30. 
That saves you $20. Also I'll 
change the sales slip on your dam- 
aged suit to show that you paid $80) 
for it and you can collect that amount 
from your insurance company. That 
covers the remaining $20 I owe you 
and gives you a net profit of $10.” 

Unknown to the parties, the con 
versation was overheard by an un 
derwriter for the company insuring 
Mr. Goody who was working as 
night cashier of the club. Mr. Goody 
filed his claim. The insurance com- 
pany offered $30 in full settlement 
and picked up the policy. Why? 

a. Mr. Goody was suspected of 
being a card shark. 

b. Mr. Goody was considered 
a morale hazard. 

c. It was a “friendly fire” and 
Mr. Goody should have regarded it 
as such. 

d. Mr. Goody was considered 
a moral risk. 

e. The company felt that Mr. 
Goody was engaged in an unlawful 
act when the loss occurred. 
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AN OPPORTUNITY FOR 
AMERICA FORE AGENTS! 


will be told about the Family Legal 
Liability Policy. Experience has prov- 
ed that America Fore Agents who 
have tied-in with our past national 
advertising of this policy have de-. 
d many desirable accounts. 


Mie Som, 
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Record Unique in 

| Insurance History _ 

RESERVE FOR TOTAL LOSSES 

| PREMIUMS ASSETS LOSSES AND NET AND DIVIDENDS 

j UNEARNED SURPLUS PAID TO | 

PREMIUMS POLICYHOLDERS | 

1913 71,098.24 54,966.15 41,692.18 10,541.88 19,089.88 | 
1914 141,954.90 96,276.18 72,683.36 18,693.04 81,947.96 
1915 168,357.98 130,463.69 85,247.62 22,198.94 177,891.89 

1916 226,161.64 158,106.10 90,192.09 25,243.40 315,033.22 O 

1917 319,311.65 239,388.20 131,504.69 54,162.71 441,687.61 

1918 446,386.51 396,692.50 226,603.85 129,007.57 606,651.29 
1919 777,136.51 679,772.17 443,887.88 204,491.17 898,062.97 
1920 1,526,628.23 1,165,683.23 794,255.53 306,820.44 1,473,424.42 
1921 1,734,951.59 1,566,895.03 1,131,484.88 363,963.63 247,121.55 
1922 2,259,316.45 2,259, 786.59 1,625,055.94 382,378.27 3,460,069.51 

1923 2,870,762.21 2,786,121.79 2,009,848.78 458,856.71 4,912,241.23 

1924 3,670,962.67 3,784,081.58 2,752,902.64 589,141.39 6,598, 458.82 

| 1925 4,570,050.95 4,615,054.63 3,408,235.10 677,248.53 8,863,549.50 
1926 5,250,976.25 5,526,431.34 3,996,612.25 811,196.36 11,650,827.87 
1927 6,718,131.36 6,928,216.97 4,593,569.80 1,208,673.62 15,075,142.67 
1928 9,168,597.22 10,204,937.75 7,298,425.88 1,527,600.14 19,365,372.05 
1929 12,162,720.59 11,638,980.54 8,094,327.13 1,827,884.22 25,588,325.19 
1930 13,650,070.76 15,001 456.66 11,030,616.41 2.101,032.43 33,433,876.91 

1931 14,307,235.84 15,521,35457 11,318,279.00 2,220,062.08 42,075,500.39 
1932 15,098,377.73 16,031,781.14 12,081,577.60 2,336,954.24 51,198,916.09 
1933 16,004,197.85 17,222,827.28 13,496, 283.79 2,385,666.10 60,489,406.20 
1934 18,307,575.46 19,545, 750.11 15,047,015.57 254,504.10 70,864,176.49 
1935 20,343,475.15 22,611,299.39 16,537,175.40 3,082,433.03 82,409,973.68 
1936 76,530,204.39 3,594, 765.86 94, 203,672.68 
1937 26,566,765.96 30,244,092.33 21,674,978.21 4,102,229.25 108,068,962.30 | | 
1938 26,911,679.42 34,171,977.53 24,358,982.47 4,668,053.96 122,691,504.13 
1939 77,458,306.73 38,073,226.38 26,318,783.30 5,262,440.31 137,467,125.58 LOSSES AND | | 
1940 29,246,513.43 41,382,727.87 28,916,432.29 5,500,000.00 153,516,454.67 UNEARNED 
1941 34,498,363.76 45,363,288.44 31,010,885.81 6,000,000.00 172,554,114.52 PREMIUMS 
1942 37,028,128.58 49,917,057.34 32,325,124.12 7,000,000.00 193,295,050.97 
1943 31,399,515.28 52,941,954.16 33,797,115.61 8,000,009.00 211,437,071.01 | 
1944 32,719,795.86 57,317,118.54 36,852,775.68 9,000,000.00 229,581,791.02 
1945 36,120,981.15 62,072,882.56 39,788,328.91 9,500,000.00 249,706, 224.03 
1946 44,218,370.66 67,418,486.51 45,681,714.00 10,000,000.00 273,573,403.65 1 | 
1947 59,039,688.87 78,119,375.52 53,739,505.00 10,500,000.00 302,857,606.41 
1948 72,377, 268.48 93,581,919.15 62,746,040.21 12,000,000.00 337,123,138.54 

NET 
SURPLUS 
| | 
| | 
| | 1912 1917 +1922 1927 1932 1937 1942 1948 


LumbermenS CASUALTY COMPANY 


Chicago 40 - James S. Kemper, chairman; H. G. Kemper, president. Operating in New York state as (American) Lumbermens Mutual Cosuvalty Company of Illinois 
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Edited by THOMAS E. LIPSCOMB of Thompson, Hine and Flory, Cleveland 


Fire Insurance—Interesting Case 
Involving Cancellation 


Prior to July, 1944 the plaintiff, 
a manufacturing company, had 
been carrying fire coverage on its 
plant in the total sum of $46,000. 
At about that time an officer of an 
insurance agency, one Johnson, per- 
suaded the president of the plaintiff 
company, one Smith, to increase the 
fire coverage by an additional $30,- 
000. Thereafter, through the agency 
of Johnson, a policy was issued to 
the plaintiff by United Mutual Un- 
derwriters for the additional cover- 
age. This policy was received by 
the plaintiff on October 5, 1944. On 
the same day Smith called Johnson 
and told him that the plaintiff's 
attorney had advised against carry- 
ing too much mutual insurance and 
that the plaintiff would like to cancel 
the mutual policy and have it re- 
placed by a policy in an old line 
stock company. According to Smith, 
Johnson stated that he would write a 
stock policy but told the plaintitf not 
to cancel the mutual policy. Johnson, 
however, claimed that it was under- 
stood between him and Smith that 
the mutual policy was to be cancelled 
upon the issuance of the stock policy. 

Following — this 
stock policy was issued by Globe & 
Republic Insurance Company, which 
policy became effective on October 
16, 1944. A fire occurred three days 
later. The mutual policy had not 
been returned for cancellation. 
Globe & Republic paid its pro rata 
share of the loss. The tive companies 
involved in the mutual policy denied 
liability. They based their denial 
mainly upon two grounds: (1) that 
no policy ever came into effect, as 
the plaintiff did not accept the 
policy when delivered to it and there 
was, therefore, no meeting of the 
minds; and (2) that the effect of the 


conversation a 
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telephone conversation — between 
Smith and Johnson was to suspend 
the operation of the policy upon the 
issuance of the stock policy. 

Suit was instituted upon the policy 
and at the trial the jury returned a 
verdict in favor of the plaintiff upon 
which judgment was rendered. The 
case was appealed to the Supreme 
Court of Pennsylvania where the 
judgment was affirmed; Moser Mfg. 
Co. v. Donegal & Conoy Mut. Fire 
Ins. Co., (1949) 66 A. 2nd 581. In 
answer to the defendants’ contention 
that no policy ever came into ex- 
istence, the court held that the giving 
of the order for the additional in- 
surance by Smith to Johnson con- 
stituted an offer which was accepted 
by the defendants and upon such 
acceptance a binding contract came 
into existence. At that point the 
minds of the parties met and the 
policy which was issued and de- 
livered would continue in existence 
unless subsequently nullified by can- 
cellation. 

The court further held that the 
telephone conversation between 
Smith and Johnson would not sup- 
port the defendants’ claim that the 
operation of the policy had been 
suspended, nor their claim of can- 
cellation. In the trial court the jury 
had resolved the question of can- 
cellation in favor of the plaintiff. 
The appellate court was of the opin- 
ion that there was evidence to sup- 
port such a finding and it therefore 
refused to disturb the verdict of the 
jury. In other words, the verdict 
amounted to a finding by the jury 
that in making the request for the 
policy ina stock company, the plain- 
tiff was in fact placing an order for 
further additional coverage in the 
amount of $30,000. From such facts 
as are reported in the oninion it 
would appear that such a finding is 
not supported by the evidence. In 


fact, it seems most clear that the 
sole intention of the president of the 
plaintiff in calling the insurance 
agent was to replace the mutual 
policy with a stock policy and not to 
procure additional insurance. 


Liability Insurance—Delay of More 
Than Seven Months in Reporting 
Accident Did Not Relieve Insurer 

of Liability 


A truck driver, while making a 
delivery of steel sheets to the insured, 
was injured when a chain hoist used 
in the unloading process broke and 
let some sheets fall upon him, The 
hoist was the property of the insured 

The insured was covered by a 
liability policy which required the 
insured to give written notice to the 
insurer “as soon as practicable” after 
the occurrence of an accident. The 
policy also provided that ‘No action 
shall lie against the Company unless, 
as a condition precedent thereto, the 
insured shall have fully compiled 
with all of the terms of the policy 

Although the insured knew 
of the accident at the time it hap 
pened, it did not notify the insurer 
thereof until after the lapse of seven 
and one-half months. There was no 
excuse, whatever, offered by the in- 
sured for the long delay. 

The truck driver instituted suit 
against the insured to recover 
damages for his injuries. The in- 
surer accepted the defense of the 
action with a reservation of rights. 
The trial resulted in a large verdict 
for the plaintiff. In the meantime, 
the insured had been adjudicated a 
bankrupt. The plaintiff thereupon 
instituted suit against the insurer 
to recover upon the policy. 

Notwithstanding the fact that the 
insurer introduced evidence which 


(Continued on the next page) 
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Judge Says—Continued 


seemed to establish that it had been 
prejudiced by the long delay in giv- 
ing notice, the trial court refused to 
sustain a motion for a nonsuit and 
left it to the jury to decide whether 
or not any prejudice had resulted to 
the insurer. Among other evidence 
of prejudice offered by the insurer, 
the part of the hoist which broke, a 
metal ring, could not be found when 
the insurer commenced its investiga- 
tion following receipt of the delayed 
notice. As could well be expected, 
however, the jury resolved the ques- 
tion against the insurer and returned 
a verdict for the plaintiff. Upon 
appeal the judgment of the trial 
court was affirmed. Gibson v. Colon- 
ial Ins. Co., (1949, Ct. of App. 2nd 
Dist. Calif.) 206 P. 2nd 387. 


ADVERTISING NOVELTY 


LL agents of the Standard of 
LA Detroit Group were recently 
provided the opportunity of pur- 
chasing Sight Savers for distribu- 
tion as an advertising novelty. The 
manufacturers claim the item, a 
special tissue for cleaning eve glasses, 
is the fastest selling new necessity 
item in recent merchandising history. 
According to the merchandising 
circular sent to Standard agents, 
over three-fourths of an agent's 
policvholders and prospects wear 
glasses. As reasons for the use of 
this item as a goodwill novelty the 
folder states: “These people will 
like Sight Savers and use them in 
favorable association with your 
name. Sight Savers will contribute 
to their safety, comfort and con- 
venience. Your message, protected 
by transparent film, has an ex 
ceptionally long and useful life. Each 
booklet contains a month's supply 
of tissues. Sight Savers can be en 
closed with a letter. They require 
no special packaging or handling 


ADDITIONAL MEDICAL 
BENEFITS 


HE Medical Service Associa- 

tion of Pennsylvania has had 
approved a request to provide ad- 
ditional benefits to their Blue Shield 
subscribers. The additional benefits 
are surgical, obstetrical, and osteo- 
pathic services provided by doctors 
of osteopathy participating with the 
Blue Shield Plan; also dental serv- 
ices requiring a surgical operation 
in a hospital for treatment of a dis- 
ease or injury, which services are 
provided by a doctor of dental sur- 
gery who is a hospital staff member 
participating with the Plan. Dental 
services will not include the extrac- 
tion or care of teeth although the 
extraction of an impacted tooth is 
included. Previous to the passage of 
legislation at the recent session of the 
Legislature the Blue Shield could 
provide only services rendered by 
doctors of medicine. The new serv- 
ices have been approved as of July 
1, 1949, and are available to present 
holders of policies. They will be pro- 
vided without an increase in rates. 


LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 


All Clothing. 
Rugs, Carpets. 
Linens. 
Laces. 
Tapestries. 
Furniture Fabrics. 
Cushions. 

as. 
Chairs. 
Drapes. 
Brocades. 
Embroideries. 
Etc., Etc. 


REWOVEN, RESTORED, REPAIRED 


Recommended by Nat'l. Museums, Press Fire 
Co's, and Adjusters everywhere 


LA MERS STUDIO 
142 EAST 34th ST., NEW YORK CITY 


(Near Lexington Avenue) 
LExington: 2-3574 (26th Year) 


W. C. RATE CHANGES 


O COMPENSATE for in 

creased benefits under recent 
legislation, the Wisconsin Compen 
sation Rating and Inspection Bu 
reau has received approval of a 
7.6% increase in workmen's com- 
pensation rates in that state. Maxi- 
mum benefits have been increased 
from $28 to $32.55 per week. 


Kentucky 


Workmen's compensation rates 
were reduced in Kentucky on July 
1, 1949. New schedules call for an 
average reduction of 7.7% to pro 
duce annual savings of approxi 
mately $600,000. Most Kentucky 
industries, except coal mining, will 
share the benefits. 


Tennessee 


A 4.9% increase in Tennessee 
workmen's compensation rates retro- 
active to July 1 has been announced 
by State Insurance Commissioner 
M. ©. Allen. This advance amounts 
to approximately $360,000 annually 
and was necessary due to a liberal 
ization of the State Workmen's 
Compensation Law by the 1949 
Legislature whereby weekly bene 
fits were increased from $20 to $25 
and total disability benefits from 
$6,500 to $7,500. 


Nebraska 


Workmen's compensation rates in 
Nebraska were reduced approxi- 
mately 5.2% as of September 1, 
1949. Earlier this year an increase 
in rates became necessary to provide 
for increased benefits to employees, 
as prescribed by the recent session of 
the legislature. The present reduc- 
tion, however, was brought about by 
the favorable experience of com- 
panies with Nebraska policyholders. 


PEDIGREE COUNTS — ENGLISH SETTER — Origin dates back 
to 16th century and is still first in popularity today as a hunting 
dog. Handsome, brave and affectionate — a good house dog. 


, The Northern Assurance was organized in 1836 as an Agency 
Company. It has remained so All-Ways. 


FIRE AND ALLIED LINES AUTOMOBILE INLAND 
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HEALTH COVERAGES GAIN 


its spectacular 
growth of the last decade, volun- 
tary health insurance reached new 
high levels in its coverage of the 
American people in 1948, according 
toa report made public by the Health 
Insurance Council. 

As a result two persons out of 
every five in the entire population 
now have voluntary protection 
against costs of hospital care, while 
nearly one out of every four has 
voluntary surgical insur- 
ance. Striking gains also were scored 
by other forms of voluntary health 
insurance, notably that of medical 
expense protection. 

The Council reported the follow- 
ing gains in the numbers covered 
under voluntary health insurance 
plans in the single year between the 
end of 1947 and the end of 1948: 

Hospital expense— increased from 
52,584,000 to 60,995,000, a gain ot 
8,411,000 or 16 per cent. 

Surgical expense—up from 26,- 
247,000 to 34,060,000, increase of 
7,813,000 or 30 per cent. 

Medical expense—up from 8,- 
898,000 to 12,895,000, gain of 3,997,- 
O00 or 45 per cent 


expense 


Loss of income due to illness or 
accident—increased from 31,224,000 
to 33,410,000, rise of 2,186,000 or 7 
per cent. 

Thus the group entitled to bene- 
fits under voluntary plans for loss 
of income due to disability, the basic 
type of protection sold by private 
insurance organizations writing ac- 
cident and health insurance, now 
comprises well over half the entire 
labor force. 

John H. Miller, chairman of the 
committee which prepared the Coun- 
cil’s survey, that, ‘‘Histor- 
ically, most health insurance plans 
are very new. It was only in 1930 
when Blue Cross organizations first 
made their appearance with hospital 
expense coverage. Group hospitali- 
zation coverage was first made avail- 
able by insurance companies in 1934 
The first surgical expense insurance 
was offered in 1938, while medical 
care insurance is much more recent 

“The coverage figures tell a 
graphic story. Taking hospital ex- 
pense under group insurance anil 
Blue Cross plans alone (millions of 
others are covered for this under 
other voluntary plans), it is found 


states 


Fascinating First 


“OLD SCOUT” 


Winner of the First Cross-Country Auto Race 


“Racing” from New York to Portland, Oregon 
in 1905, this Oldsmobile runabout made the 
trip in 40 days running time. Distance then 
about 3,950 miles. “*Old Scout’’ on a good 

road could go 35 m.p.h. 


The "St. Paul” was*among the first to write automo- 
bile insurance. Today's streamlined cars are matched 
by our streamlined coverages. For fast, speedy 
service, think first of the Saint Paul Companies. 


Members, American Foreign Insurance Association, 
offering world-wide insurance facilities. 


ST. PAUL FIRE and MARINE INSURANCE COMPANY 
MERCURY INSURANCE COMPANY 
ST. PAUL- MERCURY INDEMNITY COMPANY 


First chartered almost a century ago 


EASTERN DEPT. 
75 Maidenlane 
New York 7, N. Y. 


HOME OFFICE 
111 W. Fifth St. 
St. Paul 2, Minn. 


PACIFIC DEPT. 
Mills Building 
San Francisco 4 


that only about 314 million persons 
were covered at the end of 1938, or 


only ten years ago 
the number had increased to about 
millions. The now 
for these two types of organizations 
is over 47 millions, which is 15 times 
the 1938 total and more than double 
the figure of five vears ago 

“For surgical expense, only 100,- 
000 were covered 10 years ago under 


ive vears later 


coverage 


group insurance and plans sponsored 
by Medical Societies or affiliated 
with Blue Cross, while the number 
was less than 6 millions only five 


vears ago. Now the number covered 
by these plans is over 24 millions, 
a fourfold gain in just five vears 
“As for medical insur- 
ance, it was unknown ten vears ago 


expetise 


Five years ago less than a million 
were covered for this contingency by 
group insurance and plans sponsored 
by Medical Societies or those affili- 
ated with Blue Cross. It is this form 
of voluntary health insurance which 
is showing the most rapid growth 
proportionally, as the 45 per cent 
gain in total number covered in 1948 
alone indicates.” 


Facts: 
“Valen 
: 


PEERLESS 


j An Old New England Company > 


INCORPORATED 1901 
KEENE, NEW HAMPSHIRE 


Financial Statement 


JUNE 30, 1949 


ASSETS 
June 30, 1949 
$5.474,410.46 


Bonds at amortized values 


Stocks at market values 664,324.00 
Real Estate 42,337.62 
First Mortgage Loans 178,216.06 
Collateral Loans 1,000.00 
Cash in office and banks 1.490,052.50 
Outstanding premiums (less than 90 days) 716,211.02 
Accrued Interest 30,854.05 
Other Assets 66.478.19 


Total admitted assets $8.663.913.90 


LIABILITIES 


Reserve for losses and adjustment expenses $2.831,609.97 


Reserve for unearned premiums 2,101,107.76 
Reserve for taxes 205,000.00 
Other reserves 119,391.56 


Total liabilities $5,587, 109.29 
Contingency reserves 76,804.61 
Capital Stock 1.250,000.00 


Surplus 1.750,000.00 


Surplus to Polieyholders $5,076,804.61 


TOTAL $8,663,913.90 


Securities carried at $715,037.07 in the above statement are deposited as required by law. 
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Enthusiasm Breeds Enthusiasm 


HAT effect does personal 
enthusiasm have on the 
course of every sales inter- 
view 7 How is enthusiasm for your 
product, your service, your house, 
and your job sustained day after 
day and year after year? When you 
are sincerely enthusiastic in the 
presence of a buyer, there are two 
definite reactions. His judgment is 
warmed favor of yourself, and 
vou yourself are stimulated to make 
the presentation the best you can. 
Personal enthusiasm arises from 
the possession of a complete knowl- 
edge of and belief in your product. 
It comes first with the realization 
that vou are in authority, that 
through research and investigation 
you have acquired such a fund of 
useful information that you can 
easily meet all comers 


Adverse Reactions 


What sort of reaction does your 
attitude and conduct elicit from your 
prospects and buyers? As a profes- 
sional salesman, vitally interested in 
improving the effectiveness of your 
own sales technique, you must realize 
that your customers’ reactions are of 
paramount importance. Here are 
some reactions the customer often 
has—unbeknownst to you—but ad- 
mitted in non-partisan interviews : 

1) Why should I give you my 
business? So far you have not 
shown me a single reason why I 
should switch to you instead of keep- 
ing on with the source of supply I 
already have. 


For September, 1949 


2) What makes you think I am 
so dumb? I am sorry that I do not 
easily become enthusiastic about you, 
when you speak to me as though 
I were a low grade moron. 

3) I think you have a lot of nerve 
to get so “ familiar” on short ac- 
quaintance. Whoever gave you per- 
mission to slap me on the back and 
call me “old man” ? A little more 
courtesy would help our relationship. 


Special Service 


4) You talk about special service. 
What have you ever done for me? 
I gave you an order six months ago. 
Did you take the trouble to find out 
whether I got the merchandise, or 
whether it was satisfactory? You 
have a lot of nerve to feel that I 
should give you every order just 
because of one deal on which you 
didn't follow through very much 
yourself. 

5) I don't believe you really know 
anything about my business. My 
own business is the most important 
thing in the world to me, and I would 
really be much more interested if 
you would talk about that, instead 
of about your business. 

6) Do you ever have any new 
ideas that we could use? You come 
in here week after week and take a 
small order. A man with your con- 
tacts and experience should certainly 
have an occasional good idea that we 
could use in this out-of-the-way 
place. As far as I can see, you 
haven't enough interest in either us 
or your product to try to help us 
get along. 


7) Why can’t you keep your 
promises? How can you expect me 
to believe anything you say when 
you forget to do the things you say 
you will do? I don't have to be 
disappointed more than once in the 
same place. There are plenty of 
other people waiting for my busi- 
ness! 


Talk Too Much 


8) You talk entirely too much. 
Why don't you give me a chance to 
say something once in a while? I get 
tired of waiting for a chance to tell 
you what I want to buy. Let me 
ask a question once in a while. 

9) Why don’t you give me a com- 
plete story? I’m tired of having to 
cross-examine you to get the facts 
about your product. Either you 
don't know the answers or you're 
ashamed of them. 

It may very well be that you never 
arouse such reactions in your cus- 
tomers. However, one sure method 
of avoiding such reactions is to know 
your story, and concentrate on the 
problem of the customer to the end 
that both you and he have a mu- 
tually objective approach to the satis- 
faction of his problem. 

Your attitude is immediately felt 
by your prospect regardless of what 
you say or what you have to sell. If 
you lack confidence in yourself or 
in your product, he is immediately 
aware of that and in turn lacks con- 
fidence in you and in your product. 
Result: no sale. 


(Continued on the next page) 
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Sales Slants—Continued 


As Ralph Waldo Emerson said, 
“Nothing great has ever been done 
without enthusiasm.” Do you want 
to interest your customers to the 
point where they will buy more 
goods? Then become very much in- 
terested in their problems and in the 
unique way in which your product 
will solve those problems for them. 

Reprinted fr um Paper Sales, publishes 1 by the 
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ONTARIO FIRE EXPERIENCE 


NTARTO, Canada has reported 
( substantial improvement in 1948 
fire insurance experience as com- 
pared to previous years. Earned 
premiums for 1948 were $34,698, 
630 with a loss ratio of 51.76% 
Comparative figures for 1947 were 
$29,390,589 and 58.89% 


DANGER SPOT 


N: YTWITHSTANDING the 
popular belief that the bathroom 
is the most dangerous room in the 
house, more home accidents occur 
in the kitchen and dining quarters 
than in any other part of the home, 
according to Dr. Donald B. Arm- 
strong, second vice-president — in 
charge of the Metropolitan Lite In- 
surance Company's health and wel- 
fare activities. 

This statement is based upon the 
findings of a year’s study of home 
accidents to policvholders for which 
the company’s visiting nurse service 
was utilized. The study revealed 
that 30 percent of the accidents hap- 
pened in the dining and_ kitchen 
areas, while substantially lower per- 


centages occured in other parts of 
the home and home property. Only 
a negligible proportion of the total 
took place in the bathroom, the re- 
port noted. 

Falls of one kind or another, but 
most of them on a level surface, 
accounted for more than half of the 
accidents. Walking or running was 
the activity at the time of the acci- 
dent which was reported most fre- 
quently, and more legs, feet, and 
toes were injured than any other 
part of the be uly. 

A ee mip site picture of the typical 
mishap was presented as “a fracture 
(or dislocation) of legs (feet or 
toes) as a result of a fall on a level 
surface while walking (or running ) 
in the dining room or kitchen.” 

Dr. Armstrong directed attention 
to the need for further research to 
determine mental and emotional 
causes of home accidents. 

‘A happy home, where parents 
and children are free from undue 
worry or tension, will most likely 
prove to be a safe place as well,” 
he said. “We are learning more 
every day about the important ef- 
fects our feelings have on what we 
do. By their attitudes and actions 
parents must seek to instill con- 
fidence in their children and to reach 
that kind of good and happy under- 
standing with them that will help 
them to go through life sure-footedly 
and safely.” 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


SS FIFTH AVE., NEW YORK 


MINN. DEPUTY 
COMMISSIONER 


OSEPH HAVESON, who has 

had long experience as an exam- 

iner, has been appointed Deputy 
Commissioner of Insurance of Min- 
nesota. He succeeds Donald Rogers 
who left the department to join the 
attorney-general’s staff. 


FIRE RATE CHANGES 


IRE rate reductions up to ap- 

proximately 200% on both build- 
ings and contents in specified areas 
of Vermont became effective July 
18. Dwelling rates in certain classes 
of towns which had been granted 
a 5% reduction on April 1 were 
left unchanged. However, because of 
unfavorable experience the house 
hold contents rates in these localities 
were increased 20° over the rates 
which were in effect prior to April 
1, but in no case did this amount 
to more than 3 cents. 


Kentucky 


An average reduction of approxi- 
mately 187, in fire rates on dwellings 
located in cities, towns and rural 
districts and an average reduction of 
12% on farm property effective July 
25 on new and renewal business will 
result in a saving of over $1,347,000 
to Kentucky policyholders according 
to an announcement by Director of 
Insurance Spaulding Southhall. 


North Carolina 


The North Carolina’ Insurance 
Department has approved a reduc- 
tion in fire insurance rates on tobacco 
pack and curing barns. Annual sav- 
ing to policyholders is estimated at 
$130,000. 


ATWELL, VOGEL 


Casualty Audits & Inspections, Safety En- 
gineering, Audits of Burglary & Bond losses 
Audits for reinsurance companies of pay- 
rolls, claims, ete. 


& STERIL 


Inland Marine Audits & Inspections 
Audits of Cargo Motor Lines to determine 
financial responsibility and outstanding 
claims. 


IN. 


60 JOHN STREET, NEW YORK 
TELEPHONE WH. 
TELEPHONE MA. 36073 


9 CLINTON ST., NEWARK, N. J. 


A.1855 INSURANCE EXCHANGE, CHICAGO @ 369 PINE STREET, SAN FRANCISCO @ KIRBY BLDG., 


DALLAS @ STANDARD BLDG., ATLANTA @ 22 OTHER OFFICES PROVIDING NATIONWIDE SERVICE 
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Our New Home proclaims your confidence 


Since October 18, 1803, when the mer- 
chants Taber & Tripp of New London, Con- 
necticut: became our first representative 
outside Rhode Island, the confidence of 
Providence Washington agents has been 
regarded as a foremost asset. Today, with 
thousands of agents and brokers everywhere 
in the United States. in Hawaii and Canada, 


our new home proclaims your confidence. 


This month we begin to serve you and 
thousands upon thousands of policyhold- 
ers from our new home office building. 
Thus, Providence Washington spans an 
enviable history in progressive protection. 
We now look forward to new lifetimes of 
service through agents and brokers in the 
development and extension of broad in- 


surance coverages. 


PROVIDENCE WASHINGTON INSURANCE COMPANY » ANCHOR INSURANCE COMPANY 
20 WASHINGTON PLACE, PROVIDENCE 1, RHODE ISLAND 
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3 for 150 Years | 


NSURANCE agents have prob- 
[itty wondered what the future 
holds for aviation insurance when 
they read in the papers that the pro- 
duction of private aircraft is being 
drastically reduced in 1949. While 
this is true (particularly in the two 
place field) we do not think it too 
important from the agent's point of 
view. Prior to this time, although 
more aircraft were being manutac- 
tured, few were being insured and 
those, in many cases, were unaccept- 
able. Conversely, production of “ex- 


AVIATION INSURANCE PROSPECTS 


ecutive” type aircraft in the 4, 5, 6, 
7 and 8 place fields is increasing and 
they are, almost without exception, 
insured for their full value and with 
high limits of public liability, passen- 
ger liability and property damage. 
In many instances, compensation on 
the pilot is also carried. 


Most Desirable 
Aviation insurance markets clas- 


sify the last type of risk as “Indus- 
trial aid” and it is the most desirable 
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American Equitable Assurance Company of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company of 
New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


at 
at SP, 


tus 


Corroon & Reynolds 


Inc. 
MANAGER 


92 William Street, New York 


fosses paid exceed Three Hundred Fifty Million 


class of business in the private plane 
field. Fixed base liability coverages 
for the airport operator hangar- 
keeper or repair shop operator are 
also very acceptable classes. And 
don't forget— everyone who flies— 
pilot or passenger—for business or 
pleasure—in private planes or com- 
mercial, is a prospect for aviation 
accident coverage. An annual policy 
covering flights on domestic sched- 
uled airlines costs only &85¢ per thou- 
sand. It is easy to sell and renewals 
are almost automatic. 


It is, therefore, our suggestion that 
we forget the over-selling which was 
done in 1946 and 1947 and the more 
glamorous phases of aviation and 
settle down to develop the business 
that is available due to the very 
necessary part that aviation will con- 
tinue to play in our domestic econ- 
omy. Why not concentrate in 1949 
on industrial aid risks, your local air- 
port operator and tenants and the 
members of your community who 
fly for business and pleasure? 
D. deR. M. Scarritt, manager, Asso- 
ciated Aviation Underwriters 


N.A.I.A. PROTEST 


HE National Association of In- 
Agents has released a 
statement criticizing the American 
National Red Cross’ plan to central- 
ize all of its local chapter automobile 
liability and workmen's compensa- 
tion insurance under master policies 
purchased at its Washington head- 
quarters. The Red Cross’ new cover- 
age, written in The Travelers, will 
supplement existing insurance it now 
has covering non-ownership liability 
and general public liability. The na- 
tionwide plan does not cover fire or 
extended coverage, fidelity or auto- 
mobile tire, theft or collision for 
chapter risks. The inception date of 
the new coverage is September 1 of 
this year. The agents’ association 
has offered to assist the Red Cross 
in planning an insurance manual and 
check system for local chapters to 
permit the placing of the insurance 
locally without danger of uninsured 
or underinsured risks. 


“Hold yourself responsible for a higher 
standard than anyone else expects of you.” 
—Henry Ward Beecher. 
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HOME OFFICE AND 
FIELD APPOINTMENTS 


Aetna (Fire) Group: W. R. Lichten- 
berger has been appointed inland marine 
special agent in the state of New Jersey 
for the fire companies of this group. 
Nelson Campbell, special agent for the 
fire companies of the group, has been 
transierred from Georgia to Florida and 
Douglas N. Hubbard appointed in 
Georgia. Mr. Hubbard was formerly ex- 
aminer for the state of South Carolina 


American-Associated Cos.: 
Clarke, formerly manager at Newark, has 
been made resident vice president in 
charge of the rape | York office. He suc- 
ceeds John P. Coffay, Jr., who has joined 
the staff of the Massachusetts Bonding 
& Insurance Company. /rzing G. Smith 
succeeds Mr. Clarke at Newark. 

. F. Wratten has been promoted from 
assists ant branch manager to branch man- 
ager of the Chicago office and Edward 
FF. Petro from production supervisor to 
assistant branch manager. 


American Casualty: Jo/in S. Long has 
been named ic of the en- 
gineering department. G. Bau- 
mann has been appointed special agent in 
the western Pennsylvania territory. 


American Insurance Group: John J. 
Hulighan has been appointed marine 
special agent and Joseph Meilner special 
agent in New Jersey. In addition to his 
work as marine special agent, Mr. Huli- 
ghan will supervise the inland marine 
service department. R. Af. Griswold has 
been appointed marine special agent with 
the New England department. 

Special agent Robert V. Gulausky has 
been assigned to assist special agent 
Thomas Hutch in’ northeastern Ohio 
Special agent Edward S. Carroll has been 
transferred from Essex County, New 
Jersey, to the Trenton, New Jersey, office 
replacing special agent Clinton D. Shep- 
herd who has resigned to engage in the 
agency business. Robert FE. Gates, who 
was formerly with the Nebraska Inspec- 
tion Bureau, has been made special agent 
for western Missouri. Bryce W oer- 
ner has been named special agent for 
Illinois. 


American Surety Group: !illiam Boy- 
sen has been promoted from superin- 


tendent of casualty to assistant manager 
at the Syracuse branch office 


For September, 1949 


Atlantic Companies: A suburban de- 
partment has been formed with juris 
diction over suburban Long Island, sub 
urban Bronx and the counties of West 
chester, Putnam and Ro -kland. I 'allace 
M. Roehrig, who has been in the metro 
politan production department, has been 
named manager of the new department, 
which is located at the home office of 
the 

C. N. Van Iderstine has been made fire 
manager of the Pittsburgh office. 


Commerce: The William H. Cousins 
Company of Corpus Christi has been ap 
pointed general agent for southwest Texas 
to handle all lines. 


Vachreau, 
Michi- 
branch 


L. Ken- 


Employers Mutual: //. 
formerly a salesman at Ironwood, 
gan, has been made Escanaba 
manager succeeding the late IW. 
nedy. 

The following men have been named to 
new field sales manager positions: Lloyd 
B. Brown, Milwaukee; Edward FE. Wil- 
lramson, Dallas; Richard E, Dvorak, At- 
lanta; James E. Long, Los Angeles and 
Earl W. Brown, Detroit. 

John G. Willis has been named branch 
claim manager at Atlanta, Marion S. 
Jordan at Columbia replacing Mr. Willis, 
and Frank W. Appleton, Jr., has been 
transferred to Charlotte to succeed H. D. 
Gilbert as branch claim manager when 
the latter takes a sales position. Karl 
H. Schuelke replaces Mr. Appleton as 
claim manager at Salt Lake City. //arold 
E. Bliss has been transferred from Los 
Angeles to be branch underwriter at 
Indianapolis succeeding Russell R. Ross, 
who took a similar position at Atlanta 
after the death of A. J. Orth 


Fidelity & Deposit: Carroll G. Stevens 
has been promoted from associate super- 
intendent to superintendent of the general 
fidelity division, filling the vacancy cre- 
ated by the recent retirement of IH’. I’. 
Watson. John C. Gardner has been pro- 
moted from assistant manager to manager 
in Syracuse, New York, sreceeding H/il- 
liam L. Lowe. who has been granted a 

year’s leave of absence. These 
apply both to this company and its af- 
filiate, the American Bonding Company 


James 


Hartford Accident: 
who has been with the home office agency 
department, has been appointed assistant 
manager of the Detroit office 


Stewart 


x * 


Hartford Steam Boiler: //. 4. Blocker, 
who was a special agent in the Chicago 
branch, has been appointed manager . 
the Seatile branch succeeding G. 
son, retired. 


Indemnity Ins. of N. A.: franklin 


Kelly has been appointed assistant 
ager of the Hittsburgh office 


man 


Massachusetts Bonding: ( 
fay, Jr., formerly manager of the New 
York metropolitan ottice of the American 
Automobile Insurance Company, has been 
placed in charge of casualty underwriting 
operations in the New York otlice 


x 


Mutual Benefit: The 
tions have been announced: Gale /:. Davis 
to assistant to executive vice president and 
assistant treasurer; //ouard Le (lair to 
vice president and claims manager; Phal- 
lip Horan to general atorney; Lorents 
Thorngren to general legal solicitor and 
Carl A. Moyer to assistant claims man- 
ager. 


following promo- 


x*e 


Mutual Boiler: New inspection offices 
have been opened at Box 87, Amawalk, 
New York, (W. G. Rance, resident in 
spe-tor) and 10342 Santa Monica Bouk 
vard, Los Angeles, California, (A. / 
Gray, resident inspector ). 


National Fire Group: Mu 
kunas has been appointed special agent 
in lowa succeeding special agent E. H 
Carpenter, who has been transferred to 
Kansas 


Maa 


been in the home 


Ohio Farmers: Jolin J. Moore and 

B. Elder, who have 

office casualty and autom: bile depart 

ments, have been made special agents in 
respectively 


Minnesota and Illinois, 
(Continued on the next page) 
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Field Appointments—Continued 


Pearl-American Group: 
Cochrane, who was formerly vice presi- 
dent of a Roanoke agency, has been ap 
pointed special agent with supervision over 
the state of Virginia, with the exception 
of Arlington and Fairfax Counties, and 
the entire state of North Carolina 
Warren L. Bampton, who has been 

comptroller of the Middle and South 
eastern departments in Philadelphia, has 
been made chief accountant at the head 
office in New York succeeding George 
P. Fetick, retired 

x * * 
Phoenix-London Group: Moyd Bruce 
has been appointed a special ag 
Milwaukee oftice 

* 


Royai Exchange: Hetzel, who 
was formerly a special agent in Connecti 
cut, has been appointed special agent to 
cover western Pennsylvania for the fire 
companies of this group. 


ent in the 


Rollins Burdick Hunter Co.: /ofn I! 
Schick has resigned from The Automobile 
Insurance Company of Hartford to join 
the Chicago staff of this firm of insurance 
brokers and average adjusters. He will 
assist in the ocean marine loss and marine 
underwriting departments. Kichard H. 
Smith has joined the Chicago staff and 
will be attached to the audit and survey 
department. 
* 


Standard of Detroit Group: The West 
Coast offices have been moved to 417 
Montgomery Street, San Francisco. At 
the new address will be located the San 
Francisco branch of the Standard Acci 
dent and the Pacific Department of the 
Planet 
* * 


The Travelers: Vice l’resident Tracy 
Smith, who had supervision over the 
casualty, fidelity and surety agency de 
partments, retired from active service 
September 1 for reasons of health. 


Central Surety’s home 
office in Kansas City 
is conveniently located 
to give complete serv- 
ice instantly to its 
agents, from border to 
border and from coast 
to coast. 


Surety AND INSURANCE (ORPORATION. 


REM 


HOME OFFICE KANSAS CITY, M!SSOURI 
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ASSOCIATION 
NOTES 


Cotton Insurance Ass'n: 7. J. Bryan, 

r., has been promoted to assistant man 
ager of this association with headquarters 
in Atlanta. W. &E. Dobbs has been pro 
moted from state agent to executive state 
agent in Texas. 


x * 


Georgia Ass'n of Insurance Agents: 
George Duk. Fairleigh has been appointed 
executive secretary of this association and 
of the Atlanta Association of Insurance 
Agents and will resign his present po 
sition as treasurer and assistant secretary 
of the National Association of Insurance 
Agents October 1. He succeeds William 
H. Thrasher, who resigned. 


Indiana Ass'n of A. & H. Undrs.: The 
following officers have been elected for 
this association, formerly the Indianapolis 
Accident and Health Club: President, 
Charles Ray, Hoosier Casualty Company ; 
vice president, //arry Guion, Business 
Men's \ssur ince; secretary-treasurer, 
Wendell C. Taylor, Taylor Publishing 
Company. 


Ins. Accounting & Statistical Ass'n: 
karl C. Fay, comptroller, Liberty Mutual 
Insurance Company, has accepted the 
chairmanship of the Uniform Accounting 
Committee. Other members are: Casualty 

Dudley M. Pruitt, General Accident 
Fire & Life: Thomas F. Tarbell, Travel 
ers Insurance; and C. G. VanderFeen, 
National Surety. Fire—E. J. Crapser, 
Pacitic Fire; Elmer Domke, Millers Na 
tional: O. C. Moffatt, National Retailers 
Mutual and H’. FE. Shackley, Central 
Manufacturers Mutual. 

The following companies have joined 
this association: The Employers’ Liabil 
ity Assurance Corporation, Ltd., Fire- 
men’s Insurance Company of Washington 
and Georgetown and Ventura County 
Mutual Fire Insurance Company 


Insurance Buyers’ Council: Richard C. 
Sleeper, who tormerly was employed by 
the W. B. Conkey Company of Hammond, 
Indiana, as a research and development 
engineer, has been appointed to the po 
sition of field engineer. 


& & 


inane Society of N. Y.: Francis O. 
Ifield, Jr., head of the law firm of Af- 
feld, on & Herrick, New York City, 
has accepted the honorary appointment 
of counsel for this organization. 


& 


N. J. Ass'n of Mutual Ins. Agents: 
At the annual meeting of this association 
the following officers were elected: Presi- 
dent. Paul Weaen, Pennington; vice 
resident, FE. Lynas Wood, Ventnor: 
easurer, Harvey H. Smith, Oaklyn, (re- 
ted) : secretary, H. F. Freeston, New- 
ark, (re-elected). 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1855 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


OPGANIZED 


NATIONAL—BEN FRANKLIN FIRE INSURANCE COMPANY of Pittsburgh, Pa. 


ORGANIZED 186 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


OPRGANITED 1870 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


ORGANIZEL 852 


ROYAL PLATE GLASS AND GENERAL INSURANCE COMPANY OF CANADA 


ORGANIZED 1906 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 


COMMERCIAL CASUALTY INSURANCE COMPANY 


ORGANIZED 1909 


PITTSBURGH UNDERWRITERS + KEYSTONE UNDERWRITERS 


YALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 


Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Western Department: 120 South La Salle Street, Chicago 3, Il. 
Southwestern Department: 912 Commerce St., Dallas 2, Tex. 


Foreign Departments: 111 John Street, New York 7, New York 
206 Sansome St., San Francisco 4, Calif. 


Canadian Departments: 465 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver, B. C. 
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ECOMMENDATIONS to pre- 
vent disasters such as the carbon 
disulfide fire in the Holland Tunnel 
between New York City and Jersey 
City on May 13, 1949, are contained 
in a detailed special report issued by 
the National Board of Fire Under- 
writers. 

The report says that the explosion 
and fire, caused by ignition of 48,530 
pounds of highly flammable and vol- 
atile carbon disulfide in 80 fifty-five 
gallon drums on a trailer-truck in 
the tunnel serve to point out the 


NATIONAL BOARD REPORT 


“untold potential hazards which ex- 
ist in the normal day-to-day highway 
transportation of dangerous ma- 
terials.” 

Although nobody was killed in 
the fire, the National Board report 
states that it could easily have been 
a major disaster with loss of many 
lives, and it should provide a grave 
warning against flagrant violations 
of safety rules and lack of suitable 
provisions for enforcement of cur- 
rent regulations. ‘Fire services and 
safety groups recognize the special 


SPECIAL SERVICES 


ADVISERS & BROKERS 


DALE& COMPANY 
LIMITED 
Cc. GILBERT ROSS, Presivent 
COMPLETE INSURANCE SERVICE 
THKOUGHOLT CANADA 
LLOYD'S AGENTS ... MONTREAL 


Offices at 
MONTREAL, TANCOUVER, TORONTO, 
ONLIFAX 
EDMONTON 


Associate 


Payne & Unrds tid Hamilton, Oat. 


FAIRFIELD, ELLIS & GRANT 
Limit 


Successors te Barton & Ellis Limited 
INSURANCE ADVISERS 
460 ST. STREET 


Farfieia & Ellis 
40 Congress St Boston 
79 Jonn St New York 


ACTUARIES & ACCOUNTANTS 


CHASE CONOVER & CO. 


AUDITORS AND ACCOUNTANTS 


135 SOUTH LA SALLE STREET 
CHICAGO 3, ILLINOIS 


Telephone Franklin 3868 


HARRY S. TRESSEL & ASSOCIATES 


Certified Public Accountants and Actuaries 
10 S. LA SALLE STREET CHICAGO 3, ILL. 
Harry S. Tressel, ALLA We. Gillette, CPA 
Woltman, WP Kelly 
A. Moscovitch, AALA 
W. M. Barkbuff, C.P.A 
Franklin 4020 


SURPLUS 
LINE BROKERS 


ACCIDENT—HEALTH 
EXCLUSIVELY 
WILLIAM E. LEBBY 


DIRECT REPRESENTATION 
LLOYD’S LONDON 
609 S. Grand Ave., Los Angeles 14 


Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 


WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 
90 John Street, New York 
Telephone Barclay 7-3428 


MELLING & BEVINGTONS LTD. 
Reinsurances & Special Risks 


4 FENCHURCH 
LONDON 


930 DORCHESTER W 
MONTREAL 


WOODWARD, RYAN, SHARP 
& DAVIS 


Consulting Actuaries 


41 PARK ROW NEW YORK 
Telephone Barclay 7-4443 


hazards that are being presented by 
these veritable ‘warehouses on 
wheels.’ They are therefore fully 
justified in demanding more strin- 
gent checkups and sterner measures,” 
the report says. 

Specific recommendations include : 

1. A “safe routing” plan for the 
transportation of dangerous chemi- 
cals and explosives should be estab- 
listed for any containing 
vehicular tunnels, bridges and con- 
gested highways. 

2. Information about the nature 
of dangerous chemicals and explo- 
sive cargoes should be made available 
to the motor carrier by the shipper. 

3. This data should be transferred 
to each driver who accepts responsi- 
bility for the cargo. 

4. Tunnel exhaust fans and ven- 
tilating systems need greater satfe- 
guards to protect them from fire 
damage. 

5. Tunnels appear to need more 
fire fighting equipment, particularly 
extinguishers suitable for varying 
types of fires. The possibility of 
adapting automatic sprinklers for 
tunnel protection should be studied. 

6. Legislation governing trans- 
portation of dangerous chemicals and 
explosives should be standardized 
and penalties made more severe. 

7. A cooperative program to edu- 
cate shippers, trucking firms and 
drivers should be undertaken by the 
Interstate Commerce Commission, 
the American Trucking Association, 
and all state traffic and fire authori- 
ties to supplement the legislation and 
enforcement plans. 

Emphasizing the nation-wide im- 
portance of the problem of prevent- 
ing such fires, the report points out 
that there are approximately forty 
vehicular tunnels in the United 
States, and that there are more than 
6,500,000 trucks and truck-trailers 
in use on American highways. 


JEWELRY RATES REDUCED 


HE rate filing made by the In- 
land Marine Bureau calling for 
a reduction of 160 in rates on per- 
sonal jewelry insurance has been ac- 
cepted by Commissioner Malone of 
Pennsylvania, effective September 1. 
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QUESTIONS & ANSWERS 


QUESTION 6 


(a) “O” entered into a contract 
to erect a house for “P.” The con 
tract SPec ified that the house would 
be completed by November 1, 1940, 
and required “O” to post a bond for 
faithful performance. At the request 
of “O” and upon his payment of the 
premium, such a bond was furnished 
by R Surety Company, a corpora- 
tion chartered to engage in the busi- 
ness of acting as surety. On October 
1, 1940, five months after the con- 
tract was made, “O” advised “P” 
that “O”’ desired to extend the date 
of completion from November 1 to 
December 27, 1940. “P” replied 
that he had no objection to this. 
Upon subsequent default by “O” in 
the middle of October, 1940, “P”’ 
sought to hold R Surety Company 
on the bond, but the Company, learn- 
ing for the frst time of the extension 
of the completion date, contended 
that it was released from liability 
under the circumstances. Is the 
Company's contention legally cor- 
rect? If so, why? If not, why not? 
Explain fully. 


(b) “QO” and “S” held title to a 
piece of realty in their joint names. 
Upon the death of “OQ,” the question 
arose in connection with a fire policy 
whether “QO” and “S” were joint 
tenants or tenants in common 


Explain the difference between a 
joint tenancy and a tenancy in com- 
mon and indicate why the distinction 
is important to a solution of the ques- 
tion above raised. 


Answer 


(a) Although it is an established 
principle that a binding extension of 
time granted by the obligee to the 
principal obligor will release the 


For September, 1949 


PART IV—LAW — Continued 


non-consenting surety, the tendency 
of the courts is to refuse to apply 
this principle, especially with respect 
to a paid surety, unless it is shown 
that the extension of time granted 
results in some injury or disad- 
vantage to the surety. 

In this case the default by “O,” 
the principal obligor, occurred in 
the middle of October, before the 
completion date fixed in the original 
construction contract. Under the 
evidence presented the extension of 
time granted by “P,” the obligee, 
has not resulted in any injury or 
disadvantage to R Surety Company. 

Furthermore, the extension of 
time granted by “P” is not a binding 
one. There was no consideration re- 
ceived by “P.” The authorities state 
that the general principle under 


DEAN'S NOTE 


This composite set of answers to the 
June 1948 Chartered Property Casualty 
Underwriter examinations given by the 
American Institute for Property and Lia- 
bility Underwriters, Inc., has been pre- 
pared from the papers of the examinees. 
Editing was necessary to assemble each 
composite answer and present it in con- 
densed form. However, the content in 
some cases is more complete than was 
required for a high grade and answers 
have been given to all the questions even 
though the candidate had a choice. 

It should also be mentioned that al- 
though these answers have been taken 
from meritorious papers, they are not 
necessarily perfect. Many of the ques- 
tions involved judgment on the part of 
the candidate and no hard and fast solu- 
tion could be required. Credit was given 
for the reasonableness of the answer and 
the evidence of intelligent application 
of a candidate's knowledge. 

Candidates are cautioned not to rely 
on this set of questions and answers as 
a method of dircct preparation for the 
C. P. C. U. examinations. They may be 
useful as a guide to the type of questions 
asked and the content of answers desired 
by the Institute, but they cannot be o 
substitute for thorough study and mas- 
tery of the subject matter of the In- 
stitute's curriculum. 


which the obligee’s extension of time 
to the principal obligor releases the 
non-consenting surety is applicable 
only to a binding extension of the 
maturity date. 


(b) In a tenancy in common two 
or more persons own undivided in- 
terests in a piece of property and 
upon the death of one his interest 
passes to his heirs or beneficiaries 
under the intestacy law or his will 
The interests of the tenants are not 
necessarily equal. For instance, if 
there are two tenants in common, 
one may own an undivided 3¢ in- 
terest, and the other an undivided 5¢ 
interest, in the property. In a joint 
tenancy two or more persons own 
undivided equal interests in a piece 
of property and upon the death of 
one tenant his interest is absorbed 
by the survivor or survivors. For 
instance, if a husband and wife own 
their home as tenants by the en- 
tireties (a special form of joint ten- 
ancy for spouses), upon the death 
of one of the spouses the survivor 
becomes the sole owner of the prop- 
erty. 


This distinction is important to a 
solution of the question raised be- 
cause it will determine the respective 
interests of “OQ” and “S” and their 
heirs and beneficiaries in the policy 
and in loss payments made there- 
under. If “OQ” and “S” are joint 
tenants, upon “Q's” death “S” be- 
comes sole owner of the insured 
property. If “QO” and “S” are ten- 
ants in common, upon “Q's” death 
his interest will pass to another by 
will or by intestacy. The insurable 
interest in the property is now 
shared by “S” and the recipient of 
“(’s” interest. The policy should 
be submitted for appropriate en- 
dorsement to reflect this change. 


(Continued on the next page) 
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C.P.C.U. Answers 


A ontinued 


QUESTION 7 


At a recent meeting of a retail 
groc ers’ association the Speaker, im 
attempting to uupress upon his hea 
ers the wisdom of liability coverage, 
referred to several lawsuits which 
had been brought against operators 
of retat! food markets. One of the 
cases tu which he referred was as 
follows 

“T,” the operator of a large retail 
grocery store which included a meat 
counter, used a special kind of floor 
wax which yave the floor covering a 
smooth, glistening surface. One day 
“U,” a patron entering the store 
shortly after the wax had been ap 
plied, slipped and fell. Severe and 
painful injuries developed. On @ 
different “W’,” another 
patron, went to the meat counter and 
bought a ham. As a result of eating 
the ham “W" became seriously ill 
The ham had been received by “T” 
only the day before from a reputable 
packer and it bore the government 
stamp of inspection. “I” had kept 
the ham properly refrigerated and 
was in no way careless in |is han- 
dling of it. 

(a) Is “T” liable to “U” for the 
injuries sustained by “U"’? 

(b) Is “T” liable to “W” for the 
injuries sustained by “W”? 


eccasion 


In each case state and explain 
fully the legal principles which de- 


termine your answer. 


Answer 


(a) Yes. The question is one, of 
liability in tort. All the essential 
elements of tort liability appear to 
be present. There was a duty owing 
by the defendant to the plaintiff, 
there was a breach of this duty, and 
this breach of duty was the proxi- 
mate cause of the plaintiff's injury. 

“LU” was an invitee on the prem- 
“T” owed “U” a duty to exer- 
cise due care in the maintenance and 
operation of the premises. It seems 
that “T's” conduct represents a fail- 
ure to exercise due care and con- 
stitutes negligence. The question of 
negligence presents an issue of fact 
for determination of the jury if the 
case 1s litigated. The facts presented, 
however, appear sufficiently clear to 
indicate the existence of negligence. 
normally prudent storekeeper 
should foresee that a “smooth” and 
“glistening” waxed floor might cause 


ng 
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patrons to slip and fall. It is also 
clear that the injuries sustained by 
“U" are a direct and foreseeable re- 
sult of “T's” failure to exercise due 
care, so that there is no question of 
satistaction of the proximate cause 
requirement 

There is nothing to mdicate con- 
tributory negligence on “U's” part 
\ patron entering a store is entitled 
tu assume that the place is not an 
attractive pitfall and that no special 
gait or footwear is required to nego- 
tiate a passage from the door to the 
counter. The mere fact that “U" 
slipped and fell, in the absence of 
additional proof, is not sufficient evi 
dence of contributory negligence 
Yes. ‘Phe question is one of 
hability without fault, resting on the 
theory of implied warranty 


iby 


In a sale of goods certain war 
ranties on the part of the seller are 
miphed, unless negated by the ex- 
press stipulations or conduct of the 
partes. The imphed warranty 1s 
said to be a “child of the law”—-that 
is, It is “written in” or implied by 
law. ‘The most familiar of these im- 
phed warranties is the implied war- 
ranty of quality. A seller, who knows 
expressly or by implication the pur- 
pose for which the buyer wants the 
goods, and on whose skill and judg- 
ment the buyer relies, impliedly 
warrants that the goods are fit for 
the particular purpose for which they 
are sold. Thus a seller of food im- 
pliedly warrants that it is edible and 
It is this 
umplied warranty of quality which 
forms the basis of “T's” liability to 
“W,” regardless of “T's” lack of 


negligence 


fit for human consumption 


Under the circumstances 


sented, 


pre- 
will undoubtedly have a 


claim against the packer who sup 


plied him with the ham. This cir- 
cumstance does not, however, lessen 


the degree of “T's” liability to “W.” 


QUESTION 8 
When fire 


damaged 
which “V” rented from “X” the 
property was repaired by “XN” at his 
oun expense pursuant to a claitse 
im the rental agreement. “|"” carried 
fire insurance on these rented prem- 
ises and his fire insurer refused to 
pay on the ground that it would im 
pair its right of subrogation. How 
ever, the court ordered payment by 
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the fire insurer on the qround that 
the subrogation right is exercisable 
only against those guilty of negli 
wrongdomg and not 
against one who is merely obligated 
by a contract to make good the dam 
aye that is the subject of insurance. 

is the decision of the court con- 


or 


sistent with the usual interpretation 
of the subrogation right under (a) a 
released railroad bill of lading, (b) 
the standard fire policy, (c) the 
standard mortgagee clause endorsed 
ona fire policy, and (d) an auto- 
mobile liability policy? Explain fully 
in each case. 


Answer 

The court’s analysis is definitely 
inconsistent with the usual interpre 
tation of the subrogation right under 
all four of the situations 
There is no recognized limitation 
that an insurer 
exercise its subrogation right only 
wrongdoers or tortfeasors 


given 


which states ma\ 
against 
The general concept and common 
understanding, as a matter of ex 
press stipulation as well as ordinary 
interpretation, is that the insurer 
upon paying the insured for the loss 
succeeds to all the rights of the in 
(Continued on the next page) 
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sured against third persons in con- 
nection with the loss. These rights 
include those which the insured holds 
by virtue of a contract with another 
as well as those which the insured 
acquires by law against another be- 
cause of the latter’s negligence or 
wrongdoing. In other words, the 
insurer acquires all of the rights held 
by the insured whether these rights 
are based on contract or on tort. 

This general interpretation and 
understanding of the subrogation 
right is applicable to each of the four 
situations given. 

(a) Released Railroad Bill of 
lading. When the insurance com- 
pany pays a loss to the holder of the 
pill of lading, the latter releases the 
document to the company. The com- 
pany thereby becomes the assignee 
and holder. It is substituted in the 
place of the insured as holder of the 
vill and acquires all rights which the 
insured held against the railroad 
under the contract, in addition to any 
rights which the insured has against 
the railroad in tort as a result of 
the railroad’s negligence or wrong- 
doing in carrying the goods. 

(b) Standard Fire Policy. When 
the insurance company pays a loss 
to the insured, the company acquires 
all the contractual rights possessed 
by the insured against third persons, 
as well as the insured’s claims in 
tort against wrongdoers, in connec- 
tion with the loss. The New York 
1943 Standard Form expressly so 
provides. 

(c) Standard Mortgagee Clause 
Endorsed on Fire Policy. This 
clause makes the mortgagee an in- 
sured party to the extent of his in- 
terest and covers the mortgagee even 
though the mortgagor may have en- 
gaged in conduct which avoids or 
suspends the policy as against the 
mortgagor. By express provisions in 
the clause, the insurance company, 
upon paying the mortgagee, acquires 
all the mortgagee’s contractual rights 
and tort claims in connection with 
the loss, including the mortgagee’s 
rights of action against the mort- 
gagor. 

(d) Automobile Liability Policy 
By express provisions in the policy 
the insurance company acquires un- 
der its right of subrogation all the 
insured’s rights and claims against 
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C.P.C.U. Answers—from page |04 


third parties in connection with the 
loss. As a practical matter, the na- 
ture of the insurance is such that 
subrogation rights under this form 
of insurance will be exercisable only 
in unusual cases. The company 
under this form of insurance prom 
ises to indemnify the insured against 
ability to third persons arising from 
the negligence of the insured himseli 
Obviously the company cannot ex- 
ercise subrogation rights against the 
insured himself 


QUESTION 9 


(a) On the morning of February 
22nd “A,” while in excellent health, 
plucked a hair from his nose. Thirty- 
six hours later evidence of infection 
devel fed On the 24th a pimple 
had formed on the base of the nose 
This was given medical attention, 
hut septicemia of a violent type had 
set in and “A” died on March 1st 

Vedical testimony indicated that 
pulling the hair resulted in a skin 
abrasion or slight wound through or 


into which pyogenic germs entered 
at the time and induced the blood 
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poisoning from which “A” died. “A” 
held a policy covering death effected 
through accidental means. The in- 
surance company contended that 
“A's” death was not covered by the 
policy and the beneficiary sued to 
recover $30,000, the face value of 
the policy. Do you believe the in- 
surance company's contention is 
legally sound’ A complete and pri 
cise explanation must be given in 
support of your answer 

(bh) Explain the extent to, and 
the purposes for, which the legal 
principle that determined your an 
swer to part (a) of this question ts 
used tn (1) fire insurance, and (2) 
workmen's compensation insurance 


Answer 


(a) The problem involved is one 
of cause and effect which has 
plagued the courts and produced 
confusion and conflict. 

From the standpoint of careful 
construction and logical analysis, the 
death was not caused by accidental 
means and the company’s conten 
tion is sound. There is no douht 
that the death of the insured was 
accidental. But this is not merely 
a policy of accidental death; it is a 
policy which covers death effected 
th It 


he shown that the death was caused 


rough accidental means 


wv and was the result of an accident, 
ind it is not enough to show that 
there was an accidental death. In 
short, the cause of the death must be 

However, the death 
here involved does not meet this test 
[he insured did a deliberate and 
intentional act when he plucked a 
ur from his nose and this act 
iused the death in an unbroken 
hain of cause and effect. Thus the 


in accident 


death was an accident, but the cause 
. the death was no accident and it 
innot be properly said that this was 
death effected through accidental 
means 
Most courts, however, show a de- 
ded tendency to take a broad view 


ot the accidental means clause and to 
lecide such cases against the insur 
e compan This is Esper 
true of the more recent decisions 
The reas is that while the ir 
sired inte to pluck a hair from 
s se, the wound or abrasion was 


t intended and was an accident 


and this accident was the efficient 
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death under the circum- 
stances. In the same way, it has 
been held that where an insured 
jumped and fell in such a way as 
to sustain injuries from which he 
died, the death was one effected 
through accidental means. In other 
words, where an intentional or de- 
liberate unintended or 
unplanned consequence and death 
follows, the death is considered to 
have etfected 


cause of 


act has an 


been by accidental 


means. 

This view has the virtual effect 
of obliterating the accidental means 
provision. The practical result of 
this view is to equate a policy cov- 
ering death effected through acci- 
dental means to an ordinary death 
benefit policy. 

(b) (1) The basic legal principle 
applicable above is known as the doc- 
trine of proximate cause and is ex- 
tensively used in fire insurance for 
the purpose of determining coverage 
for loss and to obtain the benefits of 
exercising subrogation rights under 
this pe jlicy. 

The legal interpretation of “direct 
loss by fire” requires a fire to be the 
primary and efficient cause of loss. 
Thus, if a fire which is confined to 
a basement causes smoke damage to 
merchandise on an upper floor, the 
fire insurer of the merchandise would 
be liable because fire would be the 
“proximate cause” of the loss. 

In cases where someone other than 
the insured negligently or wilfully 
does an act which is the proximate 
cause of the destruction of the in- 
sured’s property by fire, the insur- 
ance company may pursue him under 
its right of subrogation after having 
paid the insured the amount of the 
loss. 


? 


(2) The same basic legal prin- 
ciple is applicable to workmen's com- 
pensation insurance. 

Workmen’s Compensation Acts 
cover injuries accidentally sustained 
by an employee in the course of his 
employment. Under the strict stand- 
ard announced by the laws in some 
states, the act covers accidental in- 
juries arising out of and in the course 
of employment. In either event, the 
employment is the primary and basic 
cause of the injury and coverage is 
granted on the theory that payment 
for such injuries should be borne by 
the industry as part of the expenses 
of operation. Furthermore, under 
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the doctrine of proximate cause, cov 
erage is granted for injury or death 
directly traceable to an injury orig- 
inally incurred in the course of em- 
ployment. For instance, where a 
miner was caught between two cars 
and the injury to his chest super- 
induced pneumonia from which he 
died, the death was covered. Also 
if an industrial accident is caused 
by the negligence of a third party, 
the workmen's compensation insurer 
can proceed against the third party 
for reimbursement. As in fire in- 
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surance the doctrine is used to de- 
termine the liability of the insuret 
and an insurer’s right of subroga- 
tion. 


QUESTION 10 


(a) An insurance company issued 
an automobile liability policy with 
5/10 limits to “Y.” While driving 
his car, “Y's” negligence caused 
jury to pedestrian “Z.” As a result 
of the injury, “Z” had to undergo 


(Continued on the next page) 
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an operation one week later. At- 
tempts to negotiate a_ settlement 
failed and “Z” sued “Y.” The trial 
took place two and a half years after 
the accident and “Y’s” defense was 
conducted by the insurance com- 
pany’s trial attorney. At the time of 
the trial, “Z” was still in pain and 
had to use a cane. The disability was 
estimated to be “a permanent 33% 
disability,” and “Z's” out-of-pocket 
expenses amounted to $3,000. Dur- 


ing the first few months following 
the accident, “Z” was willing to 
settle for $4,000 and then raised the 
figure to $4,500. A few days before 
the trial, “Z” offered to settle for 
$4,750 and this offer stood through- 
out the trial. However, the com- 
pany’s claim department had placed 
a “settlement value” of $2,500 on 
the claim and refused to pay more. 
Accordingly, the trial in “Z's” suit 
against “Y” proceeded to its conclu- 
sion and “Z” received a verdict of 
$12,000. The company paid $5,000 
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and “\'" paid $7,000 in satisfaction 
of the verdict. “Y" then sued the 
company to recover $7,090. Do you 
think “\" will succeed in this suit 
Explain carefully the legal principles 
which determine your answer. 

(b) A farmer had two farm build- 
ings on his premises covered under 
an insurance policy; one to the ex- 
tent of $1,000 and the other for 
$3,000. Each building was identified 
as adjacent to the farmer's barn 
(there was no other description). 
One of the buildings was destroyed 
by fire and a claim was made for 
$2,000, which was the value of the 
destroyed building. The farmer says 
the $3,000 of tmsurance applies to 
the destroyed building but the in- 
surer maintains the $1,000 of insur- 
ance is applicable. How should the 
dispute be settled? Give the legal 
reason for your answer. 


Answer 


(a) Most probably yes. Under an 
automobile liability policy the insur- 
ance company reserves the right to 
carry on settlement negotiations with 
the injured party, to settle the case 
out of court, and to defend in court 
it the case is pressed to a lawsuit. 
In exchange for this right the law 
imposes upon the company a corre- 
sponding obligation to act according 
to certain standards for the protec- 
tion of the insured’s interests. If in 
violation of these standards the com- 
pany fails or refuses to settle with 
the injured party within the policy 
limits and thereby causes the insured 
to sustain a loss in excess of those 
limits, the company may be held to 
account. 

There is disagreement concerning 
the standards or criteria which 
should control the company’s actions 
in cases of this character. All the 
authorities are agreed that the com- 
pany owes the insured a duty of 
good faith in these matters and that 
the company is liable when bad faith 
or fraud on its part is shown. Sev- 
eral cases, including a recent decision 
which served to focus attention on 
this problem, hold that the company 
also owes a duty of due care in these 
matters and that it is liable when 
negligence on its part is shown, even 
without proof of bad faith or fraud. 

Under the circumstances of the 
case presented, the company’s failure 
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to settle is difficult to explain, and 
negligence on the company’s part 
seems an cloquent and irresistible in- 
ference. Indeed, the company’s fail- 
ure to settle under the situation given 
seems strong evidence of bad faith. 

(b) The dispute should be settled 
in favor of the farmer by payment 
of $2,000 on the destroyed building 
unless the company is able to in- 
troduce evidence to show sufficient 
cause to the contrary. 

There is an obvious ambiguity on 
the face of the contract, for the de- 
scription of the property covered 1s 
too general and vague. The com- 
pany may therefore introduce parol 
evidence in an effort to clear up this 
ambiguity. If the company can show 
that it was mutually intended and 
understood that the destroyed build- 
ing was to be covered for only $1,000 
and the other for $3,000, the com- 
pany’s contention would prevail. It 
is extremely unlikely that the com- 
pany will be able to produce clear 
and sufficient proof to this effect. 
Likewise, if the company succeeds 
in proving that the standing building 
is worth much more than the de- 
stroyed building, it would have a 
chance of sustaining its contention. 
The inference would have to be es- 
tablished that the $3,000 of insurance 
was meant to cover the standing 
building and the $1,000 of insurance 
was meant to cover the destroyed 
building. On the other hand, if the 
company is unable to furnish such 
evidence, or if for any other reason 
the proof furnished is inconclusive, 
the company will have to pay $2,000 
on the destroyed building. Since the 
company drew the contract and had 
ample opportunity to investigate and 
to insert clear and adequate deserip- 
tions of the property covered, the 
ambiguity will be resolved against it 
and in favor of the insured. The 
legal principle that a contract 1s con- 
strued more strictly against the party 
who has drawn it up is applied with 
special force in the field of insurance, 
since a contract of insurance is cus- 
tomarily drafted by the insurer. 
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IMPARTIAL VALUATIONS 
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INDUSTRIAL and COMMERCIAL 
PROPERTY 
Thirty-nine years of factual appraisal service to 
America’s more conservative business institutions. 
District offices in principal cities. 
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The Agency—from page 26 


ceased partner’s widow a fair price 
for her share in the business and en- 
ables her to get this money promptly. 
And here’s a profitable by-product 
of business life. The insurance 
agency that sells business life insur- 
ance to itself usually becomes so 
thoroughly sold on the need for busi- 
ness life that its members find it 
easy to sell it to other business or- 
ganizations. Haven't vou found it 


of selling those lines of insurance 
which you believe in so thoroughly 
that you buy them yourself than 
those which you do not back with 
your own money? 

I can remember back to the early 
days of automobile insurance. I was 
a special agent in those days and 
found it difficult to get the agent, 
who drove around with a horse and 
buggy, excited about the possibilities 
of the automobile. But when these 
fellows gave up their horses and 


true that you can do a better job bought automobiles and insured 
Accident, Health, 
Casualty, 
Fidelity. & Surety 
ACCIDENT CASUALTY 
if 
INSURANCE COMPANY 
of Winterthur, Switzerland 
Organized 1875 
111 John Street - New York, ¥. ¥. 
Ogden Davidson 
United States Manager 
| Charles A. Barkie Arthur F. McCarthy 
| Assistant Managers 


those automobiles, then they began 
to get results in selling automobile 
insurance to others. 


Successful Agents Are Enthusiastic 


In my work and in my travels, 
I have had the opportunity of meet 
ing many insurance 
agents. | have found that they have 
one thing in common. They love 
their work. They are enthusiastic 
about it and they are very happy 
in it. 


successful 


Ome obvious reason for the happi- 
ness they find in their calling is be 
cause they are making a good living 
But that isn’t the full explanation 
by any means. I know plenty of 
men in other walks of life who are 
making a good living, but who are 
neither enthusiastic about the work 
they are doing, nor particularly 
happy in it 

The real reason why the success 
ful insurance agent finds such happi 
ness in his work, lies much deeper 
than the income he receives from it 
It lies in the intangibles—in_ the 
value of the work he is doing, in the 
services he 1s rendering his fellow 
men, in the many fine friendships 
that are the by-products of con 
scientious and intelligent imsurance 
salesmanship. 


Two Values 


Because it is intangible and be- 
cause most men know so little about 
insurance, a good salesman can add 
more to the value of an insurance 
policy than he can to an automobile, 
or anything that vou can see, lay 
vour hands on or operate. There 
are two kinds of value that vou can 
get from oan insurance contract 
(1) protection, and (2) peace of 
mind. Both are very important. It 
is quite possible to carry many lines 
of insurance for a lifetime and have 
no occasion to experience a demon 
stration of the protection it affords 
If only the protection phase of the 
contract had been explained to von, 
ven might feel that vou had wasted 
your money. 

But, if vou have been made to feel 
the security that this contract affords 
vou, 1f vou have that comforting as 
surance that you are sheltered from 
the financial consequences of such 
disasters as fire, accidental injurv. 
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liability and other hazards, you do 
not feel that your premium has been 
wasted even if you have not re- 
ceived a penny in return. You feel 
happy because you had no occasion 
to call upon your insurance, and you 
renew it gladly because the freedom 
from worry that it afforded you was 
alone worth what you paid for it. 


Peddling Policies 


Unquestionably it would be pos- 
sible to sell certain lines of insurance 
over the counter in a retail store, 
but I feel certain that those pe ple 
who bought their insurance in this 
manner would not enjoy the protec- 
tion afforded by those policies as 
much as those who bought their in- 
surance from an intelligent and con- 
scientious agent. People who buy 
insurance without having it ex- 
plained to them by a good salesman 
are likely to feel that they have got 
their money's worth only if they have 
a claim. The man whose insurance 
program is handled by a conscien- 
tious insurance agent, gets full value 
for his money every day he lives 
under the shelter of those contracts. 
He enjoys a feeling of security—and 
in these days of uncertainty and gen- 
eral insecurity, it is worth a lot to be 
secure against those hazards which 
can be safeguarded by insurance. 

One reason why the successful 
insurance agent is happy in his work 
is because he knows that he is adding 
more to the value of what he sells 
than he is receiving in commissions 
for its sale. But that’s not the only 
reason. 


Social Values 


He knows that he is helping men 
to help themselves. Few men will 
buy adequate insurance protection 
until its need has been dramatized 
by a good salesman, and until some- 
one shoves an application in front 
of him and says: “Sign here.” But 
when an agent gets a man to pro- 
tect himself against loss by accident, 
liability or other hazards he is help- 
ing him to help himself. That is 
about the most useful service that 
any one man can render unto an- 
other. If vou offer charity to a man 
when he has suffered a misfortune. 
vou may do him more harm than 
good. You may get him in the habit 
of leaning on others for assistance 
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nestled among the 
7 hills on the west side of the 
yy KM: Merrimack River, was once a trading post. 
Originally surveyed in 1652, it was char- 
ed tered in 1746. The symmetry and beauty 
of the town reflect the plans of Asher Benjamin, an architect 
engaged in 1825 by the Nashua Manufacturing Company to lay 
out the streets and to plant numerous trees. Here the Nashua 
Watch Company in 1860 began to make 
watches by machinery, a development 
which revolutionized the industry. Here 
John Gage ran the first American shop — 
devoted to the making of machinists’ a 
tools, and here the American Shearer Company devised the first 
machine for shearing and clipping animals. The city is famous 
for the diversity of its industries, prominent among which are 
the Nashua Gummed and Coated Paper Company, the White 
Mountain Freezer Company, and the Inter- 
national Paper Box Machine Company. 
In #930, a fire devastated one quarter 
of the community, but New 


ir England perseverance rebuilt it so 
oi that it is today the second largest 
city in New Hampshire. 


NEW HAMPSHIRE 
FIRE INSURANCE COMPANY ==} 
Incorporated 1869 


MANCHESTER, GRANITE STATE 


NEW HAMPSHIRE FIRE INSURANCE COMPANY 
Incorporated 1885 

PORTSMOUTH, 

NEW HAMPSHIRE 


when he ought to be standing on his cept its benefits in the same spirit 
own feet. You may weaken his self- that he receives any other purchase 
reliance, impair his self-respect for which he has laid his money on 
But when vou show him how he — the counter 

can protect himself against the con Insurance 1s a great busimess. The 
sequences of disaster, provided that longer I remain in it, the prouder I 
he will do his part by paving the become to be connected with it. And 
premium, you are strengthening his the men in the field, who are daily 
spirit of self-reliance. And if a mis- bringing the benefits of imsurance 
fortune should occur, there is no protection to the attention of their 
taint of charity in accepting insur- fellow citizens, have even better rea- 
ance benefits. He has paid his good — sons for holding up their heads with 
money for the insurance; he can ac- pride. 
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EDUCATIONAL INSURANCE—from page 16 


There are certain valid objections to providing edu- 
cational insurance through policies on the life of the 
child. In the first place, the child is not a breadwinner 
and an adequate amount of insurance for educational 
purposes provides more death benefit protection than 
parents usually need on a child’s life. Second, legal 
limitations in some states on the amount of insurance 
which can be placed on a child's life also have to be 
respected in this connection; and third, whether insur- 
ance on the child’s life adequate in amount to provide 
for educational expenses constitutes over-insurance will 
be a relative matter to be decided by the Underwriting 
Department at the Home Office. 


Typical Case 


In the typical case, it is agreed that the educational 
insurance policy should be on the life of the parent. 

The legal disabilities of minors make it desirable that 
the ownership and control of the insurance be in an 
adult. Moreover, in the future, there may be great need 
for the discretion and judgment of an adult in dealing 
with these educational funds. 

It is of no avail to provide funds for the college edu- 
cation of a child if there is insufficient income for the 
parent to maintain that child to college age. 

Hence, regardless of whether or not there appears to 
be an adequate gross estate, including Life Insurance, 
the desirability of the greatest possible flexibility in 
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West Central Office: Lincoln, Neb. 


Western Office: Berkeley, California 


To better serve almost 


STATE FARM INSURANCE COMPANIES 


State Farm Mutual Automobile Insurance Company 


arrangements for payment of the proceeds is generally 
recognized by thoughtful persons experienced in this 
subject. 

There is danger in tying up money for educational 
funds so that it has to be paid only at a certain time and 
in a certain manner. 


Dangers 


Most of the danger will be avoided, however, if the 
following ideas are considered in arranging the settle- 
ment :— 


1. If the primary beneficiary is an adult (usually the 
spouse) and the child is designated as contingent or 
secondary beneficiary, the trouble and expense of ap- 
pointing a guardian for the child will be avoided 
while the primary beneficiary lives. 


2. If the proceeds are held under the Interest Option 
with the right to withdraw proceeds :— 


(a) The interest income produced will supplement 
income from other sources while the child is in 
the home; 

(b) Part or all of the principal is available in event 
of emergency before the child attains college 
age, and 


The fund could continue indefinitely under the 
Interest Option if income from other sources 
should prove adequate to pay part or all of the 
child’s college expenses. 


(c 


North Central Office: St. Paul, Minn. 


State Farm Life Insurance Company 
State Farm Fire Insurance Company 
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A Participating 
Stock Company 


Established in 1922 


Workmen's Compensation 
Manufacturers’ and Contractors’ 
Bodily Injury and Property Damage 
Automobile Bodily Injury and Prop- 
erty Damage 

Automobile Fire, Theft and Colli- 


sion 
Owners’, Landlords’ and Tenants’ 
Bodily Injury and Property Damage 


“A Strong Legal Reserve Stock Company” 
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EMPLOYERS 
CO ALA 


Elevator Bodily Injury and Property 
Damage 

Comprehensive Liability 

Plate Glass 

Comprehensive Personal Liability 
Fidelity and Surety Bonds 

Forgery Bonds 

Burglary, Robbery and Theft 


HOOVER, President and Chairman 


$4,000 EDUCATIONAL FUND 
FATHER — AGE 35 
Annual Monthly 
Premium or Premium 


$180.36 $15.96 


>» 


20-Pay Life + Dis. + F.I.S.P. 
(15 Year Plan—$8.35 Mo. Unit) 
20-Pay Life + Dis. + F.1.S.P. --. 189.60 16.76 
(20 Year Plan—$8.35 Mo. Unit) 

20-Pay Life + Dis. + F.I.S.P. 184.12 16.28 
(15 Year Plan—$10.00 Mo. Unit) 

20-Pay Life + Dis. + F.1.S.P. vad 195.12 17.24 
(20 Year Plan—$10.00 Mo. Unit) 

20-Pay Life + Dis. + F.1.S.P. se 195.44 17.32 
(15 Year Plan—$15.00 Aer Unit) 

20-Pay Life + Dis. + F.I.S.P. i. wee 18.76 
(20 Year Plan—$15.00 Mo. pit 

20-Pay Life + Dis. + F.1.S.P 206.72 18.28 
(15 Year Plan—$20.00 Mo. Unit) 

20-Pay Life + Dis. + F.1.S.P. 20.24 
(20 Year Plan—$20.00 Mo. Unit) 


CASH AVAILABLE UNDER ANY OF THE PLANS ABOVE 


(Guaranteed Cash Value Plus Accumulated Dividends*) 
On a $4,000 20 Payment Life Policy Issued at Age 35 


Present Age College Age 
of Chil 19 20 


the child has matriculated in an institution of higher 
learning (as arranged by the insured parent), the 
Instalment payments will not start before they are 
needed and will not be paid if they are not needed, 


Observation 
This procedure will :— 


(a) Produce interest income to supplement other 
family income while the child is in the home. 
(b) Be a source of emergency cash if needed before 
the child attains college age. 
Enable income payments to: 

(i) begin whenever the child is ready for 
college ; 

(ii) be deferred until they are needed because 
other sources of income (savings, 
scholarship, a job) have been used ; pos- 
sibly even until after graduation ; 
equal the amount of income required 
when instalments begin; or 

(iv) stretch out over a period of more than 
four years, if desired. 


The selection of the particular kind of insurance policy 


to be placed on the parent's life will be determined by 
three factors : First, is the insurance policy to accumulate 
all of the educational funds by the time the child is ready 
for college irrespective of whether or not the parent sur- 
vives to that time? Second, has adequate provision been 
made for the support of the family as a whole during the 
minority of the children and on a satisfactory basis for 


* Dividends included in these figures ore not estimates, predictions or 
guorontees but only illustrations bosed upon the 1949 scale of opportion- 
ment and interest credits. 

. If the Instalment Option is elected by the primary 
beneficiary at any time, or at any time after the child 
attains age 17, or upon presentation of evidence that (Continued on pege 115) 
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based on an actuol cose from 
the files of American- Associated. 


Unexpected Liability Faces Manufacturer 


Covered by American-Associated 
Comprehensive Liability Policy 


Although this agreement had not been 
brought to light when the policy was 
written, the manufacturer was automat- 
ically protected by his American-Associ- 
ated Comprehensive Liability Policy. 


When the injured switchman tried to 
recover from the railroad, alleging neg- 
ligence, an unusual situation developed. 
The railroad’s lawyers produced a 50- 
year-old side-track agreement which 


made the manufacturer liable for any 
accident arising out of the use of the 


side-track serving his factory. 


This policy is designed to cover unex- 
pected, unforeseeable or unknown liabil- 
ity hazards. It eliminates gaps and loop- 


holes between separate policies covering 
specific risks. It is truly comprehensive 
in its coverage and protection. 


Neus 
AMERICAN® ASSOCIATED 


INSURANCE OMPANIES 


AMERICAN AUTOMOBILE ASSOCIATED INDEMNITY 
INSURANCE COMPANY CORPORATION 


SAINT LOUIS SAN FRANCISCO 
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LEADERSHIP... 


Creator of the Illustrator Policy, the 
first pictorial policy in insurance his- 
tory, Allstate is a pioneer among auto- 
mobile insurance companies, striving 
constantly to develop superior features 
for the greater service of its policy 
owners. 


ALLSTATE INSURANCE COMPANY 


CHICAGO 


EDUCATIONAL INSURANCE—trom page | 13 


the mother’s lifetime thereafter? Third, the amount of 
premium available to put an educational insurance plan 
into effect. 

Obviously, if the payment of premiums is not a major 
consideration, an Endowment policy on the father’s life 
to mature at a time when the child may be expected to be 
ready for college will be ideal, since the fund will then 
be accumulated whether the father lives or dies. On the 
other hand, if the payment of premiums is a difficult 
problem, it may be necessary to adopt a term insurance 
plan to provide the educational funds. Probably in most 
cases some plan of insurance that is intermediate be- 
tween these two extremes will fit the need most ade- 
quately. The 20 Payment Life plan, for example, does 
not call for a great deal of premium, will provide the 
educational fund in the event the father dies before the 
child goes to college, and will provide a_ reasonable 
amount of cash value or loan value to supplement funds 
from other sources to be used by the parent in paying 
college expenses in the event that the parent survives. 
The amount of cash available (the guaranteed cash 
value plus dividend accumulation) for a $4,000 20 Pay- 
ment Life fund issued at age 35 is shown in the table 
printed on page 72. There it will be observed that the 
amount of cash available at the child’s ages, 18, 19, 20 
and 21 is shown for children whose present age is 0, 1, 
2, 3, 4, 5, 6, 7 or 8 

An extraordinarily attractive form of contract is the 
20 Payment Life contract plus a Family Income Supple- 
mentary Provision, if the purpose is twofold, namely to 
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provide for the support of the family until the child has 
completed his or her education and to supply funds for 
the child’s education as well in the event of the parent's 
death. 

The table on page 72 shows the gross annual pre- 
mium and also the gross monthly premium for a $4,000 
educational fund insurance plan where the father is age 
35 and the form of insurance is 20 Payment Life plus 
Waiver of Premium Disability plus Family Income 
Supplementary Provision on eight different forms. This 
table is followed by another table showing the cash 
available under any of the above plans at college ages 
18, 19, 20 and 21 where the present age of the child is 

Let us suppose that Plan H were selected, namely an 
Age 35 $4,000 20 Payment Life policy plus Waiver of 
Premium Disability plus Family Income Supplementary 
Provision (20 Year Plan—$20.00 Per Month Unit) 
The total annual premium would be $228.72 or, if the 
premium were paid monthly, $20.24 per month. Let us 
suppose further that the child is now age 5 and finally 
let us suppose that the father dies sometime during the 
coming year. The $4,000 Sum Insured (the basic 
policy) would provide a monthly interest income of 
$6.60 until the fund was needed for educational pur 
poses, at which time it could be distributed in such 
manner as had been selected. In the meantime, the 
Family Income Supplementary Provision would pro- 
vide $80.00 per month income for the support of the 
mother and child until twenty years after the issuance of 
the policy, namely until 1969. The adoption of such a 


(Continued on the nex+ page) 
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St. Louis — Washington 
Underwriters 


OF THE 


ST. LOUIS FIRE & MARINE 


INSURANCE CO. 


AND THE 


WASHINGTON FIRE & MARINE 


INSURANCE CO. 


ST. LOUIS, MO. 


Rated “A+.” Excellent, in Best 


EDUCATIONAL INSURANCE—Continued 


plan clearly does not subordinate the welfare of the 
family to the education of the child but at the same 
time it makes adequate provisions for the education ot 
the child 


with his education completed and at that time will be in 


Twenty vears hence the child will be age 25 


a position presumably to help his mother if financial help 
needed, 

If, on the other hand, the father does not die but lives 
his son through college, the second table shows 


proves ti 


tor See 
that the plan would make available to our present iMlus 
dividend S461.00 
thirteen vears from now when the child is age 18, $306.00 
the next vear, $554.00 the vear after that and $601.00 in 
the final or fourth vear. 


trative but not guaranteed basis 


In some cases, no doubt, it will be desirable to sell a 


Family Income felicy instead of selling a policy plus a 
VARIOUS PERCENTAGE DISTRIBUTIONS 
OF A FOUR-YEAR EDUCATION FUND 
Plan A 
(a)—Equal monthly payments in each of the 12 months for 4 


years 

(b)—Plus, extra payments in September and February for semes- 
ter bills for 4 years 

(c)—Plus, payment of accumulated interest as a graduation 
present at time of final monthly payment of the fourth year 


Extra Extra Total Total 
Monthly Sept Feb for for 

Variant (12 Months) Payment Payment Yeor 4 Yeors 
1.00°% 6.50° 6.50%, 25.00%, 100.00%, 

A-2 1.25 5.00 5.00 25.00 100.00 

A3 1.50 3.50 3.50 25.00 100.00 

A-4 1.75 2.00 2.00 25.00 100.00 

A-5 2.00 .50 50 25.00 100.00 


Plan B 


(a)—Equal monthly payments in each of 10 months (July and 
August omitted) for 4 years 

(b)—Plus, extra payments in September and February for semes- 
ter bills for 4 years 

(c)—Plus, payment of accumulated interest as a graduation 
present at time of final monthly payment of the fourth year 


Extra Extra Total Total 
Monthly Sept. Feb for for 
Variant (10 Months) Payment Payment Yeor 4 Yeors 
°, 


Observations 


I—Plan A is better adapted to relatively large educational funds. 
2—Plan B is better adapted to relatively small educational funds. 
3—Variant | is best adapted to very small educational funds. 
4—Variant 2 is best adapted to rather small educational funds. 
5—Variant 3 is best adapted to moderate educational funds. 
6—Variant 4 is best adapted to fairly large educational funds. 
7—Variant 5 is best adapted to very large educational funds. 


For Example 


$4,000 Educational Fund—Variant B-3 


Variant B-2 would provide for distribution of the proceeds over 
a 4-year period as follows: — 

1.50% or $ 60.00 on the Ist of each month except July and 
August 
additional on the Ist of each September 
additional on the Ist of each February 


5.00% or 
5.00°, or 


200.00 
200.00 


25.00°, or $1,000.00 per year 

100.00°%, or $4,000.00 for 4 years 

Balance on the Ist of the final month's payment in the 4th year 
as @ graduation present 


Family Income Supplementary Provision. If a Fanny 


Income policy is sold, provision should be made for 
commuting the value of the policy at the death of the 
insured and payment of proceeds at a rate not in excess 
of $10.00 per month per $1,000 Sum Insured until such 
time as the child is ready for college and then the dis- 
tribution of the proceeds under some educational plan 
as arranged 


The figures presented on page 72 are for an educa 
tional plan in amount of $4,000. It is desirable, of course, 
that the education plan be for a larger amount under 
Certainly a $6,000 educational plan 
will be preferred by many parents. If so, the cost and 
results will be proportionate to the figures shown 


today's conditions 


Payments Important 


The choice of just how the proceeds of the educational 
fund are to be distributed over the college period requires 
much thought and the decision will depend in part on ‘ 
the preferences of the prospect and in part on the edu 
cational institution the prospect may have in mind for 
his child. Ten different plans of distribution are set 
forth in the table on this page. It seems probable that in 
most cases some one of these ten plans will fit the situ 
ation, but of course any other plan that is mutually agree 
able to the prospect and to the insurance company may 
he chosen in place of the plans listed. 
Sometimes a life underwriter or his prospect will want 
to know the exact amount of insurance proceeds neces- 
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Dependable Insurance Since 1910 


RAY B. DUBOC, President 


Kansas City 6, Missouri 


FORT RANSAB 
Fidelity and Surety Bonds — Fire — Windstorm — Liability 
Burglary — Plate Glass — Inland Marine — Compensation 
Accident and Health — Extended Coverage — Hospitalization 


Automobile — Rents — Business Interruption — Aircraft 


The Western Casualty and Surety Company 


The Western Fire Insurance Company 
Home Office — Fort Scott, Kansas 


Executive Offices 
916 Walnut Street 


Nation-Wide Claim Service 


E. C. GORDON, Secretary 


Branch Offwes 
Louis }, Missouri 
Chicago 4, Ilinois 


sary to make certain definite semester payments and 
monthly payments during the educational period in lieu 


UNIT TABLE FOR COMPUTING REQUIRED 
AMOUNTS OF INSURANCE 


The plan is based on monthly payments through a period of 
4, 6, or 8 years, commencing September | of the first college year, 
and endin.; August | of the final college year, with semester 
payments on September | and February | of each college year. 


To Pay $10 Monthly for a Period of: 8 Yeors 


$888.55 


4Yeors 6 Years 
$461.86 $679.43 
To Pay $10 on September | and 
February | for a Period of: & Years 


$148.83 


4 Yeors 6 Yeors 


$77.36 $113.81 
Examples of the Use of Above Table 
ASSUMPTION: 


Regular Monthly Payments $125. 
Semester Payments 27 


Amount Required as 
of September Ist 
First College Year 
4-YEAR SETTLEMENT 
$125. Reg. Monthly Payments 
$275. Semester Payments 


$461.86 x 12.5) 
$ 77.36 x 27.5) 


$ 5,773.25 
2,127.40 


$ 7,900.65 

6-YEAR SETTLEMENT: 
$125. Reg. Monthly Payments ($679.43 x 12.5) 
$275. Semester Payments ($113.81 x 27.5) 


$ 8,492.88 
3,129.78 


$11,622.66 


8-YEAR SETTLEMENT: 
$125. Reg. Monthly Payments ($888.55 x 12.5) 
$275. Semester Payments ($148.83 x 27.5) 


$11,106.88 
4,092.83 


$15,199.71 
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of thinking of the educational fund in round figures as so 
many thousands of dollars. Indeed the life underwriter 
may base his whole sales presentation around this idea. 
The plan is exactly analogous to selling insurance on a 
life insurance program basis where the emphasis is 
entirely on amount of income provided rather than upon 
principal sum necessary to provide the income. ‘The 
table on this page, devised by Mr. Allen S. Kline, 
Supervisor of the Department of Field Service in the 
General Agency Department, shows how much insurance 
is required to provide certain semester and monthly in 
come payments. The three examples contained in the 
table will show how the table is applied to an actual 
situation. The assumption throughout the table is that 
the proceeds on deposit are earning 2° interest 


We all know that sales are easier when we can show a 
prospect that what we are asking him to buy will accom 
plish a definite thing which he greatly desires. That is 
exactly why educational insurance is an extremely Salabl 
idea. The appeal is to the thing closest to the prospect's 
heart-—his ambitions and desires for his own children 
Proposals for educational insurance will get for you 
opportunities to talk to 
So 


what every Agent needs most 
prospects about life insurance and their needs for it 
much the better when interview that a 
larger amount of low premium permanent life insurance 
is needed, preferred and desired instead of the smallet 
amount of short-term Endowments you may originally 
have planned to sell for educational purnoses 


an discloses 


From John Hancock Patriot 


— 
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“Unforeseen events...need not change and shape the course of man’s affairs’’ 


Timely and dramatic, 
such advertisements as 
this help lessen the 
grisly toll of automobile 
accidents. 


POINT OF NO RETURN 


Ir MAY BE a lonely ravine in the country... or a 
busy street intersection. A sudden curve at the 
top of a hill... or a distant railroad crossing. 

Wherever it is, some 32,000 motorists will 
find it this year... the point of no return. Death. 
And all because of excessive speeds. Because 
traffic signals and the simple rules of the road 
were ignored. Because of drivers who think of 
no one, not even of themselves. 

Traffic casualties in the United States make 


battle casualties look tame by comparison. Just 


let statistics tell their own grim story: Injured 


(many for life): 1,400,000. And—let’s repeat— 
dead: 32,000. All in one year’ 

You, in the driver's seat, can help reduce this 
frightful toll of the maimed and the dead. Make 
it a point to drive carefully ...at reasonable speeds 
... with your wits 100°7 about you. The rules of 
the road are meant to save lives, yours included. 
Obey those rules— always. 

The wheel of your car is a wheel of chance. Handle 


it with care. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


All forms of Casualty Insurance, Fidelity and Surety Bonds. for business, industry and the home, through 10.000 agents & brokers 
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ALLSTATE Insurance Company 
Chicago, Illinois 


Rating Plan 


\ new rating plan has been put into effect in New | 


York by the Allstate Insurance Company covering auto- 
mobiles ope rated by drivers between the ages of 18 and 
25. Instead of a standard rate for all drivers under age 
25, a graduated schedule approved by the New York 
Insurance Department effective August 22 carries one 
rate for drivers below the age 21, another and lower 
rate for drivers 21 and 22 years of age and a still lower 
rate for drivers in the 23 and 24 age group. In an- 
nouncing its new procedure the company stated that it 
fully recognizes that the records of young 
drivers are deplorable but at the same time it is felt 
that there is a definite improvement in driving perform- 
ance as the youth attains greater maturity and stability. 


accident 


Rates for the age 21 group are from 13° to 25% lower | 
| 


than the industry rates recently announced and for the 
age 23 group the discount ranges from 21% to 33%. 


AMERICAN FARMERS Mutua! Automobile 


Insurance Company, St. Paul, Minnesota 


New Title 


On June 7th this company changed its title to Mutual 
Service Casualty Insurance Company 


DISABILITY INCOME Insurance Company 


Indianapolis, !ndiana 


Licensed 


Disability Income Insurance Company was licensed 
July 15, 1949 under the statutes of Indiana to write 
non-cancellable, guaranteed renewable, level-premium 
accident and health insurance. It began business August 
15, 1949 with a capital of $100,000 and a surplus of $99,- 
1O1 pre duced through the sale of stock at $200 per share, 
par value $100 each. Organization expenses were $899. 

The official staff is headed by Richard A. Calkins, 
president, who for the past fourteen vears has been gen- 


For September, 1949 


eral agent in Indiana and part of (hio tor the Massa 
chusetts Indemnity Insurance Company, Boston, Massa 
chusetts. 


EMMCO CASUALTY Insurance Company 
South Bend, Indiana 


Reinsuring Business 


All automobile and casualty business of the Emmeo 
Casualty of South Bend with the exception of hospitaliz 
ation policies has been reinsured by the American States 
of Indianapolis. Emmeco Casualty is a wholly-owned 
subsidiary of Emmco Insurance Company which in turn 
is a part of Associates Investment Company. Emmeo 
Insurance Company will continue its operations. 


THE GREAT SOUTHERN Insurance Company 
Atlanta, Georgia 


_ Begins Business 


This company recently began business with capital 


of $100,000 and surplus of $100,704. Sponsored by 


Lipscomb-Ellis Company, Atlanta insurance agents, the 
company is licensed to write all types of insurance except 
life but present plans call for the transacting of a re 
insurance business only. 

Officers of the new organization, all executives of 
the above agency, are: President, Rutherford |. Ellis; 
executive vice president, Edwin I’. Lochridge; vice 
president, C. Sims Bray, Jr. ; secretary, Charles G. Clem 


ent and treasurer, Jack S. Baldwin 


GUARANTEE Insurance Company 


Los Angeles, California 


Capital Increase 


This company has received authority from the Cali 
fornia Insurance Department to transfer $54,900 from 
surplus to capital by increasing the present par value 
of class C stock outstanding from 25 cents per share to 


$12 per share. 
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THE INDEPENDENCE Life and Accident 


Insurance Company, Louisville, Kentucky 


Specified Diseases Policy 

Phis company (organized late in 1945 and reporting 
capital, $100,000; surplus, $159,000 ; assets, $552,000 at 
December 31, 1948) has introduced a policy providing 
indemnity not to exceed $5,000 in the aggregate for 
expenses for treatment of Poliomyelitis, Spinal Men 
Established 1915 ingitis, Diphtheria, Smallpox, Scarlet Fever, Leukemia, 
Eneephalitis and Tetanus. It is issued on a individual 
basis for $4 annually and a family basis for $10 annually, 
renewable at the option of the company. 


Specializing in 


. INSURANCE COMPANY of North America 
Service to Philadelphia, Pennsylvania 


New Director 


Agent and Insured C. Jared Ingersoll has been elected a member of the 
board of directors of this company filling a vacancy 
caused by the death of Philip C. Staples. 
Mr. Ingersoll 1s also chairman of the board of the 
Midland Valley Railroad, Kansas, Oklahoma and Gulf 
Railroad and the Oklahoma City-\da-Atoka Railway 
EUREKA Company; president, Muskogee Company, Sebastian 
County Coal and Mining Company and Garland Coal 


. CASUALTY COMPANY and Mining ¢ oMmpany ; director, Pennsylvania Railroad, 


Phelps Dodge Corp.; Trustee, Central Hanover Bank 


PHILADELPHIA, PENNSYLVANIA and Trust Company of N. Y. and serves on the board 
of managers of the Girard Trust Company, Western 
. e davings Fund Association and the Mutual Assurance 


Company. 


casualty, fire 


INTERSTATE Indemnity Company 


Los Anaeles. California 


automobile and surety 


reinsurance 
Incorporated 
catastrophe Phe Interstate Indenmity Company was incorporated 
on August 9 under the California statutes to write work 
excess of loss men’s compensation, public lability, common carrier lia 


bility and automobile insurance. Plans call for capital 
of $150,000 and surplus of a like amount to be realized 
from the sale of stock at $20 per share, par value $10 


treaty and specific 


Othicers are: President, Rav \. Rosendahl; vice presi 


Specialty covers including: dents, Wendell 8. MeCool and George J. Benkie; secre 


n boiler exce tary, Lloward S. Siskel; treasurer, C. Kinninger. The 
directorate includes : Ray A. Rosendahl, F. George Hun 
ets, mofor cara niston, Rav W. Bever, M. ©. Rosendahl, G. Donald 


Montgomery, J. A. Markel and Joseph IF. Rank 


LOUISVILLE AND GENERAL Insurance Company 


Louisville, Kentucky 


90 John St., New York 


* Insurance Exchange Bidg. 
e © 510 South Spring St. 


Licensed 


This new reinsurance carrier was licensed August 
fwith a paid in capital of $50,000 and $100,000 con 


Sponsored by FE. S. Tachau & Sons, 


tributed surplus 
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local agents who are also affiliated with the Louisville 
Hire and Marine Insurance Company, the new company 
will handle all kinds of insurance other than life. 

Officers are: President, . S. Tachau: vice president, 
Charles G. Tachau ; secretary, Lewis Tachau and treas 
urer, A. B. Comstock. 


LUMBERMEN'S LLOYDS 


Lufkin, Texas 


New Lloyds 


This Lloyds was recently licensed by the Texas In- 
surance Department with a guaranty fund of $80,000 
and $20,000 surplus. Automobile fire and theft, trans 
portation, property damage, collision and tornado: lia 
bility and workmen's compensation will be underwritten 
A. G. Nash and Beall Smith are Attorneys-in-fact 


MARQUETTE Casualty Company 


New Orleans, Louisiana 


Being Organized 

Marquette Casualty Company is in process of organ- 
ization by Roy J. Martin and a group of business and 
professional men. Present plans call for an authorized 
capital and surplus of $300,000 and full coverage auto 
mobile will be written 


MISSOURI STATE Reinsurance Corporation 


Kansas City, Missouri 


Incorporating 


\ group of small mutual companies has organized 
the Missouri State Reinsurance Corporation of Kansas 
City to operate as a mutual reinsurance company 


NEW JERSEY MANUFACTURERS Casualty 


Insurance Company 


NEW JERSEY MANUFACTURERS Ass'n Fire 
Insurance Company 
Trenton, New Jersey 


Dividends to Policyholders 


The directors of these companies have declared the 
regular 20° dividend, an extra 5°7 dividend, and fi 
special extra 5% dividend, or a total of 3067, on net 
premiums under policies expiring during the fourth 
quarter of 1949. Approval of these dividends has heen 
received by the Department of Banking & Insurance 
of the state of New Jersey. 
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“Building 
AGENTS’ SALES” 


@ Yes, the Hawkeye-Security Companies build 

sales for Agents. First, they offer full Casualty 
and Fire policies, designed to give your clients 
maximum protection. 
Too, they service Agents speedily and efficiently. 
Claims are paid promptly . . . no red tape 
to hamper Agents. Field Representatives work 
closely with Agents. Yes, the Hawkeye-Security 
Companies are good companies to do business 
with. 


Hawkeye Casualty Co. 


DES MOINES, IOWA 


Security Fire Insurance Co. 


DES MOINES, IOWA 


GEORGE OLMSTED, 
Chairman of Board 


REINSURANCE 
EXCESS INSURANCE 


South and Water Sts 40 Exchange Place 
Baltimore 2, Maryland 
Phone 109 


. 

4 

| 

REINSURANCE UNDERWRITERS q 

the domestic and 
15S MONTGOMERY STREET - SAN FRANCISCO 
WILSHIRE BLVD. - LOS ANGELES 


Aviation Insurance 
Fidelity and Surety 
ation-wide Claim 


N 


FIRE AND CASUALTY COMPAN 


ORLANDO FLORIDA 


\ 


Domestic and Foreign 


REINSURANCE 


Treaty-Facultative and Excess of Loss 


Providing Fire and Automobile Re-insur- 
ance for companies with limited facilities 
operating in confined areas. 


Cudd & Coan. Ine, 


Telephone 3700 


Spartanburg, South Carolina 


NORTHEASTERN Insurance Company of 
Hartford, Hartford, Connecticut 


Industrial Purchases Northeastern 


\equisition of a majority of the capital stock of North- 
eastern Insurance Company by Industrial Insurance 
Company, an affiliate of Equity Corporation, was re- 
cently announced. C. Huntington, Jr., will become 
chairman of the board and in addition P. Hufty, R. El- 
liot, Jr, P. Christianson and K. P. Anderson, all 
on the executive staff or board of Equity Corporation, 
were elected to the board of the Northeastern. At 
present no changes are contemplated in the operating 
personnel and policies of the company. Other com- 
panies in which Equity Corporation has a direct or in- 


direct interest are General Reinsurance Corporation, 
North Star Reinsurance Corporation, Hamilton Fire 
Insurance Company, Hawkeye Casualty Company and 
Security Insurance Company of Davenport. 


PARAMOUNT Fire Insurance Company 
New York, New York 


Recapitalization 


Preferred and common shareholders of this company 
voted unanimously on August 15 to increase the com 
pany’s capital from $300,000 to $1,000,000 and at the 
same time to reduce the par value of the common stock 
from $100 to $10 per share. Fach share of the present 
$100 par value stock will be exchanged for ten shares of 
the common stock. Preferred stock (50,000 shares, $1 
par) will be eliminated by the issuance of one share 
$10 par value common stock in exchange for each ten 
shares of preferred. Directors were also authorized to 
declare a two-thirds stock dividend on the $300,000 
capital now outstanding. The shares for the remaining 
$500,000 are to be offered to the stockholders on a pro 
rata basis at a time and price to be determined here- 
after by the directors. 


PEOPLE'S AUTOMOBILE Inter-Insurance 


Exchange, Boise, !daho 


Changes Title 


On June 19 this exchange adopted the title Allied 
Reciprocal Exchange. Vernon Smith, who was presi- 
dent of the attorney-in-fact of the People’s Automobile 
Inter-Insurance Exchange 
srennan succeeded him. 


resigned and Thomas J. 


PREFERRED ACCIDENT Insurance Company of 
New York, New York, New York 


Recapitalizing 


The common stockholders of this company at a special 
meeting held August 22, 1949 voted approval of a plan 
for the acquisition of an additional three million dollars 
from the Reconstruction Finance Corporation. The 
company’s capitalization will now consist of: 500,000 
shares Class A preferred stock, par value $1 (dividend 
rate OVE cumulative, liquidation preference $14), 1,000, 
000 shares Class B preferred stock par value $1 (divi 
dend rate 414¢ cumulative, liquidation preference $1), 
convertible at any time into common stock share for 
share and 230,000 shares of common stock, par value 
$1, presently outstanding. Formerly the capitalization 
of the company consisted of 1,000,000 cumulative pre 
ferred stock, par value $1 (liquidating preference $5) 
and 230,000 common stock, par value $1. Reconstruc 
tion Finance Corporation representation on the board 
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of directors has been increased from seven to eight of 
thirteen members 

The common stockholders of the e« mpany ratified the 
arrangement with an affirmative vote of 80%. Of the 
common stock present or represented by proxy the per- 
centages were 9S for and 2° against. Giving effect 
to the new funds, total assets as of August 31 were 
$16,111,000 and policyholders’ surplus over $5,157,000. 
Underwriting operations to date in 1949 reflect. im- 
provement over 1948. An underwriting profit) was 
realized during April, May, June and July although the 
company reported a statutory loss of 3.2 for the first 
six months of this vear. 


SOUTHWESTERN Motva! Fire Insurance 


Company, Los Angeles, California 


Incorporating 


Application for a permit to meorporate has been fited 
with the California Department of Insurance by pro- 
moters of the Southwestern Mutual Fire Insurance 
Company. 


SUNSET Casualty Company 
Olympia, Washing! on 


Reinsured 


This company was reinsured as of June 30, 1949 by 
the Sunset Life Insurance Company of America. 


THE TEXTILE GENERAL Insurance Company 


Greenwood, South Carolina 
New Company 


The Textile General was licensed April 5, 1949 with 
capital of $100,000 and surplus of $100,000. The com- 
pany has issued group life and accident and health 
coverages on 8,000 employees of ten cotton mills all of 
which are represented on the company’s board of di- 
rectors. .\ctive management is under the direction of 
W. L. Roddey, president and treasurer, who holds a 
similar position with the Farmers Loan & Trust Com- 
pany of Greenwood, a banking and general agency 
organization. edwards, vice president and secre- 
tary, associated with the Farmers Loan & Trust 
Company for the past four vears, was formerly with the 
General Accident Fire and Life Assurance Corporation, 
Ltd., for twelve years. 

The directorate is as follows: The previously named 
officers, N. M. Abney, F. E. Grier, S. A. Smith and 
C. R. Walters. All directors, except the officers of this 
company, are officers of Abney Mills, Belton Mill and 
Brandon Corporation 
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BOOK VALUES NOT 
INSURABLE VALUES 


(a depend on book values 
for insurance is dangerous. 
Current values established 
by appraisal furnish the 
proper basis for coverage, 
re-rating, and proof of loss. 


Th AMERICAN 
APPRAISAL 
Company 
‘ Over Fifty Years of Service 


SCHROEDER HOTELS 


HOTEL SCHROEDER 
Milwaukee, Wis. 


HOTEL NORTHLAND 
Green Bay, Wis. 


HOTEL WAUSAU 
Wausau, Wis. 


HOTEL DULUTH 
Duluth, Minn. 


HOTEL ASTOR 
Milwaukee, Wis. 


HOTEL LORAINE 
Madison, Wis. 


HOTEL RETLAW 
Fond du Lac, Wis. 


HOTEL CALUMET 
Fond du Lac, Wis. 


HOTEL VINCENT 
Benton Harbor, Mich. 


WALTER SCHROEDER, PRES. 


We aim to serve our many Insurance Company 
friends, executives and agents. 
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No Great Mystery 


and injury of an assured’s employees 
_— We do know our inspectors prevent 
\ HERE ARE many such accidents where we insure 


the objects. 


\ 
\\ THE ANSWERS Furthermore the boiler policy may 
\ 


” \\ be the only insurance the assured 
\\ TO YOUR has to cover the property of others 
\ 


\ If the object is covered by the boiler 
\\ INLAND MARINE policy and suffers an accident, the 

oe \ assured has the benetit of being able 
> PROBLEMS to call in the boiler inspector immedi 
\ 3 ately for suggestions about repairs 
or replacement. The inspector can 
often determine what caused the ac- 
cident and point the way to avoid- 


7 ance of a recurrence. 
ber { GULF INSURANCE COMPANY | Think what it may mean to an 
oauase | ATLANTIC INSURANCE COMPANY | assured’s compensation rate if an air 


; tank or furnace explosion accident 
j should result in the death or serious 
injury to one or more employees 
an accident that might have been pre 
vented by the inspection service that 
Agents in’ Texas. Oklahoma, Kansas. Vi-souri, Colorado would have been afforded had a 
and New Mexico address inquiries to Desk Fb, Home Office, boiler policy been in effect 
Dallas. 
mention these few illustrations 
Agents in Indiana, Ohio, Pennsylvania and West to show that the so-called duplication 
Virginia address inquiries to Desk Central Department, . 
Security Trust’ Building, Indianapolis. of boiler and explosion coverage is 
‘ desirable in some cases in order to 


avoid the gaps that may otherwise 
occur and to get the benetit of the in 
|  spection service that goes with boiler 


insurance. 


Indirect Coverages 


An agent may find that some of his 
assureds need U. and ©). or conse 
quential coverage on their boiler poli 
cies. In fact it seems we should sell 
more of these indirect lines. If a 


client runs a business and needs in 


surance to cover destruction of his 
property he will surely need U. and 
(). because he could not have much 
property loss without some U. and 
©). loss. We often pay out more 
money for U, and ©. on a given 


> 
, loss than we do for the direct dam 
, age. When an agent is selling either 4 
> 
‘ 
‘ 
> 
4 
4 
4 


= 
~ 
= 
= 


of these indirect coverages it is often 
advisable to get the help of the spe- 
cial agent of the company. U. and O. 
can be provided on either the actual 
loss sustained basis or on the valued 


| PARAMOUNT 
FIRE INSURANCE COMPANY 


form. In most cases we would sug 


vest the valued form 

The actual loss sustained form is 
written on co-insurance basis 
where the assured has to prove his 
monetary loss. This form I believe 


91 WILLIAM STREET NEW YORK 7, NEW YORK 
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is similar to that used by the fire 
companies. There are very few plants 
where this form is desirable over the 
valued form. 

In the valued form it is only neces- 
sary for the assured to show he has 
had an accident covered by the policy 
and solely by reason of the accident 
is prevented from carrying on his 
usual business. We would suggest 


the use of this form in almost all 


CASES. 


Consequential Coverage 


Consequential coverage can be 
provided either without co-insurance 
or at a reduced rate with varying 


co-insurance percentages. Here again 
I would suggest an agent call in the 


special agent of his company and dis- 
cuss values and co-insurance per- 
centages thoroughly before deciding 


on the policy coverage 


In some cases where an assured 


has 10 or more objects at one loca- 


tion or 20 or more obje cts at all loca- 


tions, it may prove to be an advan 
tage to insure on the blanket group 
plan 

Under this plan certain kinds of 


classes of objects are insured as a 


group without specific listing of each 
object. The premium is based on the 
number of objects at the plant or 
plants when the insurance becomes 
effective. Then all objects of the 
same kind that are installed later are 
automatically covered without notice 
to the company. An audit is made at 
the end of each policy vear and a 


prenuum charged as of the middle of 
the policy vear for any additions and 
a return premium for all objects 
eliminated is figured on the same 


hasis. 


KANSAS AUTO RATES 
National Bureau of Casu 


altv§ Underwriters announced, 


effective \ugust 13, a revision of the 
automobile liability insurance rates 


for private passenger car risks with 


operators under 25 in the State of 


Kansas. Vrivate passenger Class 


\-3 is thus available for the first 


time in the State of Kansas. There 


effect upon the statewide rate levels 


Property damage, +-3.7; 
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Marsu & McLENNAN 


Insurance Brokers 
CONSULTING ACTUARIES 
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INCORPORATEDO 


RAGE ADJUSTERS 


is no change in any other rates. The 


UTILITIES 


INSURANCE COMPANY 


ST. LOUIS, 


ESTABLISHED 1911 


MO. 


AFFILIATED COMPANY 


PREFERRED 


FIRE INSURANCE | 

COMPANY 
TOPEKA, KANSAS 
ESTABLISHED 1917 
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| 
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FIRE AND ALLIED LINES 


is as follows: Bodily injury, +1.9% ; 
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You can use this message, appearing in General and Busi- | 


“What is the 
‘LIFE EXPECTANCY’ 
of my 

BUSINESS?” 


According to U. S. Census Bureau averages, if you are a white 
male aged 30, you can expect to live about 38 years more. If 
you are 45 you have 25 years to go, and at 60 Father Time 
allots you 15 years more. Significantly, the older you are the 
greater your total life span is expected to be. 

But this is not necessarily true as to the “life expectancy” 
of a business. The older a business is, the greater the likelihood 
that there may be a shortage which has been hidden for many 
years by an employee and when finally discovered, may be so 
large as to cause bankruptcy. 

One way to increase the “life expectancy” of your business 
is to protect it against possible serious loss due to employee 
dishonesty. 


WHAT TO DO 


Our DISCOVERY BOND is protecting numerous business 
concerns from employee losses. By protecting from the time 
a bonded employee may have begun to default, even though 
he started to default long before the date of the bond, it can 
save your business from an abrupt and unhappy ending. Ask 
our nearest agent or your own broker to tell you NOW about 
this vital protection. 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


Casualty Surety Automobile Inland Marine 
100 Broadway, New York 5, N. Y. 


AMERICAN SURETY GROUP > 


ness Magazines, to belp sell Fwe.rry Bonps. Address | 
Agency & Production Department for a free copy of “Mail- 
road to Profits,” which tells bow to get this business. 


Quiz of the Month—trom page 85 
Answers 


1. (b) The company would pro 
ceed against the driver of the other 
car. 

(d) Refusal of companies to 
write insurance on older cars. 

3. (e) Financial interest in the 
subject matter 

4 td) Information which the 
insured should have given to the 
company but did not. 

(f) M-——Insured’s incorrect 
statement concerning a condition of 
the risk. 

5. (b) $4,000. 

6. (a) Agent Brown was guilty 
of twisting. 

7. (b) Student B; “The assets 
should total only $19,000,000 be 
cause surplus and undivided profits 
are not assets.” 

(d) was considered 
a moral risk. 


DRIVER SURVEY 


CCORDING to a survey re- 
completed by safety off 
cials of the American Mutual Liabil 
ity Insurance Company among car 
drivers of all ages and both sexes, 
the average automobile driver would 
not know what to do if he had an 
accident. He does not know his legal 
responsibilities; his moral obliga- 
tions, nor how to protect his own in 
terests when he becomes mixed up 
in a highway tangle. Drivers inter- 
viewed were asked to state the first 
thing they would do after an acci 
dent. Only 270% gave the right an 
swer—which is making sure that the 
injured were properly taken care of 
8% gave the wrong answer, and 
63°% never mentioned this important 
subject at all. The second question 
asked was whether or not the driver 
would report the accident to the 
police. 34% said, “No.” (uery No 
3 asked if he would report the acci- 
dent to his insurance company, and 
even to this obvious question 12% 
said, “NO.” The remaining ques 
tions of the survey had to do with 
what information they would report 
to their insurance company. 
overlooked such vital facts as the 
names and addresses of those injured. 
59°) missed getting the names of 
witnesses: while 540% failed to tell 
where and when the accident oc- 
curred. 48° either forgot, or felt it 
unnecessary, to ce scribe the acc ident 
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From January, 1949 to Date, Inclusive 


EDITORIALS 


Admitted Assets--Stock cone anies 
Mutual Companies 
Company Changes 
Compulsory Disability 
Executive Comment 
Fire Underwriting 
Insurance Finances 
Insurance Groups 
Insurance Stock 
Operating Results 
Stock Casualty 
Mutual Casualty 
Mutual Fire 
Review and Previes 


Trends. 


Stock Casualty 


Semi Results 
Stock Fir 
Underwriting Results— 
Stock 
Casualty Reciprocal 
Mutual Casualty 


ACCIDENT & HEALTH 


A. & Developments (monthly) 
Building Good Wi ‘auikner add 
Cash Sickness Legislution—Albert Pike 

Five Mator Factors—George A. Bowles 
Tlealth Insurance Catntogne ...... 
Mail Order A. & 1.—Alfred J. Rohlinger 
New York's Disability Benefits Law—Mary Donlon 
Selling, A Great Day foer—J. W. Sayler ........... 
Should We Adopt a National Health Insurance Program? ..Mar. 18 
Sound Principles in Accident and Health Laws—Richard F. 


. Sept. 55 


State Disability June 34 
There are Four S's in “Sales’—Carl Frnat June 45 
Why Leave it to a Spectalist?—F. W. Filison .............. Apr. 

BUYERS 


Analysis of Insurance Needs—John R. Rladea 
Buyer's Lament. The—L. M. Van Deusen ... 


Buyers’ Round Table (monthly) .................- 

Getting Enough W. Jan. 31 
Insurance Managers—R. 2. Gallagher Sept. 51 
Insurance for Rental Property—TJhomas ‘Bryant June 51 
Regulation. The Paradox of —A. Lieherman .........0000500 Apr. 37 
Reporting Forma of Fire Insurance—Stanlew Tebhetts Feb. 27 
Taxes on U. & O. Settlements—H. F. Goodell .............. July 25 

GENERAL 
Accident Prevention and Loss Control—William H. Hollis ..Mar. 


Action Gettera 
Advertising. A Local Agent Looks A 
Agency Activity, The Field of 
Agency as an Institution. The—John H. Folof .. 
Agency Uniderwriting—George EF. Woodfield 
Agents, Do We Really Need—Eugene F. Gallagher 


Merk ... 
Walter H. Rennett 


Automobile Assigned Risk Mans’ Experience ... 
Beware of Wijackers—Fugene A. Tite 
C.P.C.U. Questions and Answers— American. institute 

Insurance Principles and Practices Mar. 39, Apr. 43, May 41 

June 93, July #3 

Aug. 65, Sept. 101 
Commisstona— 

Commission Control—John C. Stott Apr. 19 

New Developments—Rohert FE. Dineen . ....Apr. 19 

The Fallacy of Mar. 25, Apr. 21 
Common Mazarda—Harold F. Gillaspy ......... 
Don't Sell Insurance Short—John D. Pearson .. Feb. 41 
Driver Ace Factor. The—Victor F. Venera ....... an. 24 
Farthquake, Northwest's Greatest—HW, K. May 23 
Faueational Insurance—-H. ©. Mason Sept. 15 
Freentive Resnonsibilitw—Menry Anderson. Aug. 61 
Fire Pates, Making—Peniamin M. Hermes Iniy 18 
Fire Rates, Profit Factor in—r ohert FB. Dineen July 19 
Hanae Divided, A—Jamee FP. Crafte pr. 25 
Tnsurance Acont—1949 Model Howard Ww. Leaq . Ang. 29 
Tet's Take Stack—IT, P. Stelliragen May 19 
Tase Recerve Formula Deficiency Jan. 15 
Marine Mesring— 

Tet Ve Camnete—John Rurne ...Mar. 20 

Congressional Intent—William D. Winter ........ ..Mar. 21 


For September, 1949 


hy Not Here ?— William Winter 

Multiple Line Underwriting .. pele 
Multiple Location Fire Rates—C. W. Harris .... 
N.A.L.C. Convention 
New York Disability Law 
New York Safety Responsibility—-V’ ictor. 
Ocean Marine Today—Henry C. Thorn ° 


Automob le Policy oe 

Principles of Insuran¢ ease 
Present Vroblems—c. J. Harrington .. 
President's Conference 
Recrulting as Public Kelations— 
Regulation 30, Working with—W . Crawford 
Replacement Cost Insurance—William ©. Moore 
nd Jac Lee’ s Se rmon F. Rogan 


Graham L. Russell 


State RK 
Status of Our Industry, The—Wallace Falvey 
Uniform Accounting, Progress Report 
United Action—A Must—Charles P. Iutler 
Workmen's Compenration— 
New York Annual PD. Sayer ........... 
National Council! Renort—W. FP. Moeher .. 
The Small Risk Problem—C. P. Cunningham .. 
Insuring Older Workers—Henry D. Sayer 


LEGAL & CLAIMS 


Business Interruption Adjustment—K. W. Withers .. 

“Caveat Doctor’—Samuel M, Hollander ....... 

Claims by Punch Cards, Handling—7. C. Morrill 

Dealing frectly with Claimants—Fred Hanson 

Get the Money-—-Alan W. Farrant . 

Insurance as Interstate Commerce—The 
American Rar Association . 

Judge Says, The—Thomas EF. Lipscomb (monthly) 


Fifth Year 


Judgment Over Policy FE. Masters ...... 
Loss Logic (monthly) ........... ‘ 

Some Legal Aspects of ‘Agency——M. 


Unauthorized Insurera Proceas Act—James Il. Anderson ... 
“Mar. 105 


Tnderwriting Errore Complicate Adjustments—4. C. Guy . 
What Does It Mean?—F. A. McKennett ... 


OFFICE METHODS 


Absenteeism, Reduce—Dr. F. M. Green 
Account Card Control—Louis Maxoth 
Around the Office—Guy Fergason (monthly) 
Booklets (monthly) ...... 
Incentives are "Eugene Place 
Labor Saving Filine—M. L. Hamacher 
letter Writing, Effective—John F. Thiele .... 
Fe od of Letters, The—A. G. Wynne Field 
Mechanized Policy Issuance—Joxeph I. Forest 
Modern Aids to Office Efficiency (monthly) 
Equipment Directory (monthly) 
Pensioning Your Employees—i/. Kramer 
Rotor File Filing—Fuller Ross 

Save With Your Own Printing Plant—Flliott C. Laidlaw 
Accuracy and Saving—Il/ardy Harrell 

Staff Requirementas—Arthur R. 
Suggestion Syatems—0O. /7. 


‘ Aug. 53, § 


. 6 


= 
to 


Sept. 59 


-Apr. 103 


Apr. 33 
Aug. 47 


Vianal Controla—H. V. Brumby 
White Flephants tn Management— orria I. Pickus ........ May 65 
Work Simplification—F. F. Cooley Feb. 53 
RATE CHANGES 
Automobile 
Ontario, Canada ....... Jan. 77 
May “7 
June 108 
ldaho, Mich.. Mont.. Nev 
Aug. 24 
Sent, 125 
Sept. 83 
Extended Coverage 
New York Aug. 46 
ire 
Pennevivania June 91, Sent. 44 
Kr.. Sept. 
Mich., . Mar. 75 
Pennsylvania July 97 
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an an 
an | | 
26 
‘ Aug. 17 Apr 
MME 17, Ape. 13 . dul 
..May 55, June 55 
... dune 56 
... Sept. 45 
Jan. 23 ig 
} 
i ooo Apr. 
. Aug. 21 
: 
19 
-. Sept. 49 7 
33 
Mar. 33 
Aug. 37 
ST 
Apr. 
..Sept. 71 
Sept. 76 
-.-May 1 
-..May 74 
-..Jdan 59 
Sept. 66 
Rent og 
ept. 67 


Jewelry Hospital Risk, puarovs Your—John N. Oosgrove ......... 
New York Aug. 46 Inerease Your Premiums— 
Pennsylvania .. Sept. 100 On Inland Marine-Commercial—Charles A. ~~‘ 
Liability On tnland Marine-lersonal—-Henry Gaillard 
Countrywide except for Kan., Ky.. N. Y.. Vt. and On Boiler and Machinery—Prank M. Kerrigan 
Vis Aug. 24 On Burglary and W. Fuller, Jr. 
Workmen's Compensation On Bodily Injury—Joel N. Gumpher James R. Wilson 49 
Mo.. Tenn Feb. Irestige Makes Selling Simple—Laurence J. Ackerman ....Mar. 100 
Ark.. Minn, Va July 97 Prospecting Methods 1. Painter Sept. 47 
Wis Aug. 24 Raise Your Boy to be a Salesmman—Herbert Metz ..........June 40 
Renaissance ¢ he—Ver Lynn Sprague .......... Aug. 49 
Sales Slants fr r Fields (monthly) .. Sept. 9% 
SELLING Sell a Bond, Where to J. P. WeMahon ... ‘ ..Sept. 41 
Agency Window Jan. 100 Selling, A Great Day for—J. W. Sayler 
Analyze, Classify and Cc Larson May 33 Selling Tips fromthe Home Office (monthly). Aug. 4 
Are You a Salesman?—Everett Walker .. Sidetrack Agreenents —Charles R. Ford 
Boiler & Machinery Sink or Sell—John Adam, Jr. ... 0 
ireat a! Sept. Try Parcel Post—R. L. Hopkina ........ 
enants are Prospects, Cia Sept. 20 
Ronda. The Placing Why Read Their Character Charles B. Roth 
Business Interruption Insurance— 
gents’ point--Jamea W. Martin .... 16 
General Article...” MISCELLANEOUS 
Comprehensive 
Storekeeper’s Linhility—H. W. Mueller ........ July 28 Company Developments. Sept 
Opportunities—F. M. Rabbitt, Jr. Conventions Ahead .. Sept. 12 
Concentrate on Closing Holt Corner, The Sept. 7 
Cultivate Lawvers—F. J. Hagen ........ ri Losses, Monthly .-Sept. 12 
Enthusiasm Breeds (Mfice and Field Appointments Sept. 07 
Farmers Are Prosnecta—Dan Pose June 40 Insurance Stock Quotations Sept. 4 
Farmer's Comprehensive Personal Linbi lity- 0. C. Griffith June 41 Stock Index, Best's .. Sept. 5 


INSURANCE COMPANIES REPORTED UPON 


Aetna Casualty & Surety, Hartford Atlantic Mutual ‘rapeseed New York (Stock Dividend Approved) ....Mar. 4 
(Stockhoiders’ Report) Mar. 81 6S .-.-Aug. 89 
Aetna Group, Hartford (New Officers) . Fidelity Phentx Fire, New York 
(New Officers) ........... ..Feb. 66 (Charter Revisions) (See Continental Insurance) ....Mar. 83 
(1948 Operating Results) 81 Automobile Insurance, Hartford Fire Association, Philadelphia 
(Executive Vice President) .....May 115 erating Mar. 81 (New Director) 68 
Affiliated F M Insurance, Providence ankers Indemnity, Newar' (Michel Advanced) 116 
(Factory Mutuals’ Affiliate) .....Mar. 81 (New Director) .. Apr. Fireman's Fund Indemnity San Francisco 
Agricultural Group, Watertown yo Old Colony Group, ie (Executive Changes) ..... June 122 
Agricultural Interinsurance, San Francisco erkeley (Enters Puerto Rico) ............Aug. 
Allied American Mutual Fire, Boston Rew ) Aug. S87 (Capital Revision) 
(Mullaney Secretary) 65 wanization) ......-. General Accident Fire, Perth 
Allied BR recal Exehange Camden Fire, Camden . (Personnel Change) May 116 
(See People’s Automobile) (New Director) Mar. 82 General Accident Group, Philadelphia 
Allstate Insurance, Chicago (Chegwidden, Vice President) ....Apr. 111 (Executive Changes) one May 116 
(Rating Plan) Sept. 119 Canal Insurance, Greenville General Casualty, Seattle 
America Fore Group, New York (Discontinues Workmen's Compensa (Changes Underwriting Baste) ..May 117 
(Official Staff Changes) ......... Feb. 66 July 100 (New Jersey Dividend) .. 
American Alliance, New York Casualty t nderw riters, St. Paul General Insurance, Seattle 
(See Great American Insurance) ..Jan. 68 (Adopts Six Mouth Plan) . Aug. SS (Official Staff Changes) ......... Mar. 84 
American-Associated, St. Louis Century Lloyds, Houston General Lloyds Fire & Casualty, San Antonio 
(Personnel Changes) ............July 9 Organisation) 111 (New Lloyds) ..........+ far. M4 
Chicago Lieyds, Chicago General Reins New York 
American Bankers, Mia mi veneral Reinsurance, Ne 
iNew Com miny) ~ Feb. 66 (To Make Payments) ..........May 115 (Pays Dividend) .......... ... Jan. 68 
(New Vi Aug. (Liquidation Payment) & jeneral Reinsurance roup, New York 
Cimarron Casualty, Cimarron 1 ts) Ang so 
American Casualty, Reading (Advancements 
(Stock for Cash) Jan. @ Mar. General Tranaportation ‘asualty, New York 
(Advancements) Tune c Organization) --Apr. 1 (Names Vice President) .. .Mar, 84 
om nec asualty, es oines 
American Farmers Insur: ince, Phoenix (Consolidation) 121 Falls Group. Glens Falls: 1 an 
(Unlivensed Activity) ........ 115 Comme il Benefit, Phoenix Tan Ox 
(New ith Sept. 11% Government Employees, ashington 
American Fidelity, Montpelier Insurance, Amarillo ao (Stock Dividend) . Aug. 80 
(Executive Changes) July 99 icensed) MAP. Great American Group, New York 
American Fidelity Fire, Richmond (148 Operating Results) ........ Mar. S6 
(Capital Increases) June 121 ontinenta asualty, (New Vice President) Jan. 6s 
Capital Incres July of (Dividend Increased) ........... Mar. S82 
(Capital Increase) ... July 99 ‘Stockholders’ Report) Mar. 82 (Extra Dividends) Jan. 6s 
American Fire, Galveston Continental Insurance, New York (Great Southern Atlanta , 
(New Vice President) ......... Apr. 111 (1948 Results) ... Mar. &% (Begins Sept. 119 
American Indemnity, Gs slveston, Cosmopolitan ¢ ‘asualty. San Francisco Guarantee Tnsurance, Los Angeles 
(New Vice President) (Reing Organized) .. June 121 ner) Sept. 11% 
Crom & Forster Group, New York suaranty of N. ontreal 
Newark (148 Operating Results) ....Mar. 83 (Expands U. S. Bond Dept.) ....May 117 
(Executive Changes) 121 De pendable Accident, Falls City Gulf Insurance, Dallas 
(Inereased Dividend) Aug. 87 (Licensed) Aug. 
American Mutual Liability, Boston Detroit Mutual Accident, ‘Detroit (Inerenses Dividend) 
Dividend Ke ; M: (Merged) Jan. 66 Halifax Insurance, Halifax 
(Dividend Revision) .... Tay 115 Disability Income. Indianapolis (New U. S. Manager) 
American Re-Insurance, New York (New Non-Can. Carrier) . ...Mar. &t (Names U.S. Manager) .. Aug. % 
.. Jan. 65 (Licensed) Sept. 110 Hlanover Fire. New York 
mination) Apr. Dubuqu e Fire & Marine, Dubuque (Dividend Increase) Jan. = 
(Personnel Changes) ............ May (VY Rourke New President) Mar. S4 (New Director) .......... Jan. tf 
American Keserve, New York Cast South Bend Hardware Mutual Casualty, Stevens Point 
(Personne! Changes) 115 (Ren ing Bus Sept. (Dividend Increased) .......... Mar. 
American Surety Group, New York mmeo Insurance, outh ene Ifa 
(New Vice President) ..... May 115 (Increases Capital) .......... Jan. 67 Aug. 90 
(To Write Livestock) Tune 124 (Membership Increased) .... dan. 67 
Capital [nereased) Ang. &7 Farm Rurean Mutual, Columbus i 3 
Anchor Casualty, St. Paul (Reduces Auta Rates) .. Ang. llome Insurance, New York 
(Increases Capital) .. Feb. 67 Farm Burean Mutual, “4 
Arkwright) Mutual Fire, Boston (New Mutual Company) Apr. 112 > 
(Jones, President) July 99 Federal Insurance, Raritan Township Iv 100 
Associated Factory Mutual. Providence (Snecial Dividend) ... an. 67 (ineres na) A 
(Form Stock Carrier) ....Feb. 867 Fidelity. and Deposit. (Home Promotions) 
Associated Veterans Aircraft, Los Angeles (Decloree Extra Dividend) Jan. 67 IHinois Fire, Chicago 
(Stock Dividend) .. Jan. 66 (Stockholders’ Report) ..... ....Feb. 68 (Stock Dividend) 113 
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Improved Risk Mutuals, 
(Annual Meeting) 

ludependence Lite & Ace ‘det nt 
(Specified Disease Policy 

Industrial Indemnity ; 
(Absorption) 

Inland Empire Insurance, 
(Licensed) 


New York 
July 100 


Boise 
...- Jan. 70 
lusurance Company N. A., Philadelphia 
(Dividend Increase ...Jan. 
(la. Approves Rute Deviation) . June iss 
(Personnel Change) July 101 
(New Director) Sept. 120 
Interstate Indemnity, Los Angeles 
mit Sept. 120 
Fire & Marine, Kansas City 
ris Line Underwriting) .. 
(Novel Annual Report) 
Kentucky Central Life, 
(Stock Dividend) 
Latonia Insurance, 
(To Liquidate) 
law Union & Kock Insurance, 
(See London & Lancashire) 
london & Lancashire 
(Executive Changes 
Lonisville & General 
(Licensed) 
Lumbermen’s Insurance, Philadelphia 
(New Director) J 


. Jan. 
ille 


Lioveds, Lutkin 

Levels) 

lumbermens Mutual Casualty, 
(Raises Auto Dividend) 
(Dividend Schedule 
(Advanced) .... 

Manhattan ¢ ‘anualty, New York 
(Converts to Stock Basis) 

Marquette Casualty, New Orleans 
(Being Organized) 

Marvland Casualty, Baltimore 
(Pays Dividend on Common) 
(Stockholders’ Report) 

Massachusetts Bonding, 
(Examined) 

Life & Casualty, 
(Being Organized) 

Merchants Mutual Casualty, Kansas City. 
(Begins Business) .-Jan, 72 

New 
Ketires) ° Mar. 

Group Appointments) June 125 

Michigan Surety, Lansing 
Dividend) Jan. 

Midwestern Insurance, Oklahoma City 
(Capital Inereases) .. June 123 

Missouri State 


iNew 
Chicago 
71 
. Apr. 113 
.-Aug. 91 


Boston 


Ange sles 


Meserole Group, 
(Tremaine 
(Meserole 


ity 
(Incerporatin ept. 121 
Mutual Benetit “Health & Accide at, Omaha 
(Executive Changes) ........ -May 117 
Mutual Creamery Liability, " Cottonwood 
(Reduces Dividends) ..... ..Mar. 88 
Mutual Servier ©; Paul 
American 
Auto. Lincoln 
Organization) 
National Fire, Hartford 
(New Vice President) 


Sept. 11% 
May 118 


Apr. 114 


Insurance is no exception. 


For September, 1949 


The trend of growth, investments, assets, 
surplus, premiums, losses and expenses must 
be known for individual companies, groups, 
types of companies and the entire business. 


BEST'S FIRE & CASUALTY AGGREGATES 


National Fire & Casualty, Montreal 
(New Canadian Company) 
National Retailers Mutual, Chicag 
(Advancements) ... 
National Surety, New York 
(Utficial Staff Change) -.-Jan. 72 
National Union Indemnity, Pittsburgh 
(Adds New Money) -July 101 
Mirs. Assn. F Trenton 
vidends to Poliey holders) 
Mfrs. Casualty, Trenton 
(Dividends to Polieyholders) . Sept. 121 
New York State Ins. Fund, New York 
(Fund Enters New Field) June 123 
North British & Mercantile, London 
(Otficial Staff Changes) 
Northeastern Insurance, Hartford 
(Industrial Purchases North 
Oregon Automobile, Portland 
(Auto Rate Revision) 
Pacific Indemnity, Los Angeles 
(Official Staff Changes) 
Pacific National Fire, San Fra 
(Treasurer Elected) .. 
Pan American Casualty, 
(Pays Initial Dividend) 
aramount Fire, New 
(Reeapitalization) ... 
eerless Casualty, Keene 
(Increases Dividend) 
(Capital Increased) 
Pennsylvania Mfrs. Casualty, 
(Dividend Revision) 
People’s 
Philadelphia Nz ationai, Philadelphia 
(See Lumbermen's Insurance) J 
Phoenix-London, New York 
(Fire & Cas. Operations Joined) 
Vioneer Equitable, Indianapolis 
(See Rhode Island) . Apr. 115 
(see Rhode Island Insurance) ...June 124 
Preferred Accident, New York 
(Receives Additional 
(Reeapitalizing) 
Preferred Fire, 
(New Officers) 
Premier Insurance, 
(New Company) .. 
Producers Insurance, ‘San Francisco 
(New Company) . June 124 
'rovidence Washington Group, "Providence 
(1948 Results) Mar. SS 
Public Employees Seattle 
May 118 
Reinsurance Corporation, New York 
(Breining Advanced) .........../ Apr. 115 
Republic Indemnity, Columbus 
Resolute Fire, Hartford 
(Resident Vice President) ... 
Rhode Island Insurance, Providence 
(New Directors) 
(Reinsurance Agreement) .. ood 
(California Insurance Department) 
une 124 
-Aug. #2 


June 123 


Sept. 121 


. June 
-Apr. 114 
co 

-Aug. 92 
July 101 


Houston 


Apr. 115 
July 101 
P 


Boise 
Aug. 92 


. July 102 
Topeka 


Rochester 
June 124 


-Feb. 70 


(Court Order) . 
Riverside Insurance, Little Rock 
(New Company) 
Roval-Liverpool Group, New York 
(Report to Employees) 


. Aug. 93 


..May 119 


COMPLETE KNOWLEDGE 


. . of the history and trend of any busi- 
ness is essential to success in that business. 


(Consolidations) . 
(Issues New A. & H 
Satety Casualty, Dallas 

(Licensed ) 
St. Paul Group, St. Paul 
(Excellent Experience Recorded) 
San Jacinto Insurance, naeaeee hes 
(Licensed) 
(Officers and Directors) 
Seabourd Surety, New York 
(Dividend Increase) 
Security lusurance, New 
(New Director) 
Security Taxpayers’ ‘Mutual, 
iNew Title) 
Southern States Indemnity, 
(Liquidates) 
Southwestern Fire esualty, Datlas 
(New Director) .Feb 
Southwestern Mutual Fire Los 
(Incorporating) 
Standard Accident, 
(168 Results) 
Standard Casualty, Lincoln 
(Increases Capital) 
Standard Fire, Hartford 
(See Automobile Insurance) .. 
State Farm Mutual, Bloomington 
(Launches Rate Reduction) 
(Rate Revisions) 
Sterling Insurance, 
(Stock Sale) 
Stock Insurance, 
(New Company) 
Sunset Casualty, Olympia 
(Reinsured) 
Tennessee Farmers Insurance, Columbia 
(Licensed) 
Texas Industrial Lioyds, Dallas 
General, Greenwood 
Company) 
Travelers Insurance, Hartford 
(Promotions Announced) | 
Trinity Universal Insuranee, Dallas 
(Official Staff Changes) N 
Tri-State Fire, Tulsa 
(Increases Capital) 
Tri State Insurance, 
(Incorporated) 
‘nderwriters at Lloyd's, London 
(Drysdale Chairman) 
United Mutual Fire, Boston 
(New Householder’s Floater) ....4 
(4th Multiple Location Plan Approved) 


Forms) 


New Ye 
Miami 


‘A naeles 


Detroit 


Chicago 


Philadelphia 


Fort Wayne si 


un 
S. Fidelity & Guaranty, Baltimore 
Mar 


‘(Stockholders’ Report 
‘nited States Insurance, Waco 
(New Organisation) 

‘niversal Mutual Casualty, 
(New Company) 

*niversal Surety, Lincoln 
(Increases Capital) 
tica Mutual Insurance, 

(Dividend Revisions) 

Wm. Penn_ Fire, Philadelphia 
iNew Officer) 
(Staff Changes) ° 

Zenith Insurance, Los Angeles 
(Being Organized) 


& AVERAGES brings all this vital data to- 


gether—in one volume and in concise, ac- 


curate and complete form. 


plete data. 


BEST'S AGGREGATES is the only publica- 
tion of its kind and a necessity to everyone 
in the insurance business. 


Write for com- 


ALFRED M. BEST COMPANY, Inc. 


75 Fulton Street 


New York 7, N. Y. 
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HE flame of this match will burn for only 
twenty seconds, but in that time it could start 
the friendly fire in a family hearth or, carelessly 
used, a blazing conflagration consuming millions of 


dollars worth of property and countless precious 
lives. 


It is the constant endeavor of property insurance 
companies to prevent wasteful fires through intelli- 
gent education, planned protection work and 
meticulous pre-testing of materials and equipment. 


While you enjoy the full protection and security of 
your property insurance, your premium dollar is 
ceaselessly working for you and for your community 


through your local agent, the special representa- 
tives, the skilled experts of your company and 
organizations such as The National Board of Fire 
Underwriters. 


As an active participant in the fight against fire for 


over 100 years, The American Insurance Group 
emphasizes the strength of its slogan: 


Quality Insurance through ever-expanding and 


ever-improving Quality Protection since 1846. 


“American 


Newark, New Jersey 


The American Insurance Co. The Columbia Fire | ce Co. 
Bankers Indemnity Insurance Co. The Jersey Fire Underwriters 
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Stepping Out. 


“Recognize me? I'm your Stand In... symbolizing your services to the 
public ...in all North America National Magazine 
advertising. * In fact... act as Stand In not only for 
North America Companies’ Agents, but for all members 


of the American Agency System.” 
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